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Production Stays 
figh as Crucial 


fonth Arrives 


740,000-Car June Rests 
On Strike Decision; 
May Drops to 731,000 


By Martin L. Whitmyer 
Staff Writer 

(ITH strikes threatening to cur- 
tail assembly operations at 
# Motor Co. and General Mo- 
the auto industry shows no 
ms of slackening output as it 
sves into the final month of what 
id be the most productive six 
ths on record. 

Industry observers see an esti- 
d 740,000 cars rolling from as- 
mbly lines during June’s 26 work- 
days. That would surpass the 
17,343 cars assembled during June, 
50, highest June production on 
cord, and would be the third 
thest monthly output in history 
the industry. Highest output on 
record is March’s 794,510 cars. Sec- 
d highest is April’s 754,093 cars. 
Holding third place, at least 
temporarily, will be May’s pro- 
duction of an estimated 731,000 


cars. 

Should the June projection be at- 
it would give the industry 
total of 4,344,000 car-completions 
ring the first six months. The 
me figure was not reached until 
August in the record produc- 
tion year of 1950. 

Even if GM and Ford are forced 
lo cease operations over the GAW 
jue, most observers fail to see 
tput dropping to the July, 1952, 
vel when the steel strike caused 
butput to skid to 159,562 cars. So 
lar this year, Chrysler Corp. and 
(Continued on Page 37, Col. 3) 


Top Cars 


New-car registrations for three 
months plus 19 states for April: 





1955 Pos. Make 1954 Pos. 
1—363,141 Ford 318,716— 1 
2—342,574 Chev. 318,031— 2 
3—188,144 Buick 117,691—. 3 
4—170,929 Plymouth 107,645— 4 
5—144,295 Olds. 79,677— 7 
6—131,163 Pontiac 90,2838— 5 
7— 83,735 Mercury  30,796— 6 
8— 74,082. Dodge 39,829— 8 
9— 44,447 Chrysler  30,357— 9 
10— 40,002 Cadillac 22,868—11 
ll— 32,076 DeSoto 21,968—12 
12— 26,910 Stude. 25,453—10 
18— 19, Nash 20,878—13 
14— 11,818 Packard 18,942—14 
15— 10,587 Hudson 8,797—16 
16— 17,418 Lincoln 9,886—15 
Mi— 2,499 Willys 4,746—17 
18— 563 Kaiser 2,058—18 
9,788 Misc. 6,464 
Total All Makes 
1,703,554 1,320,085 


Further details on Page 32. 
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Sloan Honors Plym 


The Alfred P. Sloan Radio-TV award 
for outstanding public servica& in the field 
of traffic safety is presented i 
to James A. Mason, of the Ply 
ers Assn. of Greater Detroit, secgnd from 


vision series, “The Plymouth Safety 
Looking on are C. Hascall Bliss, Detroi 
Plymouth dealer, left, and William J. 


Bird, Plymouth sales vice-president. Sloan | 


just passed his 80th birthday. 


Licensing Law 
Banning Coercion 


Adopted by N.C. 


ALEIGH, N. C.—North Caro- 

lina’s Legislature enacted a 
factory-dealer licensing law last 
week, bringing the number of U.S. 
franchise-holders under such cov- 
erage above the 10,000 mark. 


Upon the expected signature of 
Gov. Luther H. Hodges, the Tar 
Heel state will become the fourth 
state this year to adopt controls 
over factory-dealer relations. All 
the laws passed this year, and eight 
of the nine older state statutes, 
forbid coercive acts by auto manu- 
facturers. 

Franchised dealers covered by 
regulatory licensing laws will total 
an estimated 10,338 July 1, when 
the North Carolina law takes ef- 
fect. This is nearly 25 percent of 
the 44,124 U.S. total counted by 
R. L. Polk & Co. as of March 1, 
1955. 

The North Carolina Automobile 
Dealers Assn. plumped for enact- 
ment of the new law after a poll 
of its membership showed a two- 
thirds “yes” majority. 

Resolutions adopted at the recent 
NCADA convention called for pas- 
sage of Federal and state laws 
aimed at stopping factory and 
dealer malpractices. Anti-coercion 
laws were adopted previously this 
year by Arkansas, Minnesota and 
Tennessee. 
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DETROIT, MAY 30, 1955 


Chevrolet 


HE best sellers in the new-car 

market are getting a smaller 
share of total sales than they did 
in 1954, first-quarter registration 
figures show. 


In the first three months of the 
year, the top makes—Ford apd 
Chevrolet—got only 41.47 pergént 
of the overall market. A yeap’ago, 
their slice was an overwhélming 
48.31 percent, although tkeir unit 
sales were fewer in much-re- 
duced overall marke 

Slack in the mapket has been 
taken up by the/‘second flight.” 
Buick and Plymowtth, running third 





‘and fourth jus as they were a 
|year ago, haye 
New York | Dined penetpdtion from 17.00 per- 
puth Deal- 


hiked their com- 


cent to 21.06 percent. Other makes 
in the Tof Ten—except Mercury— 
algo increased their penetra- 


HE 
to pile up gains in market dom- 
ination In the first quarter of 1955, 
the Big Three accounted for 95.33 
percen 
pared 
quarte 
quarter. 
All of the increase for the Big 
Three was scored by Chrysler 
Corp. and General Motors, as 
Ford Motor Co. had a smaller 
share this year than last. 
Chrysler Corp. contributed most 


and 88.70 pétcent_in 


Counter-Offers 
Up Peace Hopes 


By Joseph M. Callahan 
Staff Writer 

Alsmouce Ford’s five-year con- 

tract with the UAW runs out 
Wednesday (June 1) and General 
Motors’ pact expires 
next week (June 7), 
hope for uninter- 
rupted auto produc- 
tion rose in Detroit 
last week following 
reports that both Ford and GM had 
made their wage offers to the 
union. 

Specific details on both offers 
were still largely lacking Thursday, 
and there was considerable specu- 
lation as to whether the company 
offers would be close enough to the 
guaranteed annual wage asked by 
the UAW so as to provide a basis 
for negotiating the final agreement. 


A remarkable five years of labor 
peace in the auto industry is 
marked this week with the expira- 
tion of the Ford contract. It is well 
known that Ford and GM want an- 

(Continued on Page 34, Col. 1) 


LABOR 
FRONT 


NADA Faces Delay in Congress” 


By William Ullman 

Washington Correspondent 
ASHINGTON. — Although 
House introduction of a terri- 
torial-security bill was imminently 
€xpected Thursday, the prospects 
early committee consideration of 

ADA’s “action program” meas- 
ures remained dim. 

NADA requested the House 
Interstate Commerce committee 
to initiate hearings on two bills 
offered earlier, but a crowded 

made it difficult for 
J. Percy Priest to make 


. any commitments. These two bills 


are the Hinshaw phantom-freight 


The territorial-security bill, al- 
ready prepared, would permit auto 
manufacturers to assign certain 
territories to their dealers and 
make it mandatory for such deal- 
ers to operate within those as- 
signed territories, which could be 
cities, counties or states. 

Because bill sponsors Rep. Ches- 
ter Hinshaw and John Bell Wil- 





would be held on their bills before 
passage of too much time. 

Just what the Senate would do 
about the NADA program was 
uncertain. Sen. Mike Monroney’s 
auto inquiry subéommittee was 
continuing research into various 
aspects of the industry on a 
behind-the-scenes basis. 

Meanwhile, at the Department of 
Justice the Antitrust division was 
continuing its scrutiny of the au- 
tomobile industry, just as it scans 


liams are members of the House/|the activities of all big industries. 


Interstate Commerce committee, a 
strong chance existed that hearings 


Assistant Attorney Genera] Stan- 
(Continued on Page 7, Col. 1) 
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aa " C1 5 Cry 
Hig Three Was continued’ 


of all registrations, ;com-] 
ith 93.77 percent in ithe ’S 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


to the Big Three’s impressive show- 
ing Ay jumping 3.62 percentage 
pojits—from 15.24 a year ago to 
8.86 for the '55 period. 

General Motors rose 2.38 percent- 
age points—from 47.31 to 49.69— 
while Ford Motor lost 4.44 percent- 
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Big 3 Hikes Salés Share; 


ord Decline 


| age points — declining from 31.22 

| percent to 26.78. 
* o * 

N A basis of individual makes, 

Oldsmobile and Buick were the 

“hottest” cars of the first quarter. 

Oldsmobile boosted its share by 2.63 

(Continued on Page 4, Col. 3) 


New-Car Sales by Makes 


First Quarter, 1955-1954 


Total 
Sales, 
lst Quarter 

1955 
AMERICAN MOTORS 26,016 
ee 9,071 
MDS eiehtecchsesieendinlesciah ails 16,945 
OHRYSLER CORP. ........ 292,913 
Seabank eohesley 40,671 
pbeste nitlesste aibouciaes 29,080 
esaacmi ccitiutireplekacakonn 67,611 
Sielahs Beceataeiiveuch 155,551 
DRD MOTOR CO. ........ 415,842 
NEE Lis seskisesctdcciseswsnicessnae 332,461 
vehddiiias liidicsailestes 6,757 
tea w- 16,624 
GENERAL MOTORS .... 771,475 
I er csacds costs shtanscaloues 171,464 
IIE. A, cotcialscaledcatiacnioes 36,877 
STIG ovcesescicscscesinceees $11,534 
Oldsmobile _.................... 131,711 
SID» iiccihceetssscnsasseccncsre 119,889 
KAISER-WILLYS. ......... 2,844 
UIE cstcemneaeispucglccssetiog. aad 
SE cickce thks vuccocmnosinken’ 539 
MIE fecantecnervisntondoiskansanen 2,305 
ee ee eee 34,665 
I Saris ccdansnrisciopah 10,309 
Studebaker .................. 24,356 
MISCELLANEOUS ......... 8,980 
1,552,735 








Total Percent- 
Percent Sales, Percent age 
Shareof ist Quarter Share of Point 
Market 1954 Market Change 
| a eee eee 
59 71,865 6 — 0 
1.09 18,726 157 — 48 
18.86 181,506 15.24 3.62 
2.62 27,683 2.32 30 
187 20,049 1.68 19 
4.35 36,232 3.04 1.31 
10.02 97,542 8.19 1.83 
26.78 371,840 31.22 —444 
21.41 24.25 —2.84 
Ad 8,944 5% — 31 
4.93 74,087 6.22 —1.29 
49.69 563,414 47.31 2.38 
11.04 1 8.81 2.23 
2.38 20,173 1.69 -69 
20.06 286,603 24.06 —4.00 
8.48 69,622 5.85 2.63 
1.72 82,073 6.89 83 
18 6,478 5S — 36 
éspbsasieh 414 03 obbeeese 
03 1,762 1b — 2 
15 4,302 36 — 21 
2a = —séi# Saltaeaiin:,. mae » ee 
-66 12,766 1073 — Al 
157 23,248 195 — .38 
58 4,872 43 + 15 
100.00 1,191,021 100.00 


—Compiled from R. L. Polk & Co. data. 


Used-Car Sales Pick Up, 
But Price Index Dips 


By Robert M. Lienert 
Associate Editor 

os were signs last week of 

a pickup in the used-car mar- 
ket. Both wholesale and retail sales 
increased and there appeared to be 
a quickening demand linked to a 
tighter supply. 

Average prices, however, edged 

downward. 

Unofficial retail sales reports 
indicated that used units were 
faring better than new cars. 
Used-car sales, it was reported, 

were running about 3 percent bet- 
ter than they had a month earlier, 
while new-car sales had fallen a 
shade behind the month-ago pace. 
The proportion of sales also has 
climbed at the wholesale level— 
but at a modest rate. Compared 
with the turnover a month earlier, 
wholesale movement last week was 
up slightly more than 2 percent. 
® + - 
Tas ratio of sales to offerings 
at wholesale auctions last week 
topped 70 percent for the first time 
in five weeks. The precise figure 
was 71.1 percent. 

Other performances in the past 
four weeks have been 62 percent, 
62.7 percent, 68.2 percent and 69.6 
percent. 

Many auction operators reported 

particularly brisk bidding on clean, 
late-model, light cars. Part of this 


may have been due to the fact that 
the supply of wholesale units 
dwindled sharply last week. : 

The average number of offerings, 
after cresting at 224 units the pre- 
vious week, skidded to 156 last 
week, 

Some auctions reported a heavier- 

(Continued on Page 4, Col. 5) 


Inside 
Standouts 


Engineering Editor John T. 
Benedict takes a comprehensive 
look at the future of fuel injec- 
tion systems vs. carburetors 
(Page 15). He comes up with the 
following forecasts: 


@ Fuel injectors are sched- 
uled to appear as optional 
equipment on at least one 
57 line of each auto man- 
ufacturer—and may pre- 
miere on a few special ’56 
jobs. 

Even the low-priced cars 
should offer a form of in- 
jection as standard by 1960. 
New-car truck registrations and new- 
car prices, Page 32. Used-car auc- 


tions, Pages 27, 36. 
by makes, Page 37. 
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Miles Defends, Marker O 


AUTOMOTIVE NEWS, MAY 30, 1955 








NUCDA Change Is Debated 


By Robert M. Finlay 
Managing Editor 

CONCERN over the direction the 

National Used Car Dealers Assn. 
is taking as it becomes the Na- 
tional Independent Automobile 
Dealers Assn., was expressed last 
week by a former president of the 
group, Carl Marker. 

Meantime, Ray Miles, current 
president of NUCDA, issued a 
statement with reference to an 
editorial in Automotive News. 
The editorial asked: “Now who 
is going to speak for the used- 
car dealer,” asserting that “ex- 
clusive used-car dealers can no 
more expect independent new-car 


Dodge Appoints 
Five Regional 


Truck Managers 


DETROIT. — The appointment 
of five regional truck managers has 
been announced by E. H. Rice, 
Dodge truck sales manager. 

William H. Witham has been 
named truck manager of the Phila- 


E. A. McAdams ©. M. Keller 
delphia region; Charlie M. Keller, 
Greensboro, N. C. region; James I. 
Hurley, Boston region; Merritt N. 


fe 


J. I. Hurley M. N. Eade 


Eade, Omaha region, and Edwin A. 
McAdams, Minneapolis region. 


Witham who has had 13 years of 
truck and sales experience, joined 
Dodge in 1953 as a district truck 
manager. Keller joined Dodge as a 

truck representa- 

tive in 1950. Hur- 

ley has been with 

the company 

since 1950 when 

he was named a 

district manager. 

Eade started 

with Dodge in 

1939 as a clerk in 

the truck plant. 

r After World War 
ee II, he became a 

W. H. Witham senior clerk and 
two years later a district truck 
manager, then an assistant regional 
manager. 

McAdams had seven years of 
sales and service experience before 
joining Dodge in 1953. 





dealers to represent them than 
they can expect enfranchised 
new-car dealers to do 80.” 

* * + 


Ms contended that the change 
in name will mean no change 
in representation of used-car 
dealers. 

“We have done our best,” Miles 
said, “to protect their interests in 
the past and will continue to do so 
in the future.” 

Marker, however, contended 
that NUCDA has fallen into “the 
hands of some who apparently 
don’t know why we ever had a 
national used-car dealers associa- 
tion.” 

Marker asserted: 

“I think the used-car dealers 
should come out of their lethargy 
and take action.” 

eo od + 

ERE is the statement of Miles 

in full: 

“I read with great interest and 
some disturbance your editorial in 
the May 23 issue of AUTOMOTIVE 
News headed ‘Now Who Is Going 
To Speak for Used Car Dealer?’ 

“I was disturbed because I felt 
that a completely unjustified con- 
clusion had been represented from 
a change in the name of our organ- 
ization. I was also disturbed be- 
cause it appeared to me that you 
had gone a long distance from the 
facts and had used language, which 
seemed to be unnecessarily strong 
language, aimed at inviting the 
creation of a new organization to 
take over some of the people you 
felt would not be represented by 
the existing organization. 

“Let Me assure you and those 
who may be mislead by your edi- 
torial that the change in name will 
mean no change in our representa- 
tion of used-car dealers. We have 
done our best to protect their in- 





Silver Anniversary 


Observed by Steiner t 


DETROIT. — Alfred F. Steiner 
Co. (Ford), Detroit, has observed 
its 25th anniversary. The firm sold 
its first car, a Model A, on Apr. 10, 
1930, and was housed in a building 
of 20,000 square feet of floor room. 

Now Steiner occupies 100,000 
square feet of space and fronts for 

two blocks on Mack Ave. 





terests in the past and will con- 
tinue to do so in the future. 

“You know as well as I that 
those members of our organization 
who may be handling new cars are 
still basically and primarily en- 
gaged in the sale of used cars. To 
the extent that they do handle new 
cars, they are distinguished in that 


only by the fact that one is inde- 
pendent and the other has a fran- 
chise. 

“Although the name is being 
changed, the purposes of the or- 
ganization, as set forth in its arti- 
cles of incorporation and its con- 
stitution, remain unchanged. It will 
still remain an organization con- 
trolled by, operated by, and con- 
ducted for the benefit of used-car 
dealers. There is no room ‘in the 
industry for another organization 
to arise as spokesman for the ex- 
clusive used car dealer.’ 

“The problems of all of our mem- 
bers, whether or not they sell new 
cars, are identical and will be han- 
dled as they have always been han- 
dled. If then the title to your edi- 
torial was in fact a question ‘Now 
who is going to speak for used car 


dealer?,’ the answer is the same 
(Continued on Page 31, Col. 1) 


Okla. House OKs 
‘Bootleg’ Bill; 
Kills Another 


OKLAHOMA CITY. — One bill 
concerning “bootleg” new cars sold 
by franchised dealers to used-car 
dealers passed the House of Repre- 
sentatives and another was killed. 

The bill that was approved would 
require all persons obtaining title 
to a new car to have a manufac- 
turer’s certificate of origin. 

The bill that failed, by one vote, 
would have required a used-car 
fdealer to pay an excise tax within 
10 days after he placed a new car 
on his lot. 

However, both bills were held on 
the calendar by notice to reconsider 
the vote. Also both bills, or either 
of them, would have to be passed 
by the Senate and be on the gov- 
ernor’s desk five days before ad- 
journment before they could be- 
come law. 


respect from other new-car dealers |. 


Business Barometer 


Auto Production—204,498 cars, 
trucks in week vs. 141,378 year ago. 

Business Failures—226 in week 
vs. 248 year ago. 

Freight Loadings—11.8 percent 
above like 1954 week. 

New-Car Sales — 1,703,554 to 
date vs. 1,320,035 year earlier. 

New-Truck Sales — 207,816 to 
date vs. 218,917 year ago. 

Oil Stocks—278,208,000 barrels, 
an increase of 1,894,000 in week. 

Soft Coal Output — 8,925,000 
tons vs. 7,149,000 year before. 


Steel Output—110.3 percent of 
1947-49 index vs. 110.4 week before. 


Treasury Bills—1.471 5 -:cent per 
year discount vs. 1.427 wec* carlier, 
Used-Car Prices—$327 in May 
to date vs. $833 in April. 
Wholesale Prices—110.? percent 
of 1947-49 index vs. 11° 4 week 
before. 
* = + 
Common Stocks 
May May 1955 
23 18 High 
10% 13% 
76 82% 
95% 107% 
3% 5 


Am. Motors 10% 
Chrysler 75%, 
GM 95% 
Kaiser 4%, 
S-P 1% WH% 115% 


Average 39.57 39.30 


10-Year Road Expansion 
Called Vital by Nance 


WASHINGTON. — Full moderni- 
zation of the interstate highway 
system over the next 10 years is 
vital to America’s 
future, in terms 
of employment, 
family income 
and overall eco- 
nomic growth, 
says James J. 
Nance, president 
of Studebaker- 
Packard Corp. 

In a statement 
to the House Pub- 
lic Works Com- 
mittee, now con- 
sidering proposed highway legisla- 
tion, Nance, who also is president 
of the Automobile Manufacturers 
Assn., said that an emergency Fed- 
eral road program is needed to 
catch up with highway deficiencies 
that have accumulated over the 
last quarter-century. 

Estimating that traffic demands 
on the 40,000-mile interstate sys- 
tem now in use will be nearly 
trebled by 1965, Nance said a 
large part of the cost to meet a 
road program “can properly be 
spread over 30 years or so, and 
paid for out of greater future 
Federal tax revenues generated 
by the improvements.” 

Nance pointed out that much of 
the nation’s economic growth, and 





Loan Men Point to ‘Crazy Credit’ Pitfalls 


By Joseph M. Callahan 
Staff Writer 
(THREE out of four bank and fi- 
nance company officials inter- 
viewed in Detroit believe that the 
current loose auto credit is un- 
healthy. 

The fourth man said, “What 
loose credit situation? I don’t be- 
lieve the terms and downpay- 
ments now being offered are 
much different than those offered 
last year and the year before.” 


One veteran finance company 
chief summed it up with this ob- 
servation: “It’s the strangest situa- 
tion I’ve encountered in many 
years. Here we have all the evils 
connected with questionable paper 
that we possibly could have. We 


Building Through Human Relations . . . 


Teamwork in the Shop 


The shop has always been a problem for many dealers who 
entered the auto business through sales experience. Yet the shop 
and parts income pays 100 percent of the overhead in many deal- 


erships. 


Human relations—our present and future frontier—can play a 
vital role in stimulating, inspiring and encouraging the people on 


a dealer's payroll. 


With this thought in mind, John O. Munn, Automotive News’ 
advisory editor, has prepared a series of articles designed to build 
teamwork in the dealer shop. We feel that dealers everywhere 
will want to use these articles orally at staff meetings, by letter 
sent to employes’ homes or by posting on dealership bulletin 
boards. Watch for the first article . . . 


Next Week 





have all the ingredients that should 
produce a terrible credit picture. 

“But our repossessions and de- 
linquencies are still low. What the 
situation will be this fall I don’t 
know. I’m not alarmed, just puz- 
zled.” 

* * om 
FORMER finance company ex- 
ecutive, who is now associated 
with a number of dealers, was very 
critical of the present loose credit. 

Said he, “Selling terms instead 
of the car is dangerous. Those cars 
don’t stay sold. At the first ad- 
versity, the car becomes a repos- 
session. From many years’ experi- 
ence I know that the repossession 
rate is always many times greater 
when the dealers get away from 
sound credit principles. 

“A lot of Detroit dealers are 
endorsing the notes on a good 
many of these shaky deals. That’s 
a mistake. The bank and finance 
company people know their busi- 
ness and if they won’t accept a 
deal, the dealer has no business 
accepting it. 

“Repurchase paper (where the 
dealer endorses the note) is becom- 
ing much more common in Detroit. 
They’ré putting people in new cars 
who should be in used cars. Then, 
when there’s an illness or other 
misfortune, the car is the first thing 
to be let go.” 

* > * 

HIS former official said that 

when a car owner’s debt be- 

comes greater than his equity in 
the car, the owner loses interest in 
the car and he stops taking care 
of it. Then, the official continued, 
when the dealer does repossess the 
car, he’s got a tremendous recon- 
ditioning problem on his hands. 

“Why,” he added, “I know some 
dealers are financing some of the 





poorest risks themselves. Those 
dealers are going to take it on the 
chin if they don’t have a fulltime 
collection man. I tell you, reaching 
for the straw of loose credit is a 
foolish thing. Repossessions are al- 
ready rising.” 

The finance company officer 
said he thought that one of the 
worst features of the present 
credit picture was that some of 
the inexperienced bankers in De- 
troit were accepting too many 
packed price deals. 

He asserted, “A lending institu- 
tion should know the value of the 
cars it is financing and the lender 

(Continued on Page 35, Col. 1) 


many of the changes in American 
life, have been linked in one way 
or another with the rise in motor 
vehicle travel made possible by the 
development of our national high- 
way network. 


“We believe,” he said, “that 
modernization of our highway 
system now will have equally far- 
reaching effects on the future 
economic growth of the nation 
and on the future living stand- 
ards of our people.” 

Eleven million additional jobs 
are needed in the next 10 years to 
serve our growing labor force, 
Nance said, and “eight million of 
these must be in the service indus- 
tries, according to Government 
studies.” 


The service industries “are capa- 
ble of tremendous future growth 
as our economy expands,” Nance 
said, “but their past growth has 
been directly related to the growth 
of highway travel, and their future 
depends heavily on a continued rise 
in highway travel.” 

The automotive industry state- 
ment made the following four basic 
proposals to Congress: 

1. The interstate highway sys- 
tem should be fully modernized 
over the next 10 years, because 
it holds the key to future expan- 
sion of motor vehicle traffic in 
the United States. 

2. The Federal Government 
should assume most of the $27 bil- 
lion cost of this interstate high- 
way program, because unless emer- 
gency action is taken the system 
never Will catch up with growing 
traffic demands. 

3. Congress should grant some 
increases in other Federal-aid road 
funds to help the states speed up 
needed improvements of other 
routes outside the interstate sys- 
tem. 


4. To the extent that the above 
program cannot be financed from 
current tax revenues, Congress 
should authorize the use of long- 
term credit financing. 

Comprising just over one percent 
of the nation’s total road and street 
mileage, the interstate system now 
carries 14 percent of total traffic, 
Nance said. Highway authorities 
estimate that when it is fully mod- 


4 ernized, the system will handle 
about 26 percent of the nation’s 
‘| vehicle traffic volume. It will ac- 


count for one-half of the total in- 


_|crease in all U. S. traffic during 





‘Unfair to Competition’ — 


A quintet of traffic stoppers “picket” 


Hull - Dobbs, 
Ford 


Inc., Cleveland, to attract 


shoppers. 


“picketing signs." 


Claiming the dealership | 
is unfair to competition, the models carry | 


the coming decade, Nance said. 

“But,” Nance cautioned, “unless 
the system is modernized over the 
next 10 years, it will continue to 
be the nation’s worst traffic bottle- 
neck and accident hazard.” 


Car Tradein Tax Bill 


Vetoed in Missouri 


JEFFERSON CITY, Mo.—‘ov. 
Phil M. Donnelly has vetoed a bill 
that would have allowed a state 
sales tax adjustment on automo- 
bile tradein transactions on the 
— that it would be inequita- 

le. 

The governor said that frm 
machinery, furniture and electri- 
cal appliances also are traded in 
on new items and that the buyer 
must pay full sales tax. 


— 


| _ 
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Dealers tell me 


By John O. Munn 






public acceptance for their own in- 


yee increasing cost of doing) dealers to concentrate on building 


business in the automobile re- 
iling field is a topic of conversa- 
fon when dealers get together. 
The cost of doing business in- 
dudes such things as the expense 
of buildings, heat, light, insurance, 
inventory and payroll. These items 
wre somewhat fixed. They are the 
ost that one entails when he opens 
the door each morning. Dealers are 
fiving these costs much considera- 


tion. 

One item in the cost of doing 
business is the cost of getting 
business. This subject is always 
up for specialized discussion. 

In the cost of getting business is 
4 considerable item charged on the 
invoice for each car to cover prod- 
uct advertising which is admin- 
istered by the factory. 

This is usually good and neces- 
sary advertising, but it is product 
advertising, the future of which the 
dealer does not own or control. It 
throws a dealer into competition 
rather than out of it. 

More and more dealers are com- 
ing to an opinion that the factory 
advertising assessment should be 
dliminated and reflected in the list 
price of the car, leaving the ex- 
pense of building public acceptance 
for the automobile entirely up to 
the respective factories. 

Such a program would permit 





Ex-Dealers Sue 
Ford for $630,000 
In TV-Ad Ruckus 


GREENVILLE, S. C.—Ford Mo- 
tor Co. has been sued for $630,000 
damages by partners in a former 
Lincoln-Mercury dealership here in 
a dispute growing out of a televi- 
sion advertising fund. 

The complaining partnership, 
partnership, now operating under 
the name of The Nelligans, as a 
successor to Bob Nelligan Motor 
Co., alleges that it was damaged by 
Ford in violation of the Sherman 
Anti-Trust Act. 

Bob Nelligan Motor Co., the suit 
alleges, was required to sign sev- 
eral agreements with Ford to fi- 
nance television advertisements of 
Lincoln and Mercury cars. 

The plaintiffs contend that Ford 
terminated its sales contract with 
the dealership June 14, 1954, be- 
cause of their protests and unwill- 
ingness to make contributions to 
Lincoln-Mercury Dealers Advertis- 
ing Fund, Inc. 

The complaint contends that 
“said TV programs were not re- 
ceived in Greenville, S. C., where 
plaintiff operated his business.” 

The cancellation of contract, it 
is alleged, represented a “coercive 
and unlawful conspiracy.” 

The complaint further alleges 
that the sales agreements with 
Ford permitted the manufacturer 
to monopolize the market for car 
Parts and accessories in violation 
of antitrust legislation. 
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stitutions. A good dealer needs to 

lay a condition in his territory that 

it does make a difference to the 

public where a person buys a car. 
= od * 


$5,000 a Year 
F FACTORIES took complete 
responsibility for product adver- 
tising, the dealer would gain an 
opportunity to strengthen his posi- 
tion locally as the factory strength- 
ened the position of the car nation- 
ally. 

In spite of the large share that 
the dealer is forced to spend on 
national advertising with car as- 
sessments, the average dealer 
spends more than $5,000 a year in 
local advertising on his own initia- 
tive. This average is a very gener- 
ous amount when one considers 
that 80 percent of the dealers sell 
fewer than one hundred cars & 
year. 

In addition to the advertising 
assessment, a dealer finds it al- 
most impossible not to go along 
with the factory on additional 
advertising that factories have 
made available for dealers such 
as service followup, owner’s mag- 
azines, billboards and sales cam- 
paigns. 

For example, a dealer in one of 
the larger towns, but one stil] small 
enough so that there are no mul- 
tiple dealerships, reports 10 items 
which enter into the cost of getting 
business, none of which is included 
in the factory assessment but most 

of which are sold by the factory 
representative. 

One will admit the dealer making 
the report is aggressive. He has 
been an outstanding success in his 
28 years of business, but he, like 
all dealers, is constantly question- 
ing the cost of his promotion ef- 
forts in face of diminishing gross 
profits. 


* a 7 
Where Money Goes 
ERE is a list of the 10 things 
he is doing to get business: 


1. A factory sales campaign that 
is costing him more than four 
figures. 





Dealers Honor Airmen— 


L. C. Barnett, Topeka (Kans.) Nash 
dealer, hands Sgt. McNally, Forbes Air 
Base'’s “Airman of the Month,” a $100 
check and keys to a Nash for week-end 
use. The Topeka New Car Dealers Assn. 
backs the Airman of the Month project 
and Barnett was chosen to sponsor the 
first one. 


State Threatens to Step In... 





Gouging Complaints 
Swamp Detroit BBB 


By Joseph M. Callahan 
Staff Writer 

DETROIT.—Following a sub- 
stantial increase in the number of 
Better Business Bureau complaints 
against Detroit new-car dealers, the 
Michigan Secretary of State’s of- 
fice has warned the dealers “that 
they’ll have to clean up their own 
back yard” or the State will take 
other action. 

The warning came at a meeting 
in Detroit attended by Harold Har- 
vey, director of investigations for 
the Secretary of State; Raymond 


Gossel, chief Detroit investigator 
for the Secretary of State; Ted 
Grace (Lincoln-Mercury), presi- 


dent of the Detroit Automobile 
Dealers Assn.; Paul Graves, man- 
ager of DADA, and William H. 
Carrico, classified advertising man- 





N. Y. Dealers 


Expect Move 


To Legalize Sunday Sales 


BUFFALO. The New York 
State Automobile Dealers Assn. ex- 
pects a strong move in the 1956 
Legislature to amend the Sabbath 
laws to permit sales on Sunday, 
according to John Evers jr., execu- 
tive vice-president of the NYADA. 

In the past session, he said, 18 
legislators from New York City 
introduced seven bills to permit 
Sunday commerce. 

Evers said that every franchised 
new-car dealer in the state was 
polled on the question and the fol- 
lowing results were noted: 

1. Of all association members, 
92.3 percent were opposed to any 
change in the law. 

2. Of franchised dealers who are 


Showdown Nears 
On Texas Dealer 


Licensing Bills 


2. Cards on the front of city 


buses. 

3. The owner’s magazine that 
the factory sends each month to 
1,600 motorists in his territory at 
a cost of 11 cents each. 

4. A factory-recommended mail 
campaign that goes to car service 
customers every month and truck 
service customers every third 
month. 

5. Ten 24-sheet billboards that are 
maintained month after month, 
year after year. 

6. A spectacular sign in the cen- 
ter of the city. 

7. Service and used-car advertis- 
ing running in the local papers 
every week. 

8. Large neon signs at his loca- 
tion, expensive both in initial cost 
and in maintenance. 

9. A local] television program 
once a week that, incidentally, not 
only helps him but is of benefit to 
other dealers in the area. 

10. Miscellaneous items, too 
numerous to mention, such as 
postcards and letters to prospects, 
films for sales meetings, sales 
manuals, brochures and tele- 
phone calls. 

All of these items can well be 
classified as the cost of getting 
business. They have become a ma- 
jor factor in the total cost of doing 
business which is steadily increas- 


i while the cent f profit | 
ne r oe oo | would have little effect on sales-tax 


is steadily decreasing. 
No wonder they are a subject of 


conversation whenever dealers get | 


together, and it is hoped that, as 
a result of these discussions, some 
means will be found to make the 
cost of getting business more ef- 
fective but less expensive from the 
dealer’s standpoint. 





AUSTIN, Tex.—The Texas Legis- | 


lature set the stage last week for 
a showdown battle on the proposed 
dealer licensing act. 


The Senate approved a licensing 
bill substantially the same as that 
originally recommended by the 
Texas Automotive Dealers Assn. 
(franchised). 

Under the TADA measure, only 
franchised dealers could obtain li- 
censes to sell new cars. This pro- 
vision differs radically from that in 
the bill passed by the House, which 
would allow used-car dealers to ob- 
tain new-car sales permits. 

The Senate’s action sent the bill 


—HB 53—back to the House for 


further consideration. The Texas 
Independent Automobile Dealers 
Assn. (non-franchised) had lobbied 
strongly for the bill finally ap- 
proved by the House. 

The Texas bills apply solely to 
auto retailers, excluding factories 
or their representatives from li- 
censing requirements. 


Car Tax Appeal 


Fails in Illinois 


SPRINGFIELD, IIl.—The Illinois 
Supreme Court last week held that 
auto dealers should pay sales taxes 
on tradein values of used cars and 
not on the amount the car is sold 


| for. 


The case was brought to the 
courts by Ruby Chevrolet Co., Chi- 
cago. The Supreme Court ruling 
upheld a Circuit Court decision. 

A spokesman for the state reve- 
nue department said the decision 


totals. 


Avis Forms Uranium Corp. 

DETROIT.— Warren Avis, who 
recently disposed of his holdings in 
Avis Rent-A-Car System, has 
formed the Avis Uranium Corp., 
with head offices in Denver. 


not members of the association, 
85.1 percent were opposed. 

38. Of members and non-mem- 
bers in the New York City area, 
100 percent of those answering 
the poll were opposed to any 
change in the present laws. 
Evers said the association is pre- 
paring to renew strenuous opposi- 
tion to Sunday-selling legislation in 

|the next session of the Legislature. 


Buffalo Dealers 
Elect Tunmore 


New President 


BUFFALO.—The board of direc- 
tors of the Buffalo Automobile 
Dealers Assn. has elected the fol- 
lowing officers: 

President, Edward E. Tunmore; 
| vice-president, Chester G. Daetsch; 
secretary, Martin J. Echtenkamp, 
and treasurer, Anthony J. LaMas- 
tra. 

Previously, the following had 
been elected by their respective 
line groups to serve three-year 
terms on the board: 

Walter A. Arenz (Buick), Paul B. 
Davis (DeSoto), Henry W. Cohn 
(Nash), David E. Waite (Pontiac), 
and Ervin J. Wolf (Studebaker). 








Nash Across the Hudson 


UNION, N. J.—The New York 
zone office of Nash Motors has 
been moved to Union, N. J., accord- 
ing to M. A. Saunders, eastern di- 
vision sales manager for Nash. The 
new address is Route 22, P.O. Box 
492, Union. The office formerly was 
located at 541 W. 57th St., New 
York City. E. M. Christie is zone 
manager. 





discounting and 


less. Of course, 


Were cut... 





Wembhofft 


laws... 


cars and dealerships. 





On the House... . 


Believe it or not, at least one veteran dealer 
thinks that a cut in dealer discounts to about 15 
percent would eliminate much of the current crazy 





contends that, with considerable less margin to play 
with, dealers would be more sensible on deals and, 
in turn, the customers would be taught to expect 


sponding reduction in car prices if dealer margins 


A New York U. banking professor was quoted 
the other day in the daily press about how he’s 
figured out there'll be a 55 percent reduction in 
auto employment in the second half of 1955. How 
he arrived at his conclusion nobody seems to know, but it might 
be a good idea if the professor stuck to his own last . . . Before 
hiring minors for the summer, be sure to look into your local work 


Recent magazine survey shows that more people want to see the 
inside of an auto plant than want to visit Grand Canyon . 
R. Pace, former Dodge dealer and now handling used cars, has been 
elected executive secretary of the Tennessee commission that will 
administer that state’s new factory-dealer licensing act . . . North 
Carolina dealers are confident they’ve averted increased state tax on 


ager of the Better Business Bureau 
in Detroit. 


Also discussed at the meeting 
were the numerous complaints 
received by the BBB against un- 
licensed new-car operators who 
are selling all makes of new cars 
in Detroit and elsewhere. 


Carrico has had several meetings 
with the secretary of state’s rep- 
resentatives and he later discussed 
the problem of the increased com- 
plaints with the DADA’s board of 
directors. 

Carrico, who has been with the 
Detroit BBB for 28 years, says the 
current situation is the worst he 
has seen in 10 years. 

He said the BBB is now receiv- 
ing more complaints against auto 
dealerships than any other busi- 
nesses, except television repair 
shops. 

“Last year,” he added, “we had 
2,000 complaints against new and 
used auto dealers, but this year 
it looks like there’s going to be 
a lot more. Most of the complaints 
could be avoided if only people 
would learn not to sign blank 
contracts. However, even some of 
the fair-and-square dealers ask 
their customers to sign the 
blanks. 

Chief among BBB complaints 
against dealers are that: 

1. The model of the car or its 
equipment is changed after the cus- 
tomer and salesman make the orig- 
inal deal. 

2. The price of the car is boosted 
after the original agreement. 

3. The downpayment advertise- 
ments are misleading. 

4. Some dealers are gouging on 
the insurance. Carrico cited one 
case in which the dealer hiked 
the cost of the insurance by $60. 

Carrico continued, “We’ve re- 
ceived many complaints about 
dealers packing prices. One deal- 
er has the habit of adding $15- 
$20 to the price of white walls. 
We have another dealer who var- 
ies his delivery and handling 
charges from $50 to $100 above 
the factory recommendations. 

“Most of these complaints involve 
only a relatively few dealers and 
we are trying to get the rest of the 
dealers to cooperate with the BBB 
to police this situation which re- 
flects on the good reputation of all 
the dealers.” 

The Detroit BBB is attemnvtine 
to persuade the Detroit dealers to 
finance the establishment of special 
BBB division that would police 
complaints against dealers. 

Said Carrico. “This problem can 
be cleared up. but we need the sup- 
vort of the dealers. Our present 
staff is not large enough. If the 
dealers would contribute a total) of 
$15.000 a vear. we could set up a 
three-person staff to handle auto 
complaints. 

“Right now. only a small minority 
of dealers is involved. But unless 
these nractices are stonned. we: 

(Continued on Page 34, Col. 5) 






overallowances on new cars. He 









this dealer would want a corre- 
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—Pete Wemuorr, Editor, 
Automotive News 






4 





AUTOMOTIVE NEWS, MAY 30, 1955 


11 States, 46 Cities Honored ... 


Washington, Wausau 
Win Safety Honors 


CHICAGO.—The state of Wash- 
ington and the city of Wausau, 
Wis., have been named grand 
award winners in the 1954 national 
traffic safety contest conducted by 
the National Safety Council. 

Ten other states and 45 other 
cities won divisional honors in the 
contest. Two cities—Belmont, Mass. 


Parts Firm Told 
To End Price 


Discriminations 


WASHINGTON. — The Federal 
Trade Commission has ordered C. 
E. Niehoff & Co., Chicago, to stop 
discriminating in the price of its 
automotive products among com- 
peting customers. 

The FTC held, in effect, that 
these price differentials may injure 
competition among Niehoff’s cus- 
tomers in violation of Section 2a of 
the Clayton Act as amended by the 
Robinson-Patman Act. 

Niehoff & Co., which sells a line 
of automotive replacement ignition 
parts, hydraulic brake parts, test- 
ing equipment and certain rebuilt 
items, manufactures about 65 per- 
cent of all items it sells, the report 
stated. 

Its major customers are inde- 
pendent automotive jobbers resell- 
ing to garages, fleet owners, gaso- 
line stations and over the counter. 

The FTC order specifically pro- 
hibits Niehoff & Co. from “discrim- 
inating, directly or indirectly, in the 
price of . . . automotive products 
of like grade and quality, by selling 
to any purchaser ‘at net prices 
higher than the net prices charged 
any other purchaser competing in 
the resale of these products.” 


Mercury Boosts 


Millis, Maharry 


DEARBORN. — John B. Millis, 
formerly public relations manager 
of Lincoln-Mercury, has been ap- 
pointed a special assistant to Ben- 
son Ford, group director of Mer- 
cury and special products divisions. 


SG 2 ee ™ 





John B. Millis W. A. Maharry 

William A. Maharry, has been 
named public relations director of 
Mercury to replace Millis, accord- 
ing to F. C. Reith, general manager 
of Mercury. Millis joined Ford in 
1947 and Maharry, in 1950. Both 
formerly worked on the public re- 
lations staff of Curtiss - Wright 
Corp. 


(27,381), and Fairfield, Ala. (14,186) 
—were voted special citations for 
going eight years without a traffic 
fatality. 

This was the longest sustained 
no-death record among cities of 
more than 10,000 population. 

There were 189 cities of more 
than 10,000 population and 641 be- 
low 10,000 without a traffic death 
in 1954. Sioux Falls, S. D. (59,696), 
was the largest. 


Forty-six states and 896 cities 
participated in the contest. The 
winners included: 

Washington among western 
states, in addition to the grand 
award. 

Connecticut among eastern states. 

Minnesota among midwestern 
states. 

Virginia among southern states. 

Pennsylvania among the eight 
largest states. 

Chicago among cities of more 
than 1,000,000 population. 

Washington, D. C., in the 750,- 


000 to 1,000,000 group. 

Cincinnati in the 500,000-750,000 
group. 

Denver in the 350,000-500,000 
group. 

Oklahoma City in the 200,000- 
350,000 group. 

Phoenix, Ariz., in the 100,000-200,- 
000 group. 

St. Joseph, Mo., in the 50,000- 
100,000 group. 


Wausau, Wis., in the 25,000-50,- 
000 group in addition to winning 
the grand award. 

Rocky River, O., in the 10,000- 
25,000 group. 

Los Angeles was recognized as 
having the best accident record 
in cities over 1,000,000 population 
and also won honors in the school 
safety education division, with 
Chicago and Detroit sharing the 
top spot in safety organization. 

Contest rules provide that the 
national grand awards shall go to 
the state and city which, in the 
opinion of the judges, came nearest 
to doing the most that could be 
done practicably for traffic safety. 
It is scored on the basis of 1,000 
points divided between the actual 
traffic death record and the traffic 
safety program. 





Cleveland Police Act 


Against 2 Dealerships 


CLEVELAND. — Two local au- 
tomobile dealers have been cited 
under what is termed a seldom- 
enforced law requiring dealers to 
immediately report the motor 
number of the car, serial number 
of accessories and other data 
after making a sale. 


Dealers summoned were George 
Keiper Mercury, Inc., and Porter- 
Gadowski, Inc. (Ford). Dennis 
Lynch, a detective captain, said 
the two firms “repeatedly ignored 
warnings” and added that about 
a dozen other dealerships faced 
similar action. He said the infor- 
mation was used in case the auto 
sold was stolen. 








Battle Creek Show Draws 25,000— 


Thirteen makes of new cars gleam under the lights of the Battle Creek (Mich.), Auto-|he said, only the third time such 
mobile Dealers Assn. auto show held at the Battle Creek Hunt Club. Ten dealers | deliveries exceeded 25,000 units in 
participated in the event, which attracted 25,000 persons in three days. 


| Jae, 





Lights Sell Cars— 


A record number of cars were sold on the well-lighted used-car lot of Ted Reed, 
in downtown Eugene, Ore., during the first quarter of 1955, Reed reports. 


Big 3 Ups Sales Share, 
Chevrolet, Ford Drop 


(Continued from Page 1) 


percentage points—from 5.85 per- 
cent to 8.48—and Buick beefed up 
its share by 2.23 percentage points 
—from 8.81 percent to 11.04. 

Corporation - wise, the orchids 
went to Chrysler, which showed 
increases for all its divisions. 
GM’s showing was all on the plus 
side except for Chevrolet, which 
nosedived four percentage points 
—sharpest loss of any individual 
make. 

The market share of “miscellane- 
ous” makes—largely foreign cars— 
also increased. 

All divisions of Ford and all “in- 
dependent” makes had to be con- 
tent with smaller shares of the 
market. Many of the makes which 
had a smaller share this year than 
last actually showed increases on 
a numerical basis. 

The only makes with fewer reg- 
istrations than in the 1954 quarter 
were Kaiser, Lincoln, Nash, Pack- 
ard and Willys. 

* x 

7. total registrations of 1,- 

552,735 units, the 1955 opening 
period was the best first quarter in 
history. It is followed on the books 
by 1951, with 1,416,162 units; by 
1950, with 1,286,437 units, and by 
1953, with 1,269,147 units. 

Based on the registration fig- 
ures, the market for the first 
three months was divided as fol- 
lows: Ford, 21.41 percent; Chev- 
rolet, 20.06; Buick, 11.04; Plym- 
outh, 10.02; Oldsmobile, 8.48; 
Pontiac, 7.72; Mercury, 4.93; 
Dodge, 4.35; Chrysler, 2.62; Cadil- 
2.38; DeSoto, 187; Stude- 
baker, 1.57; Nash, 1.09; Packard, 
0.66; Hudson, 0.59; Lincoln, 0.44; 
Willys, 0.15; Kaiser, 0.03, and 
miscellaneous, 0.58. 

In registrations for the first three 
months, half of the total registra- 
tions were accounted for by seven 
states—California, New York, Mich- 
igan, Illinois, Ohio, Pennsylvania 
and Texas. 

California replaced New York as 
the nation’s No. 1 new-car market. 





= * * 


EGISTRATIONS ranked the 

states as follows: California, 
148,440 new cars; New York, 142,- 
824; Michigan, 116,331; Illinois, 106,- 
341; Ohio, 100,172; Pennsylvania, 
92,049; Texas, 69,437; New Jersey, 
59,304; Indiana, 48,892; Florida, 43,- 
461; Massachusetts, 43,381; Mis- 


Million Buicks 
Yearly by 60? 


FLINT.—Buick will be produc- 
ing 1,000,000 new cars a year by 
1960 if its growth rate over the 
next five years is the same as it 
has been for the last five, Ivan L. 
Wiles, general manager, said last 
week, 

Wiles took a long look ahead 
last week in predicting sales of 
750,000 new Buicks during 1955. Re- 
tail sales through May 20, he said, 
totaled 337,144 units. 

Buick dealers delivered 25,581 
cars in the second 10 days of May, 


|@ 10-day period. 








jination of drivers, 


souri, 39,137, and Georgia, 38,373. 
Wisconsin, 30,252; Minnesota, 
29,196; Virginia, 28,212; North 
Carolina, 27,812; Tennessee, 26,320; 
Maryland, 26,721; Iowa, 25,082; 
Louisiana, 22,426; Connecticut, 
22,144; Kansas, 21,341; Alabama, 
21,189; Washington, 18,169; Ken- 
tucky, 17,751, and Oklahoma, 

17,124. 

Oregon, 16,385; Nebraska, 16,278; 
Arkansas, 14,223; Mississippi, 13,836; 
Colorado, 13,537; South Carolina, 
13,277; West Virginia, 9,936; Rhode 
Island, 7,619; District of Columbia, 
7,239; South Dakota, 6,839; Utah, 
5,560; Arizona, 5,283; New Mexico, 
5,217, and Delaware, 5,198. 

Montana, 4,904; Maine, 4,640; Ida- 
ho, 4,628; North Dakota, 4,207; New 
Hampshire, 3,754; Wyoming, 3,123; 
Vermont, 2,543, and Nevada, 2,128. 


N. Y. Examines 


Safety Program 
For Vehicles 


ALBANY. — A study of vehicle 
safety, including compulsory insur- 
ance, vehicle inspection and exam- 
is being con- 
ducted by the State of New York. 

The survey is being made by the 
Motor Vehicle Bureau under the 
direction of Commissioner Joseph 


|B. Kelly, who said he would sub- 
| mit concrete recommendations to 


Gov. Averill Harriman before the 
next session of the Legislature. 

“We are studying safety pro- 
grams from all angles with an aim 
of securing safety programs at the 
lowest possible cost to the tax- 
payer,” Kelly said. 

Compulsory vehicle insurance, a 
bitter issue in the 1954 Legislature, 
failed to arouse any interest during 
the last legislative session. The in- 
surance program was strongly 
urged by former Gov. Thomas E. 
Dewey. 


Used-Car Sales 


Show Increase 


But Price Index 
Edges Downward 


(Continued from Pags 1) 


than-usual sprinkling of extra- 
clean units among the offerings 
= * * 


_ overall average price of all 
cars sold at wholesale auctions 
last week was established at $827, 
a decline of $6 from the previous 
week’s average, according to AvuTo- 
motive News’ index. This was the 
biggest loss in three weeks’ time. 

As has been the case for the 
past three weeks, strongest per- 
formers were the oldest models. 
Three of the four models in the 
lower half of the index actually 

showed gains, and the fourth lost 
only $1. 

The price of '51s went up $6 to 
$508; ’48s, up $4 to $155, and °49s, 
up $1 to $252. The dollar loss 
brought the price of 50s down to 
$363. 

All the newer models declined in 
price, as follows: '55s, down $6 to 
$2,147; '52s, down $12 to $696; 53s, 
down $16 to $1,009, and ’54s, down 
$24 to $1,489. 

The price reductions on ’55s, ’54s 
and ’53s brought the averages for 
those three models to record lows. 


Fields to Manage 
Eastern Sales 


For Cadillac 


DETROIT.—The appointment of 
M. E. Fields as assistant general 
sales manager of Cadillac in charge 
of the eastern 
part of the U. S. 
was announced 
last week by J. M. 
Roche, general 
sales manager. 

Fields succeeds 
R. L. Newton, 
who held this po- 
sition from 1933 
until his death 
last May 17. 

Until this new 
appointment, 
Fields had been merchandising 
manager in the factory sales or- 
ganization. He joined Cadillac in 
1943 and served as director of per- 
sonnel and public relations. 


M. E. Fields 


Trucking Merger 


Brews in West 


SALT LAKE CITY. — Interstate 
Motor Lines, Inc., reportedly has 
asked the Interstate Commerce 
Commission for authority to buy 
Arrowhead Freight Lines, Ltd., Los 
Angeles, for $1,622,508. 

Such a transaction would make 
Interstate one of the nation’s larg- 
est transcontinental transportation 
systems. 

Interstate operates between the 
Pacific Coast and Chicago. Arrow- 
head operates on a north-south line 
in states west of the Rockies. 





Drivein Bank Opens with Auto Show— 


An auto show was part of the opening day ceremonies for the Georgia Trust Co.'s 
new drivein bank in downtown Atlanta. Local dealers provided a display of 17 new 
cars and five antique models. Shown beside the Lincoln Capri coupe above is a 1904 
Model C, a two cylinder, eight horsepower, chain-drive Ford, one of the cars that 


Henry Ford helped build personally, 
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SOUrCE 


FOR AUTOMOTIVE EQUIPMENT 


4 , ; 
Pia four wheel brakes to the latest development in 


power braking, Bendix Products Division has demon- 


strated its unique ability not only to keep pace but 


actually to anticipate the industry’s requirements for 


the latest and most efficient in automotive components. 





BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 
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BENDIX LOW PEDAL POWER BRAKE —Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 


Result—more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF. 


BRAKES « POWER STEERING « POWER BRAKING + CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


BENDIX civic, SOUTH 


BEND tnorana 


aviatiom ConPosstien 


Export Seles: Bendix internatione! Division, 205 East 42nd Street, New York 17, N. Y. 
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to Blame... 





Driveaway Business in Tailspin 


range troubles on one factor—the|89 cars this April, the same num- 


By Joseph M. Callahan 
Staff Writer 
ONCURRENT with the decline 
in bootlegging in many sec- 
tions of the country, there has been 
a serious dropoff of business in 
Detroit’s auto driveaway industry. 


The driveaways are the little 
companies which pick up cars 
from the factories and dealers 
around Detroit and have them 
delivered to distant dealers, leas- 
ing companies and used-car lots 
by vacationing drivers who get 
the free transportation. 

Although none of the driveaways 
have gone out of business in the 
past year, most of them report that 
their volume is about half of what 
it was a year ago. This is all the 
more surprising inasmuch as 1955 
thus far is a much better auto sales 
year than 1954. 

* * a 

A ge teragee operators reported that 

their business had dropped off 
to almost nothing in the past three 
or four weeks and that at the pres- 
ent rate they would be out of busi- 
ness before year-end. Only one op- 
erator reported his business to be 
thriving. 

The immediate crisis was 
blamed on factory pressure—es- 
pecially from Ford—which is 
making it difficult for dealers to 
buy new cars out-of-state. 

The driveaway operators were 
unanimous in blaming their long- 


Mays Appointed 
To Assist Fish 
At Chevrolet 


DETROIT.—The appointment of 
L. N. Mays as assistant to the gen- 
eral sales manager in charge of 
central office staff 
activities has been 
announced by W. 
E. Fish, Chevrolet 
general sales 
manager. 

In his new post, 
Mays will expe- 
dite sales depart- 
ment programs 
and coordinate 
ee ; 
erations, Fish Mays 
said. sale 

Before becoming used-car man- 
ager in 1952, Mays served in two 
other top Chevrolet sales posts. He 
was head of the business manage- 
ment department and, between 1948 
and 1952, served as national sales 
promotion manager. 

Mays joined Chevrolet in 1935 
= — manager in Charleston, 

. Va. 





May 25 
(Market down $50. We sold 64 per- 
cent of 184 cars entered today.) 
BUICK — ’54 Century 4-dr., $1,795*; 
Super 4-dr., $1,850* (ps). "53 RM 
Riviera coupe, $1,285*; 4-dr., $1,275*; 
Special 2-dr., $1,005*; 4-dr., $725°. 
*51 Super Riviera coupe, $705*; RM 
4-dr., $580; Special 2-dr., $410. '50 
Super 4-dr., $405°. 
OADILLAC — ’51 (62) 4-dr., 
"50 (60) 4-dr., $1,240*. 
CHEVROLET—’ 54 1 Air conv., $1,- 
450; 2-dr., $1,310%, $1,240, $1,200; 
4-dr., $1,285, $1,235; Two-ten Delray 
coupe, $1,235; 2-dr., $1,095. '53 Bel 
Air 2-dr., $970, $960, $925; 4-dr., 
$970, $920; coupe, $930; Two-ten 
Sport coupe, $960; 2-dr., $975, $960, 
$845; One-fifty 2-dr., $700, $690, $625. 
"52 SL Deluxe 2-dr., $655, $640°; 
4-dr., $635, $570. '51 SL Deluxe Bel 
Air, $580*; 2-dr., $485, $420°; club 
coupe, $450. ‘50 SL Deluxe club 
coupe, $390. 
CHRYSLER — '54 NY 4-dr., $1,520° 


(ps). 
DeSOTO—'50 (6) 4-dr., $320. 
DODGE—’54 Meadowbrook club coupe, 
$1,175. '53 Meadowbrook club coupe, 
*, $650°. '52 Coronet 4-dr., $620, 

‘51 Coronet 4-dr., $550, $385, 
; club coupe, $405°*. 

, Custom (8) 2-dr., $1,225, 
$1,150; 4-dr., $1,160*%; Custom (6) 
2-dr., $1,040. '53 Custom (8) 4-dr., 
; $780, 

; 2-dr., $735; Main (8) police 
car, $570*. '52 Crest (8) conv., $815*; 

ctoria, 


$1,310°. 


$700; 2-dr., $760, $680; 4- 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 27, 36 


reduction in factory freight charges 
last fall. 

For instance, the freight charge 
to the West Coast for a Chevrolet, 
Ford or Plymouth was cut from 
around $300 to approximately $200. 
It costs a dealer $50-$60 to have 
the car delivered by an auto drive- 
away. So the dealer can save $140 
to $150 per unit. But the car has 
been driven 2,000 miles, the body 
may be pitted by bouncing stones 
and the engine may be oil-spat- 
tered. 

*- * * 
MA of the driveaways are ad- 
justing to the current situation 
by concentrating more heavily on 
used cars and by cutting their 
staffs. 

Catherine Rae, who reportedly 
founded the driveaway business 
in 1931, said, “Business is terri- 
ble. But I knew it was coming. 
That freight adjustment really 
hurt us. Unlike some of the out- 
fits, my business was fine up to 
February. I had four lots full of 
cars. Now I have seven cars. 


“As a matter of fact, I delivered 





Test Ride Proves Point 
—Customer Can’t Drive 


NIAGARA FALLS, N. Y. — A 
prospective customer returning 
from a test drive rammed a new 
sports coupe through the front 
window at Kellogg Motor Sales 
here. 

The driver was uninjured but 
damage to the car and show win- 
dow was estimated at $3,000. A 
company spokesman said the 
driver apparently became con- 
fused with the car’s gear shift. 

He was not sure whether the 
bewildered customer would pur- 
chase the car or not. 


ber I delivered in April, 1954. But 
this month things have slipped 
badly.” 

Mrs. Rae said part of her trouble 
stemmed from a recent sickness 
she had. She said she had hired a 
man to operate her business and 
when she returned after several 
weeks, the man (1) quit, (2) formed 
a@ company of his own, and (3) took 


some of her best customers with | 


him. 

H. J. Hollembeak, of Detroit 
Drive- Away, asserted that last 
month he handled exactly half of 
the cars he did in April, 1954. He 
also blamed the freight cuts. 

* * + 
E SAID that Ford and General 
Motors were really trying to 
stamp out bootlegging by clamping 
down on the dealers. He added: 

“But they’ll find some new an- 
gles. As long as there are freight 
differences and poor car distri- 
bution, they’re going to keep try- 
ing to move the cars from one 
section to another.” 

Hollembeak noted that still un- 
affected are large areas of the 
South and Southeast where the 
freight charges were not changed. 
He said that he was doing a lot of 
business with a California leasing 
company which had been unable to 
get enough cars from the Ford 
plant in California. 

“Now,” he added, “with this new 
Ford plant in San Jose, I suppose 
I'll even lose this customer. About 
half of my business has been in 
used cars.” 

All the driveaway companies re- 
ported a plentiful supply of driv- 
ers, many of whom were willing to 
take a much smaller gas allowance 
than was normally paid. Several 
firms mentioned that there was a 
particularly large number of driv- 

(Continued on Page 34, Col. 4) 





5 to 10 Million Exposed 
To NADA ‘Spotlights’ 


WASHINGTON.—NADA has es- 
timated that from five to ten mil- 
lion persons were reached by 
individual dealers during the “Spot- 
light on Automobiles” week in 
more than 500 cities and counties. 

NADA said the program was 

aimed to establish greater public 
appreciation of the importance of 
franchised new-car dealers to au- 
tomobile buyers and to the over- 
all economy of the community. 

Following suggestions offered by 

NADA, the feature of the week in 













dr., $615*; Main (8) station wagon, 
$940; Main (6) 2-dr., $460. '51 Cus- 
tom (8) “Victoria, $580; 2-dr., $515. 
’50 Deluxe (6) 2-dr., $300, $275. °49 
Deluxe (6) 4-dr., $190. °47 Deluxe 
(6) 2-dr., $110. 
HUDSON—'54 Wasp 4-dr., 
Hornet club coupe, $560*. 
KAISER—’52 4-dr., $470°. 
MERCURY — ’52 Custom Sport coupe, 
$960; 4-dr., $810. ’51 4-dr., $475. 
NASH—’54 Rambler 2-dr., $870. 
Rambler station wagon, $785. 
Rambler sport coupe, $530. °51 Ram- 
bler 2-dr., $170. 
OLDSMOBILE—'53 (98) Holiday, 
; 4-dr., $1,475*. °51 







$960. °52 












$1,- 
(88) 






conv., . *50 (88) club coupe, 
$410*. '49 (98) 4-dr., $290°. 
PACKARD—’53 4-dr., $1,025. °51 4-dr., 


$320°. 

PLYMOUTH — ’'54 Savoy club coupe, 
$945. '53 Cranbrook Belvedere, $870; 
4-dr., $700°, 2 at $690. '52 Cam- 
bridge club coupe, $475. °51 Cran- 
brook 4-dr., $400. . 

PONTIAC—’53 Chieftain (8) Catalina, 

; 2-dr., $930. ’'52 Chieftain 

, $975*; 2-dr., $760*, 

. *51 Silver Streak (6) 

. ‘50 Silver Streak (8) 
2-dr., $425. 


STUDEBAKER — '53 Champion 4-dr., 












$670, $635. °52 Commander Sport 
coupe, $430. '51 Commander 4-dr., 
$265; 4-dr., $205, $200°. °50 Cham- 





pion 4-dr., $145. 
WILLYS—’53 (6) 2-dr., $550.. 
MISCELLANEOUS — '53 International 
station wagon, $750. °51 1-ton pick- 
up, $400. 








many localities was an Easter 
parade of new cars. Some included 
ancient models which provided a 
sharp contrast to the glittering 
new ’55s. 

In other places, NADA said, 
svelte fashion models added glam- 
our to the festivities and other 
merchants joined to salute auto 
dealers with special displays and 
events. 

School and civic club bands, 
pretty majorettes and community 
service vehicles in other cities 
added color to the local pro- 


grams. 

In California a chamber of com- 
merce breakfast honoring automo- 
bile dealers was reported a suc- 
cess. In Mississippi, a dealer said 
that he had good results from an 
essay contest he sponsored in the 
local schools. 

A midwestern dealer who con- 
ducted a “Spotlight” week com- 
mented: “I think we have merely 
scratched the surface. Next year 
the franchised dealers here will 
present a real auto show for the 
first time in 20 years.” 


U.C. Dealer Held 
Under Ancient 
Sunday Blue Law 


TOWSON, Md. — Judge Michael 
Smith found a used-car dealer 
guilty of violating a blue law of 
1723 by showing autos on Sunday 
and last week suspended the mini- 
mum fine. 

James Greathouse, general man- 
ager of the firm, was charged with 
showing a used car to two custom- 
ers. He said that there was no sale 
and that he told the men to drive 
the auto home and return on Mon- 
day to complete the purchase. 

The judge said the wording of 
the act left no doubt in hig mind 
that the law had been violated but 
expressed the opinion that the Leg- 
islature should study the ancient 
- and perhaps rewrite or amend 
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Youths Taste Business Life— 





DeSoto Los Angeles regional manager, Y. M. Posthuma, right, offers automotive 
advice to Michael D. Freeman, center, and Howard R. Conant, Hamilton High School 
seniors. As part of Boys Week, business and civic groups provided students with first- 


hand experience in community activities. 


DeSoto secretaries, Mrs. June Harp, left, 


and Mrs. Gertrude Johnston assisted youths. 


Next Milestone Sooner... 


PowerF lite a Millionaire 





By Maynard M. Gordon 
News Editor 
INDIANAPOLIS.—It took Chrys- 
ler Corp. little more than two years 
to build one million PowerFlite au- 
tomatic transmissions. The two 
millionth should emerge from the 
PowerFlite plant here in little more 








W. ©. Newberg R. 8S. Bright 


than a year from now if the present 
rate of production holds up. 

The “one million” milestone, 
holding out promise of shorter- 
spaced millionth attainments 
ahead, was duly observed here 
May 20 at ceremonies highlighted 
by optimistic statements from 
Chrysler executives. 

Approximately 200 executives of 
Chrysler suppliers, Indianapolis 
business concerns and dealerships 
and of UAW locals watched a gold- 
plated PowerFlite roll off the as- 
sembly line of the sprawling new 
corporation plant just outside the 
city limits. 

L. B. Bornhauser, plant manager, 
said the current production rate of 
3,600 PowerFlites a day—or nearly 
950,000 a year—is being accom- 
plished by three machining and two 
assembly shifts, each on a nine- 


— 


hour schedule. The Indianapolis 
plant supplies all PowerFlite needs 
for Chrysler Corp. assembly divi- 
sions. 

After an outdoor buffet lunch- 
eon, Bornhauser presented the 
one millionth PowerFlite to W. 
C. Newberg, Dodge president. The 
gold-plated job will be used as a 
display piece, according to R. S. 
Bright, general manager of 
Chrysler’s new Supply division, 
who also addressed the gathering. 

Newberg, reporting that market 
penetration of Chrysler Corp. cars 
is 40 percent ahead of the ’54 per- 
centage, declared 
that the “For- 
ward Look” 
theme keynotes 
the company’s 
drive for a better 
position in the 
industry. 

“The American 
public,” Newberg — 
said, “is more ~ 
fully aware today r 
than ever before 
that when private ™ 3- Bormhauser 
enterprise can grow and expand, it 
creates opportunities for all.” 

A substantial share of Chrysler's 
$125 million expansion program this 
year is going for construction of 
the corporation’s sixth Indiana 
plant, Newberg said. This will be a 
transmission facility at Kokomo. 

Bright, first manager of the 
PowerFlite plant, paid tribute to 
the 5,000 employes of the Indian- 
apolis plant. Their $20 million 
annual payroll exceeds the total 
industrial payroll of Indianapolis 
20 years ago, he pointed out. 

The day before the one millionth 
PowerF lite was produced, the plant 





; |Provided free box lunches for all 


employes. A dinner was given for 


_|the plant’s 200 supervisors in the 


Flashing the Word— 


A new signal board for pit crews at the 
Indianapolis 500 race is demonstrated 
by J. C. Agajanian, whose Agajanian 
Special will be piloted this year by Duane 
Carter. The slate boards were donated to 
all crews by Walker Mfg. Co., Racine, 
Wis., in memory of Wilbur Shaw, late 
Speedway president. 





evening. 


Patman Assails 
FTC’s Report 
On U.S. Mergers 


WASHINGTON. — Rep. Wright 
Patman, Texas Democrat, last week 
lashed out against the Federal 
Trade Commission’s report on 
mergers (Automotive News, May 
23), terming it an “astonishing self- 
indictment.” 

He said the “double talk” in the 
report fails to give any hint 
whether the mergers listed in the 
report were desirable. 

“The report reinforces my belief 
that,” said Patman, “the anti- 
merger law can be restored to ef- 
fectiveness only if a new law is 


Patman alleged that “(Edward) 
Howrey (chairman of the FTC) 
sabotaged the new anti- merger 
law.” He said Howrey’s interpreta- 
tion of the law has made it “impos- 
sible for the FTC ever to bring 4 
legal case under the anti-merge: 
law to a conclusien.” 
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Automotive Washingto n 


Action on NADA Bills 
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Continued Auto Strength 


Delayed by House Unit 


(Continued from Page 1) 


ley Barnes, in charge of the Anti- 
trust division, said “our studies 
under way range from the auto 
dealer to the production line.” But 
he said, “studies,” not “investiga- 
tion.” : 

* as 


Everybody’s Business 

OLLOWING the first exhaustive 

study of Government competi- 
tion with private enterprise made 
since 1933, the 
Hoover Commis- 
sion last week 
recommended that 
billions of dollars 
of Government- 
operated busi- 
nesses be turned 
back to private 
industry. 

The commission 
took the position 
that some 1,000 
out of more than 
2,500 business facilities operated by 
the Department of Defense could 
be disposed of “without injury to 
our national defense or any essen- 
tial Government function.” 

* * 7 


Defense Vigilantes 
TATING that the nation’s non- 
military defenses are in such 
hopeless confusion as to leave the 
U. S. almost completely unprepared 
for enemy attack, the National 
Planning Assn. has asked Presi- 
dent Eisenhower to name a com- 
mission of leading citizens “to ex- 
plore the means of remedying this 

dangerous situation.” 
In its exhaustive study of the 
nation’s non-military defenses, the 





William Uliman 


Dealers Benefiting 
In Parts Depot 
Linkup, S-P Says 


SOUTH BEND.—The combining 
of Studebaker and Packard parts 
and accessories departments 
throughout the 
country is result- 
ing in increased 
service to dealers, 
according to Ed- 
ward C. Mendler, 
S-P administra- 
tion vice - presi- 
dent. 

Mendler, who 
recently com- 
pleted an inspec- 
tion tour of the 
company’s parts 
facilities, said that Packard parts 
and accessories now are available 
to dealers in five centers for the 
first time. These are at Memphis, 
Buffalo, St. Louis, Brooklyn, N. Y., 
and Newark, N. J. 

In Canada, Montreal and Hamil- 
ton warehouses: are now stocking 
Packard parts as well as Stude- 
baker, Mendler noted. 

The consolidation program has 
eliminated seven out of 34 parts 
depots formerly operated by Stude- 
baker and Packard separately, he 
added. 


E. C. Mendler 





association report said it found 
“legislative confusion, lack of cen- 
tral coordination and _ direction, 
conflicting authority, widespread 
misunderstanding of the nature of 
the threat and sad indifference in 
high places.” 

* 


* 
Road Bonds Urged 
PPEARING before the House 
subcommittee on roads, Treas- 
ury Secretary George Humphrey 
said that the proposed bond issue 
to carry out the national highway 
program is like borrowing to ac- 
quire the tools to make money, un- 
like borrowing money to live on. 
He described the program as an 
“earning asset.” 

Comptroller General Joseph 
Campbell told the committee that 
there is no doubt about the legality 
of the proposed Federal bond issue 
to finance the interstate system. 
He then sought to clarify his testi- 
mony before the Senate Public 
Works committee several weeks ago 
which was widely interpreted as 
putting him in opposition to the 
Attorney General and the Secretary 
of the Treasury on the question of 
the legality of the bond issue. 

The Comptroller General, how- 
ever, reiterated his opposition to 
the proposed method of financing 
and recommended that if the pend- 
ing legislation is adopted, that the 
authority and tenure of the pro- 
posed corporation be limited. 

* * - 


Cutback for Commerce 


1‘ House Appropriations com- 
mittee approved 1956 funds for 
the Commerce Department after 
cutting about $244.9 million out of 
budget estimates. The largest cut 
was $80 million made in Federal 
highway funds of the Bureau of 
Public Roads. The committee said 
the $600 million it approved should 
Meet all obligations and commit- 
ments through the next fiscal year. 

The committee also cut $66.9 mil- 
lion out of funds to complete the 
Inter-American highway, $48 mil- 
lion from operating subsidies for 
airline and steamship companies 
and $38.1 million from shipbuilding 
funds. 


Milwaukee Nash Cited 


For Sales Leadership 


MILWAUKEE. — Milwaukee 
Nash has been cited by American 
Motors for being the company’s 
top new-car dealership in the 
country for a 20-day period in 
April. The firm sold 84 new 
Nashes. 

Irving B. Rosenberg, president 
of the dealership, said that this 
was the first time a Wisconsin 
AMC dealership had achieved 
this honor. 








Operation efficiencies are being | We 


realized under the program.in both 
field and administrative areas, he 
said. 


Ford to Expand 


Livonia Plant 


DEARBORN. — Plans for con- 
structing a 580,000-square-foot ad- 
dition to its automatic transmis- 
sion plant in Livonia, Mich., were 
announced last week by Ford. 


M. L. Katke, general manager 
of the Automatic Transmission di- 
vision, said the addition is the first 
project in the company’s new $625 
million facilities expansion pro- 
gram. Construction of the addition 
will begin immediately, while initial 
production work in the new area is 
scheduled to start in mid-1956. J. 
A. Swint, plant manager, said the 
Livonia operation ultimately would 
employ more than 8,500 workers. 


Touring Monrovia Exhibition— 








Control for Handicapped— 


A special control for handicapped per- 
sons is shown on a 1955 Pontiac with 
Hydra-Matic. A single hand lever oper- 
ates both the brakes and the accelerator. 
Pontiac also offers a handicap control for 
standard transmission models. 


NEW YORK. Performance, 
safety and ease of handling are the 
three top reasons U. S. foreign car 
owners give for preferring overseas 
makes. Economy of operation is 
listed last. 

Public Opinion Polls, Inc., 
which conducted a survey of for- 
eign car owners for Standard- 
Triumph Motor Co., Inc., also 
found that slightly more than 
half of the owners had owned a 
foreign make previously. 

Many owners stated they kept 
their cars 5, 10, 15 years or longer. 
Foreign manufacturers have en- 
couraged this trend by changing 
models as seldom as possible, the 
pollsters noted. 

Owners reported purchasing a 


DeSoto Sales Job 
Taken by O’Neil 


DETROIT. Appointment of 
Harry B. O’Neil to a special assign- 
ment post on the DeSoto sales staff 
has been an- 
nounced by A. B. 
Nielsen, general 
sales manager. 
He comes to De- 
troit after 18 
years with Stude- 
baker. 

O’Neil whose 
career embraces 
some 35 years in 
the auto business, 
will travel] exten- 
sively developing 
dealer relations and prospects, 
Nielsen said. 

Entering the car business in 1921 
as a retail salesman, O’Neil served 
Chrysler Corp. from 1930 to 1937 
in various capacities, starting as 
district manager for Dodge in New 
York and later moving to Chrysler 
and DeSoto in similar positions. 
From 1937 to 1955 he worked for 
Studebaker as district and regional 
manager in various cities through- 
out the country. 





H. B. O'Neil 





Nash dealer Robert Nelson escorts Shari Fent, Miss Chamber of Commerce of 
Monrovia, Calif., around his display at an outdoor spring fashion festival and auto 


show. The show was co-sponsored by the 
downtown was roped off, and each dealer 


city's 11 auto dealers. A two-block area 
was allotted a 65-foot space for display- 


ing cars. Some 5,000 persons attended the show. 


Foreign Car Survey 


Performance, Safety, Ease of Handling Are Cited 
As Top Buying Motives 


Indicated by Survey 


WASHINGTON. — Early in 1955, 
more people were inclined to buy 
automobiles, they expected to pay 
more and to use credit more than 
in 1954, according to a 1955 survey 
of consumer finances. 

The survey, conducted jointly by 
the Federal Reserve System and 
the University of Michigan Survey 
Research Center, also disclosed that 
continued strength of the auto mar- 
ket is indicated by the fact that 
one-fifth of the car owners ex- 
pressed intention to buy in 1956 
or 1957. 

This, according to the survey, 
was about the same as in 1954 
but was a larger proportion than 
in early 1958 or early 1952. The 
proportion of people intending to 


foreign car for the following spe- 
cific reasons, listed in the order 
they were mentioned most: 
Superior performance; safety; 
better and easier handling; better 
engineering; finer workmanship; 
cleaner styling and design; smaller 
size, and economy of operation. 


Hull-Dobbs Star 
Buys Own Deal; 
t’?s Chevrolet 


HOUSTON, Tex. — Dow Motor 
Co. (Chevrolet) here hag been sold 
to C. C. Richardson, formerly a 
sales executive for Hull-Dobbg Co., 
a chain of volume Ford dealerships. 

Price of the business, to be known 
henceforth as Star Chevrolet Co., 
was reportedly $500,000. This fig- 
ure, it was said, included more than 
130 new cars and trucks, a $100,000 
parts inventory and shop ma- 
chinery and office fixtures. No real 
estate was involved. 

Richardson said he plans to spend 
another half-million dollars even- 
tually on a building for his dealer- 
ship. He presently ig leasing the 
old Dow building from C. Milby 
Dow, owner. 

Dow, who had been in the auto 
business 41 years, plans to continue 
in other phases of business. He 
owns considerable real estate. 

Richardson said he plans to in- 
troduce volume sales methods to 
his dealership. Richardson said he 
plans to sell 300 to 400 new cars a 
month, compared with Dow’s aver- 
age of 100. He added that he plans 
to expand the sales force from five 
persons to 30 or 40. 


Cleveland Dealers 
OK Restrictions 


CLEVELAND. — Revised City 
legislation dealing with used - car 
restrictions was virtually agreed 
upon by new and used-car dealers 
at a meeting with City officials. 

The operators told Acting Mayor 
Ralph Locher they were willing to 
submit to legislation calling for 
registration and a $10 fee; provide 
hard and dustless surfaces; install 
curbs or barriers; provide sanitary 
facilities where needed, and install 
reflectors to end lighting nuisances. 
Only major point of difference is 
the setback line, with the City 
seeking to put it five feet back of 
the building line. Operators say 
this would mean a “waste” of 25 
feet in instances and would force 
some lots out of business. 


Detroit L-M Dealers Pick 
Given as President 


DETROIT.—R. F. Given has been 
elected president of the Detroit 
Lincoln-Mercury Dealers Assn. Also 
elected was Me] Haugh, vice-presi- 
dent; Ted Grace, treasurer, and 
Stuart Evans, secretary. 






. 


buy used cars this year was 
greater than any year since the 
war. 

It was pointed out that the de- 
cline of new-car sales in 1954 from 
1953 was reflected in the survey 
which indicated that 600,000 fewer 
people intended to buy cars in 1954. 

It said the average price paid for 
new cars rose in 1954, showing, the 
survey said, a moderate price rise 
but it also was caused by buying 
higher priced models and larger 
costs of optional equipment such as 
power steering. 


Nearly one-third of the purchas- 
ers reported paying $3,000 or more 
in 1954 for new cars as compared 
to one-fourth in 1953. 

Purchasers of autos were broken 
a for the last four years as fol- 
ows: 


Net Cost 
Buyers (in Aver. (less 
Millions) Cost tradein) 
New Car: 
1954 4.3 $2,720 $1,730 
1953 49 2,650 1,660 
1952 3.6 2,680 1,560 
1951 4.4 2,390 1,440 
Used Car: 
1954 8.6 $ 800 $ 600 
1958 1.38 920 640 
1952 719 950 700 
1951 71.3 790 570 


Among other points brought out 
in the survey were: 


One in seven car owners reported 
trading cars at regular intervals 
(either one, two or three years). 
The proportion was higher for new- 
car buyers (about one-fourth) than 
for used car buyers (about one- 
fifteenth). 


There was virtually no change 
in the proportion of consumers 
owning automobiles — most just 
traded cars. Nearly 5 percent did 
not own a car at the start of the 
year, but bought before the end; 
2 percent moved from the one-car 
to the two-car class. One percent 
sold their cars and became non- 
owners; 1 percent also sold one or 
more autos and became one-car 
owners. 


Automobile ownership has 
grown from 45 percent of all U. 8S. 
spending units in 1949 to 65 per- 
cent in 1954 and the proportion 
of two-car owners has doubled in 
the same time. 

The postwar decline in average 
age of cars owned by consumers 
(not including business, fleet own- 
ers and government) came to a halt 
in 1954. On Jan. 1, 1955, one-third 
of the cars were three years old or 
less; two-fifths were from four to 
seven years old; and one-fourth 
were more than seven years old, 
a the same as at the start of 


Cars owned at the beginning of 
1955 were 43 percent new when 
bought and 57 percent used. Half 
of the former were 1953 or later 
models, 

Almost 16 percent of the con- 
sumers expressed intention to buy 
a new or a used car this year as 
compared with 14 percent a year’ 
ago, and expected to pay $200 more. 

Prospective buyers this year were 
more inclined to early-in-the-year 
purchases than in 1954. 





Having a Look See— 


Frank Verducci, left, and James Calla- 
way, right, show the plans for their new 
Nash dealership in San Bruno, Calif., to 
Paul W. Pursley, San Francisco zone man- 
ager. The two partners are supervising 
every step of the construction of their 
building which will have a service depart- 
ment with —_ square feet and a four- 
cor s 
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Sales Conditions in Various Areas... 








_ Auto Market Reports 


Salt Lake City 


A total of 237 new cars and 18 


new trucks were registered in Salt 
Lake County (Salt Lake City) in 


the seven-day period ended May 11. | 


New-car registrations were: 
Buick, 54; Ford, 52; Chevrolet, 
34; Oldsmobile, 27; Plymouth, 15; 
Pontiac, 15; Mercury, 12; Dodge, 
8; Chrysler, 5; DeSoto, 4; Hudson, 
4; Lincoln, 2; Packard, 1; Stude- 
baker, 1, and Willys, 1. 

Truck registrations were: Ford, 
9; International, 4; Chevrolet, 2; 
GMC, 2, and Willys, 1. 


* * * 


Columbus, O. 


New-car registrations in Frank- 
lin County (Columbus), O., in the 
first 15 days of May amounted to 
1,322, compared with 1,361 in the 
same period of the previous month. 

New-truck registrations amounted 
to 145, compared with 122 for the 
same period of April. 

New-car registrations by make 
were: Ford, 317; Chevrolet, 261; 
Plymouth, 156; Buick, 140; Pon- 
tiac, 94; Oldsmobile, 69; Dodge, 
683; Mercury, 61; Chrysler, 31; 
DeSoto, 29; Cadillac, 26; Packard, 
22; Studebaker, 20; Nash, 13; 
Hudson, 7; Lincoln, 4; Imperial, 
8; Willys, 3; Austin, 1; Jaguar, 
1, and Volkswagen, 1. 

Truck registrations were: Chev- 
rolet, 58; Ford, 38; International, 
12; GMC, 11; Dodge, 10; Divco, 9; 
White, 4; Studebaker, 2, and Dia- 
mon T, 1.—(Bert Strang.) 


* * 


Clevelan 


Continued strong sales marked 
the second week of May in the 
Cleveland area, according to regis- 
tration figures released by Leonard 
Fuerst, clerk of courts. 

New-car registrations in the week 
ended May 14 totaled 1,888, com- 
pared with 1,596. Used-car turn- 
over was 2,224 up from 2,121 in 
the previous week. 


New-truck registrations jumped | 


from 124 to 156, and used-truck 
transactions dropped from 88 to 63. 
Total new-car registrations in 
April were 8,700, shared as fol- 
lows: Chevrolet, 1,797; Ford, 
1,638; Buick, 924; Plymouth, 905; 
Oldsmobile, 778; Pontiac, 653; 
Mercury, 573; Dodge, 482; Chrys- 
ler, 219; Cadillac, 182; DeSoto, 
138; Nash, 122; Packard, 78; Stu- 
debaker, 68; Hudson, 48; Lincoln, 
39; Imperial, 23; Volkswagen, 16; 
Willys, 9; MG, 4; Jaguar, 2; Eng- 
lish Ford, 1, and Triumph, 1. 


Truck registrations were: Ford, | 


180; Chevrolet, 115; International, 


61; Dodge, 38; White, 29; GMC, 10; | 


Reo, 9; Willys, 7; Mack, 5; Dia- 
mond T, 4; Autocar, 2; Studebaker, 
2; Divco, 1, and Twin Coach, 1.— 
(Sanford Markey.) 


* * * 


St. Paul 


Chevrolet led new-car registra- 
tions in Ramsey County (St. Paul), 
Minn., in April with a total of 629, 
Ford was second with 538, and 
Plymouth was third with 287, ac- 


cording to the St. Paul Legal 
' Ledger. 

Other registrations were Buick, 
266; Pontiac, 206; Oldsmobile, 


Chrysler, 94; Dodge, 71; Hudson, 
46; Studebaker, 40; Nash, 34; 
Packard, 30; Cadillac, 27; Lin- 
coln, 20; Willys, 5, and Austin- 
Healey, 1. 

Ford was first in truck registra- 
tions at 90. Others were: Chevrolet, 
70; International, 17; Dodge, 15; 
Reo, 13; Diamond T, 12; GMC, 7; 
Mack, 4; Divco, Studebaker and 
Willys, 3 each, and miscellaneous, 
| 2.—(Donald M. Lyons.) 

* * + 


Rhode Island 


New-car registrations in Rhode 
|Island for March totaled 2,540, in- 
|creasing to 8,252 the total for the 
first three months of 1955. 
Chevrolet paced the field with 
|546, and Ford was next with 485. 
Totals for the remaining makes 
were as follows: Plymouth, 367; 
Buick, 205; Oldsmobile, 215; Pon- 
tiac, 148; Dodge, 109; Mercury, 
108; Cadillac, 69; Chrysler, 62; 
Studebaker, 48; DeSoto, 48; Nash, 
48; Packard, 15; Lincoln, 18; Hud- 
son, 12; Imperial, 8; Willys, 7, 
and miscellaneous, 27. 
New-truck registrations for 
March totaled 199, the total for the 
first three months being 592.— 
(Thomas L. Forbes.) 
= ” 





* 


Pittsburgh 


New-car registrations in the 
Pittsburgh district during the week 
ended May 14 more than doubled 
from the preceding week, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. © 

After allowance for the usual 








DAYTON, O. — To offset unfa- 
vorable publicity produced by a 
probe of auto retailing under way 
here, the Montgomery County Au- 
tomobile Dealers Assn. has launched 
a special advertising campaign. 

Core of the campaign is a five- 
point Code of Ethics which was 
printed in the Dayton Daily 
News over the names of 35 auto 
dealers, who pledge themselves 
to strict adherence to the princi- 
ples. 

According to the ad, the code 
was designed to better serve the 
|public, to more adequately protect 
|the public against misrepresenta- 
tion, deception or fraud and to pro- 
|mote and maintain fair competi- 
|tion and dependability in advertis- 
ing, merchandising in the retail 
auto industry. The code reads as 
follows: 
| “1. To serve the public with hon- 
est facts and values. 
| “2, To tell the customers what 








ef 


Hold Reins in Los Angeles— 


Newly elected directors of the Los Angeles Lincoln-Mercury Dealers Assn. are pic- 
tured above. Seated (from left) are J. E. Coberly sr., Los Angeles; Ernie Walters, San 


Diego; Bob Estes, secretary, Inglewood, 








186; Mercury, 154; DeSoto, 111; | 





Ohio Dealers Adopt Code 


Ethical Principles Advanced in Dayton to Offset 
Retailing Probe Publicity 


;ment and accessories, 
iment, tradein allowance, net bal- 





seasonal changes, the index of 
general business activity held at 
194.6 percent of the 1935-39 aver- 
age. It had been 193.5 in mid- 
April and 178.6 in mid-March. 


The steel-ingot rate, meanwhile, 
tapered off to 99 percent of prac- 
tical capacity. 

* 


Sullivan, Mo. 


New-car sales are strong in Sulli- 
van, Mo., a town that has gained 
more than 1,000 in population in 
the last 10 years and now has four 
industries to bolster its agricultural 
economy. 

Used cars are selling well but 
inventories are kept down by wise 
dealers. Although they are within 
easy shopping distance of St. 
Louis, city-slicker shoppers are 
no problem. 

May and June are traditionally 
good months for both new and used 
cars and will turn in good records 
here for 1955. Collections are slow 
but repossessions are unknown.— 
(L. H. Houck.) 

* 


* * 

Buffalo 
New-car registrations in Erie 
County (Buffalo) during March 


jumped to 4,925, compared with 
2,837 in March, 1954, and 3,460 in 
March, 1953, the Buffalo Automo- 
bile Dealers Assn. reported. 

The figure for February, 
was 4,181. 

Registrations by make during 
March were: Ford, 905; Chevrolet, 
872; Buick, 690; Pontiac, 486; Plym- 
outh, 469; Oldsmobile, 345; Mer- 
cury, 266; Dodge, 212; Chrysler, 
127; DeSoto, 126; Cadillac, 99; Nash, 
98; Studebaker, 85; Packard, 58; 
Hudson, 34; Lincoln, 23; Willys, 6, 
and Kaiser, 3.—(George E. Toles.) 


1955, 


they want to know, and what they 
have a right to know about what 
is offered, so they may buy wisely 
with complete understanding as to 
price, tradein allowances, warran- 
ties and terms. 

“3. To fulfill all written guar- 
antees given with the sale of a 
motor vehicle. 

“4. To employ truth and accu- 
racy in our advertising and mer- 
chandising. 

“5. To refrain from any act that 
would be injurious, detrimental] or 
contrary to the public interest or 
the Retail] Automotive Industry.” 

The ad declares, “You accom- 
plish nothing by getting a big 
tradein allowance on your pres- 
ent car only to learn later that 
the ‘big allowance’ or more was 
added to the price of the car 
you purchased. Gifts, credits and 
giveaways, too, are almost in- 
variably included in the purchase 
price.” 

The public is told that any legiti- 
mate dealer will give the buyer a 
written summary on his purchase 
order showing the total price, fees, 
taxes, cost and description of equip- 
downpay- 


ance due, total finance and insur- 


|ance charges and the exact terms 


of the contract. 

“Look for the Code of Ethics,” 
the ad concludes. “You'll find it 
in the salesroom of all members 
of the association. They are privi- 
leged to display it only so long as 


| the principles set forth therein 
| are followed.” 


Ralph E. Caverlee, MCADA sec- 
retary-manager, said, “It is our 


feeling that the adoption of the! 


code is itself a major step in help- 
ing to assure the public a fair and 
honest deal. However, we further 
felt that it should be publicized in 
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To Push Used Cars— 


King-sized postcards (4x7 _ inches), 


which carry illustrated used-car copy to 


| prospects are helping dealers to move used cars, according to Sale-o-matic, 525 River- 


side Dr., North Tarrytown, N. Y. Each card features illustrations of two used cars, 
with individualized copy. On the address side of the card is more copy and the 
dealer's name and address. The Sale-o-matic package consists of 1,000 cards. The 
firm claims that within 36 hours of receiving instructions from a dealer, it writes the 









| tion.” 


Nash Appoints Seward 
and John Deaton, Beverly Hills. Standing 


copy and has the cards on the way back to the dealer. 








By L. H. Houck 

Staff Correspondent 
PACIFIC, Mo.—How to convince 
the prospective customer that a 


him a better deal in the face of 
big city “comeon” advertising is a 
problem that A. W. Wiest, owner 
of Wiest Chevrolet Co., is trying to 
solve. 

Wiest, who bought the dealership 
from Clarence Kinkel last Decem- 
ber, is still convinced, in spite of 
heavy traffic from shoppers with 
figures from four other dealers in 
their hands, that the auto business 
is a good one. 

This accounts for the high vol- 
ume of new and used-car sales 
which show on his records for 
the first months of his operation. 


“The customer has been so brain- 
washed with dealer advertising in- 
viting shopping,” Wiest said, “that 
@ prospect doesn’t feel he is doing 
right by himself unless he gets 
figures from three or four others. 
This is what we have to overcome, 
plus heavy discounting and the job 
of making a profit. 

“We've got volume for our ter- 
ritory but with heavy discounting 
the profit is thinner than it should 
be. I feel sure that we could all sell 
just as many cars without dis- 
counting but I see no way to stop 
the giveaways.” 

Wiest has made most of his 
sales to residents of his area and 
has had to pass up deals with 
much of the shopping traffic. 

To do this, he has developed 
several important points which he 
and his sales staff try to get over 
to the customer. 

First, the customer is told that 
the firm does not make money 

on hidden charges. There is 
nothing under cover, nothing hid- 
den. 

Another point in the selling ap- 
proach is to tell the customer that 
Wiest Chevrolet does not tamper 
with factory-installed equipment, 








| 


order to apprise the general public | 
lof the facts related to its adop-| 


| One Idea in Different Shapes— 


‘Brainwashed’ Customer 
Problem of Small Dealer 





|he said, pointing out that it is pos- 
|Sible to remove some accessories 
}and sell the car without them for 
an extra profit, or to substitute 


small-town dealer can actually give | cheaper replacements. He intimates 


that some of the extra-low-price 
deals are made possible by these 
methods. 

One of the most important points 
on which Wiest pounds hard is 
that his company can and does 
give better service than the aver- 
age big-city service department and 
has closer and more intimate con- 
tact with the customer and his 
troubles. 

He convinces the prospect that 
he can give him better service on 
the factory warranty by showing 
him how much it costs to give 
this kind of service and by in- 

ferring that dealers who can 
avoid this obligation can reduce 
their prices. 

Still another thing brought out 
is the fact that Wiest has a much 
lower overhead than the city dealer 
who is offering bigger discounts 
and can offer a better deal when 
all things are considered. 

Summed up, the sales approach 
is designed to show the customer 
that the place where he buys his 
car can have a most important 
bearing on its value to the user 
and that Wiest is striving earnestly 
to make his the best place to buy. 





Recordless Vote Fails 


To Aid Gas Tax Raid 


COLUMBIA, 8S. C.—The Senate 
has killed a House-approved 
proposal to divert $2.75 million 
in gasoline tax funds to meet the 
state’s expected $6 million gen- 
eral deficit. 

In asking the Senate to act by 
voice vote, Senator Edgar A. 
Brown commented: “Nobody 
dares go on record on such a 
thing.” 








Ralph De Palma (left), automotive consultant for General Petroleum Corp., and B'!! 
Hooks, Ford division Economy Run driver, compare the merits of Henry Ford's 99°. 


D. E. Seward, president of Sew-| first American car to run a mile a minute in 1902, and the Thunderbird of 1955 «! 


(from left) are Fred Jennings, treasurer, Riverside; James Van Etta, president, Santa | ard Equipment Co., is a new Nash 'a meeting in los Angeles. The historic racer was shipped to the West Coast fo: 


Barbara, and Herb Stevens, Phoenix. 


dealer in Las Vegas, N. M. 


a television tribute to the elder Ford. 











ASTERS of the earth—cham- 
pions of the sky. If you are an 
automobile dealer and you have 


any business with farmers, bow 
low to the first one who opens your 
door. 

By his industry he has led every 
American industry in boosting man- 
hour productivity. Only the politi- 
cian worries about the farmer, be- 
cause he is looking for votes. 





America now has 30 million 
more mouths to feed than in 
1940 . . . 2% million farm work- 
ers have left the farm for jobs 
in industry, but we need not fear 
for our good supply. We are eat- 
ing better than ever, but that’s 
because chemical miracles have 
been happening down on the 
farm. | 

By “harnessing” over 14 million | 
pieces of motorized equipment | 
farmers have increased production 
nearly a third while overcoming 
a labor loss of about 2 billion man- 
hours a year. | 

The recent development in farm | 
machinery has been so rapid that | 
the farmer has outstripped other 
segments of our economy in mass 
production methods—the aim of 
every good production man in 
America. New combines harvest up 
to 50 acres of wheat per day, milk- 
ing machines save 30 man-hours 
per cow and mechanical cotton 
pickers do the work of 40 men. 

Abroad, American farm machines 
are known as “hunger fighters.” 
Since 1946 we have exported 2 bil- 
lion dollars worth of equipment. 

” x * 





OW what’s been going on in the 
air? Ten years of post war 
progress in military aviation have 
made us masters of the air. Al- 
most every logistic and technical 
problem confronting our military 
establishments has been met. 
At Douglas, for example, their 


Auto Financing 


Dips in Canada 


During Year 


OTTAWA. — Financing of used 
and new cars showed a downward 
trend in Canada during 1954, it was 
reported by Canadian finance com- 


panies and acceptance corpora- 
tions. 

Used cars were financed for 
$269,194,000 in 1954, representing 


33.9 percent of the total paper pur- 
chased and a reduction of 16.2 per- 
cent from the 1953 volume of $321,- 
225,000. New-car financing amounted 
to $230,960,000 in 1954, accounting 
for 29.1 percent of all financing 
and representing a drop of 8.5 per- 
cent from the 1953 volume of $252,- 
336,000. 

Financing of both used and new 
commercial vehicles also registered 
declines in 1954. New vehicles 
dropped from $90,059,000 to $61,- 
301,000, for a decrease of -31.9 per- 
cent. Used vehicles declined from 
$62,980,000 to $50,286,000, a dip of 
20.2 percent. 

Year-end unpaid balances on new 
cars decreased from $194,950,000 at 
the end of 1953 to $193,558,000 at the 
end of 1954, while balances on used 
cars dropped from $215,885,000 in 
1953 to $194,686,000 in 1954. Of the 
total balances outstanding at the 
end of 1954, some $63,126,000 was on 
new commercial vehicles and $41,- 
159,000 on used vehicles. 

Meanwhile, it was reported that 
financing in Ontario increased 4 
Percent in number and 9.4 percent 
in amount during March of this 
year compared with the same month 
in 1954. 

Such financing in other provinces 
showed sharp declines in number, 
including a drop of 17.6 percent in 
British Columbia, 19.6 percent in 
Atlantic provinces, 19.8 percent in 
Quebec, 36 percent in Alberta, 42.9 
percent in Manitoba and 61.2 per- 
cent in Saskatchewan. Likewise, fi- 
nancing of used cars gained 4.2 per- 
cent in number in Ontario while 
declining in other provinces. 
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experience dates back 35 years. 
Thousands of men and women 
through their combined talents 
have made Douglas “first in avia- 
tion.” 

Here are some Douglas achieve- 
ments: 


The Skyray is the only carrier 


| plane to hold the speed record. 


The A4D Skylark can take off 


| from a small carrier with a bomb. 


The 4C-124B is the first military 

transport to use turboprop power. 

The C-124 Globemaster is the big- 
gest production transport ... 25 
ton payload ... the Honest John 
delivers atomic or high explosive 
warheads ... the X3 is a jet re- 
search plane. The AD Skyraider is 
called the world’s most versatile 
aircraft ... the Nike rocket is a 
supersonic anti-aircraft missile al- 
ready in service. 

The FCD Skyknight is a twin-jet 
radar guided night fighter. The 
C-118-R6D is the Air Force and 
Navy version of the DC-6A. The 
D558-2 Skyrocket is the first plane 
to fly double the speed of sound. 
Finally, the RB-66 is the most ver- 
satile air force reconnaissance 
bomber. 


P. S—Well, let’s get back on the 
ground with the farmers. 


* 





Ask the Man Who Has Owned 60— 


H. R. Stephenson, retired textile manufacturer, is shown in front of his Greenville 
(S. C.) home with his new Packard Patrician, the 60th Packard he has owned. Delivery 
was made by Aughtry Motors, Greenville. Stephenson bought his 50th Packard on the 
occasion of the company’s 50th anniversary. At that time the factory presented him 


with a new car for his tradein. 





S. D. Auto Dealers Stage Three Shows 


PIERRE, S. D.—Auto shows re- 
cently held by the Mobridge, Pierre 
and Rosebud Automobile Dealers 
Assns. attracted the following esti- 


mated attendances: Mobridge, 1,-|ond ones they have staged. 


500; Pierre, 2,500, and Gregory, 2,- 
500. 

The shows held by the Pierre and 
Gregory dealers were only the sec- 
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Ford of England 
Plans $180 Million 


Plant Expansion 


BUFFALO. In the next five 
years, Ford Motor Co., Ltd., of Lon- 
don, England, will spend $180 mil- 
lion of its own funds in expansion, 
Sir Stanford Cooper, a director, 
said here. 

“The new facilities will make the 
company look like a miniature Ford 
Rouge plant, and will include ship- 
ping facilities on the Thames 
River,” said the former vice-chair- 
man of the board of Ford of Eng- 
land. 

“With production at 1,000 vehi- 
cles a day, the new expansion should 
raise our production over 50 per- 
cent,” Cooper said. “A steady in- 
crease in demand is predicted.” 

He said that Ford of England is 
the largest exporter of small cars 
in the world (180,000 vehicles) and 
the largest motor car exporter in 
England. The company ranks sec- 
ond in size to Austin-Morris, Ltd. 

“We are a chief supplier to sub- 
sidiaries of Ford of Canada and 
rely heavily on markets in Aus- 
tralia, New Zealand and South 
Africa,” he added. 


“Better order more Quaker State Grease. 
Were using it for just about everything!" 


There’s nothing finer than new Quaker State 
Multi-Purpose Lubricant for all chassis fit- 
tings, wheel bearings, universal joints, water 
pumps and distributors—in fact, every chas- 
sis point that needs grease lubrication. (Do 
not use to replace gear lubricants.) 


Quaker State developed this wonderful 
new product. It is compounded and homog- 
enized in Quaker State’s own grease plant. 
Made from the finest raw materials, includ- 
ing 100% pure Pennsylvania base oils from 
Quaker State refineries. Without question, 


ability—its 


this is the very finest grease ever produced! 


Five great properties make it unique. Ex- 
tremely high melting point, for stability in hot- 
test weather, under heavy loads. Exceptional 
resistance to water, washing out. Amazing dur- 


fine protecting film is “shock- 


resistant.’’ Cold-proof, will not cake or 
harden. Unusual lubricity—adheres, protects! 

With this new product you’ll give better 
service, get increased profits. Available in 
400 lb. drums, 100 lb. drums, 35 lb. pails and 
5 lb. cans. Order now! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 


OEE 











DRIVE 
MORE 


...It gets cheaper FF 
se eeecceccccceeeeeceee by the mile ! Jee eens 





Make This Emblem 
Work For You 


OLLIER’S is lending its enthusiastic support 
to this Drive More campaign. The family 
car opens so many vistas of family fun, family 
experience and family convenience that we 
believe Collier’s motoring millions can well 
adopt the theme of this campaign as their own. 
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Ethyl Corporation is launching a brand-new program built around this simple, effective idea. 
The object is to get all car owners to use their cars more — and so to boost sales of all automo- 
tive products. The opening spread will appear in Collier’s June 24th issue, on newsstands June 9. 


When you drive more... it gets cheaper by the mile! 
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Figures prove your cost P 
per mile goes down as your 
yearly mileage goes up 
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automotive AUTOMOTIVE NEWS PLATFORM 

. ~ 1 !. Fair and equitable contracts between manufacturers and dealers in 
e A motor vehicles, parts and accessories; 

a 2. Every dollar of gasoline and oil taxes, collected by state and federal 
. £ governments, applied to the building and maintenance of highways; 

g i { 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Capsule Comment 


In six months a New York dealer increased customer paid 
labor from an average of $1,800 to $5,500 a month. 


There’s money in service for dealers who want to serve. 





A California dealer is sponsoring an essay contest among 
high-school students on ““Why There Should Be Two Cars 
in Every Family.” 

Sometimes even auto folks fail to realize how far we 
have come from the days when cars were luxuries. 


* * * 


Alleged coercion of dealers is high in the news these days. 
More states are adopting anti-coercion laws, MEWA pro- 
poses a private commission to investigate and fight coercion 
on a national basis, and the Federal government is looking 
into coercion of dealers from several angles. 


It’s an old story—trust turns to suspicion when the 
spirit of partnership is lost. 


AMA has just reported that 3,500,000 cars went off the 
road in 1954 to set a record. 

Scrappage usually rises under the impact of a heavy 
new-car sales year, for new-car discounting makes plenty 
of good used cars available at reasonable prices. So look 
for a whopping scrappage total this year. 


Check by AUTOMOTIVE NEWS shows new-car bootlegging 
is moving at floodtide in nine areas, while drying up in six. 
Goes to show that you can’t generalize about the auto 


industry. 
* * * 


American Motors reports it is increasing Rambler produc- 
tion capacity 60 percent. Packard reports ’55 output has 
already passed that of 54. Edgar Kaiser told stockholders 
that accent on utility vehicles is putting Kaiser Motors in 
the black. 


Good news from the smaller makers is good news in- 
deed. 








Events 


Dealer Conventions 
June 19-2i—Michigan Automobile Dealers 


Assn., Grand 
Michigan, 
Aug. 21-23 — 22nd Annual Convention 
Automobile Dealers Association of Wes' 
Virginia, Greenbrier Hotel, White Sul- 

phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 

Sept. 9-11 — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 
Maine, 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexico Automotive 
oa Assn., Nickson Hotel, Roswell, 


jotel, Mackinac Island, 


Sept. 1819 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S. D. 

Sept. 1820 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19— Minnesota Automobile Dealers 
Geena, Radisson Hotel, Minneapo- 
is. 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

= 25-27—Tennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas. 

Sept, 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsyivania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa 

Sept. 28-30—37th Annual Convention, New 
Je Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn., Mt, Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10—Georgia Automobile Dealers 
ees Bon Air Hotel, Augusta, 

a. 

Oct. 9-l11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 
burgh, Pa, 

Oct. 23-25 — Florida Automobile Dealers 
i Sans Souci Hotel, Miami Beach, 
a. 


Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov. 13-14 — 20th Annual Convention 
Automobile Dealers Association of 
feesome, Tutwiler Hotel, Birmingham, 

a. 

Nov, 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 
nati, O. 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah, 

Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* * ®@ 


Dealer Auto Shows 


Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 
Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St, Louis, 
: = @ 


General 


May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia 

May 3l-June 3 Design Engineering Show, 
Convention Hall, Philadelphia. 

June 7-10 — Spring Technical Meeting, 
Americen Welding Society, Kansas City, 


°. 

June 8-10—Third Annual Welding Show 
American Welding Society unicipal 
Auditorium, Kansas City, Mo. 

(See CALENDAR, Page 33, Col. 1) 


20 Years Ago oe 


The Big Stories 


Immediate steps to preserve the major principles and objectives 
of the dealer code have been taken by the National Automobile 
Dealers Assn. following the decision of the United States Supreme 
Court declaring the National Recovery Act unconstitutional ... One 
of the most severe anti-truck measures ever introduced in a state 
legislature—one which would be a likely rival for the notorious Texas 
7,000-pound law—has been offered in Wisconsin, according to the 
American Trucking Assns. ... Under the name of the Stanley Steam 
Motors Corp. production is under way of a new type of streamlined 
steam-engined bus for city and interurban transportation . . 
motive business in Europe is good, particularly in England and 
France,” is the report of M. F. Schmitt, in charge of advertising and 
sales promotion for the Collins & Aikman Corp... . Pickets folded 
their banners and went back to work in the new “120” plant of the 
Packard Motor Car Co., ending a strike called May 16 by the Mechan- 
ics Educational Society of America. 








;OGGIE LOOKS 
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SANCTIONED 
SLAUGHTER 





TITS ainly a fatal o1 
worse than murder. 

I am talking about the slaughter of 30 to 4 
thousand of our people, and the mangling and 
maiming of over a million more, upon our high 
ways each year. 

And I am talking about the apathy of ¢ 

ublic towards this butchery, 
America Por 
Croup F 
® 72EN FROM A FAMPHLET 
\ /SSVED BY AN INSVRANCE 
{ COMPANY ANP TOLD WITHA 
|| TERRIFIC PUNCH 


‘Backs Factories . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Another View |ning of the 1955 model run and 
As a person who is associated er ONE. THINK IT’S WON- 
with the auto industry, although DERFUL THAT THE FACTO- 
not connected with any dealer Or|/prgg WAVE IGNORED THIS 
factory, I would like to address &| ADVICE. 
couple of remarks to the nation’s Look what has happened to our 
auto dealers. economy in the first four months 
In your paper I regularly read|of this year. Many are calling it 
complaints from dealers about their |the most productive and profitable 
poor profits. There is little doubt | period in our history—and sparked 
but that profits are not what they | almost single-handedly by the au- 
would like them to be—although | tomobile industry. 
neither are mine. You not only have one million 
The most frequently suggested |auto employes working—and spend- 
solution by the dealers is that the |ing—to capacity, you have the auto 
factories reduce production. The | suppliers, in parts, steel, glass, rub- 
union people also make this recom-|ber and other industries working 
mendation. Both groups apparently | to near-capacity. 
feel they could do better with kind| These suppliers also have sup- 
of a planned shortage. pliers who must also be working to 
The factories have not accepted | near-capacity. The whole situation 
this public advice, although it’s |is a dramatic demonstration of the 
been forthcoming since the begin- |tremendous impact which the auto 
industry has on the U. S. economy. 
So, if you’re not making that 24 
percent—and very few dealers are 
—take solace in the thought that 
you’re making an important con- 
tribution to the prosperity of 160 
million Americans.—A Reaper. 
* * ? 


Big ‘Maybe’ 

When I took my new car in to 
see if they could patch up a leak 
in the roof, there was another fe!- 
low there with a new car on which 
one of the rear doors would not 
open more than two inches. 

I was quietly steaming about the 
lemon they had foisted off on me, 
but that boy was positively sizzlinz. 
You should have heard HIM talk. 

But it is a fact that the dealer 
was hardly to blame. Trouble or- 

iginated with the maker in both 
cases. So, on reflection, I have 
reached the conclusion that the 
automobile workers may be an 

(See LETTERBOX, Page 35, Col. 3) 





. “Auto- 


—-From the files of Automotive News. 
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THE FACTS SELL 
PLYMOUTH FASTER 








SoLD MOté«i‘éaRR m SOLD SOLD 


BY FACT No. 1 | BY FACT No. 2 BY FACT No.1 


SOLD SOLD 


BY FACT No. 2 BY FACT No. 1 





BECAUSE ONLY PLYMOUTH USED CARS HAVE THIS SELLING STORY! 


Your used-car customers are buying unused mileage. Plymouth ranks No. 1 in the toughest, biggest Through the years Plymouth 

When a particular make of car has the features which give round-the-clock proving ground of automotive has out-engineered every other 

it the ability to “stand up,” that car is easier to sell—and more endurance, for there are more Plymouths used make in its price class. Here’s 

profitable to handle! . . . Plymouth excels all other makes in as taxicabs than all other makes combined! proof the facts favor Plymouth 

its class in this important matter of “standing up.” Here are (Further, Plymouth leads the low-price 3 in —sell these features to your 
the facts to pass on to your customers as proof! victories in national stock car races! ) customers: 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 










Plymouth CarA Car B Plymouth Car A Car B 
BAFEUV-ftree WHESLS 2.62.2 2. sis ewes YES NO NO RESISTOR-TYPE SPARK PLUGS ....... YES NO NO 
2-CYLINDER FRONT BRAKES......... YES NO NO EXHAUST VALVE SEAT INSERTS ....... YES NO NO 
INDEPENDENT PARKING BRAKE....... YES NO NO CHAIN-TYPE CAMSHAFT DRIVE ....... YES NO YES 
ELECTRIC WINDSHIELD WIPERS....... YES NO NO OIEVTS FUCE FILVER 6 65s Se eee o's YES NO NO 
ORIFLOW SHOCK ABSORBERS ........ YES NO NO FLOATING Ol INTAKE 2 os < eh 0 YES NO YES 
WIDEST, MOST RIGID FRAME ........ YES NO NO ROTOR-TYre OFF PUMP. 6 tee es oe YES NO NO 
ONE WVEMTILATON ¢ <-0 + es 0 et 2% @ YES NO NO OM. GATH AIR CLEAMER .. ws ccrvnvewnvs YES NO NO 
BAKED-ENAMEL FINISH ...... haa aha YES YES NO *Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 


year. Most of these Plymouth engineering advantages apply in other model years as well. 


BEST BUY NEW...BEST BUY USED! PLYMOUTH 


H 
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Court D 


By Leo T. Parker 
Attorney at Law 
r IS well recognized that all auto 
dealers have at their disposal 
good lawyers, but what can a good 
lawyer do to win a law suit if the 
dealer already has lost the suit? 


Statistics prove that the only 
dependable plan by which law- 
yers may win law suits is for the 
dealer to be legal-minded when 
conducting his business, and then 
to win unavoidable suits. 


This can be accomplished by auto 
dealers who regularly read the 
| cause and outcome of late and lead- 
|ing higher court decisions, involv- 
| ing other dealers. 
| * 








* * 
Willys ‘Dealer Derby’ Winner— | Garage Has Lien 

Winner of Willy's ‘Dealer Derby,” Hal O. Stensrud (third from right), district man- .————, to a late higher 
ager of Anderson Willys Co., Portland, Ore., receives an engraved watch from H. P. | court decision, if a garage own- 
Grove, western district sales manager. Looking on are (from left), William M. Ander- 
son sr., manager of Anderson Willys; William M. Anderson jr., assistant manager, 
and H. Russell Gould, Willys northwest divisional sales manager. 


purchaser who bought the car un- 
der an unrecorded conditional con- 
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Lawsuits Affecting Dealers... 


er makes repairs on a car for a 


tract of sale, the garage owner has 





ecisions 


a lien to secure payment for his 
work and materials. 


| For instance, in Butel Motors, 
|Ine., v. Warsop, 271 Pac. (2d) 237, 
'the testimony showed these facts: 
| One O’Keefe purchased an auto un- 
der a conditional sale. The sale was 
| made.by Butel Motors which owned 
|the car and the contract was not 
recorded. 

O’Keefe wrecked the car and 
took it to a garage owner, War- 
sop, for repairs. After the repairs 
were completed, the car was de- 
livered to O’Keefe. 
| In subsequent litigation, the high- 
er court held that Butel Motors 
must pay Warsop’s repair bill, say- 
ing: 

“We think it clear that Butel Mo- 
tors gave possession of the car to 
O’Keefe under a conditional sale, 
j}and a sale which was never con- 
|sumated either because O’Keefe 
couldn’t raise the money, or having 














THE NUMBER 25877 on the bearing cone — coupled 
with 25821 on the cup—ca# mean more than a handy 
way to identify a tapered roller bearing of a certain size 
commonly used on rear wheels. With the trade-mark 
‘*Timken®’’ also stamped on the bearing, it does mean 
more: it’s worth a thousand well chosen words about the 
extra quality and service you get. 


One number that’s 
worth a 
thousand words 





WE MEASURE ONE MILLIONTH OF AN INCH with this 


machine, recording contours and smoothness of circular surfaces. Such 


—the vital zone. 





OUR OWN NICKEL-RICH FINE ALLOY STEEL 
makes Timken bearings tougher. The Timken Company is the 
only bearing manufacwrer in the country that is able to control 
bearing quality at every step in production—from melt shop 
through final bearing inspection. Our steel-making specialists 
use the exact amount of nickel to give Timken bearings the 
toughness they need to withstand shock, last longer. 


research helps make Timken bearings truer, smoother. Result: they 
give quieter, longer-lasting performance in your car’s moving parts 





SOME OF THESE REJECTS might have performed well 
in your car. But we take no chances with your Timken bearings. 
Failure to pass any one of the many exacting quality checks — even 
by the slightest margin—means the scrap bin. Specify ‘“Timken’’ 
as well as the bearing num’ <r. For fw// value, use a Timken bear- 
ing cup with a Timken bearing cone. The Timken Roller Bearing 
Company, Canton 6, Ohio. Canadian plant: St. Thomas, Ontario. 


TIMKEN is number | for VALUE where value counts most...in the vital zone 


TRADE MARK REG. U.S. PAT. OFF. 


5 
NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL ® AND THRUST =(§~ LOADS OR ANY COMBINATION WE 





wrecked the car, no longer wanted 
to carry out his bargain. 

“In our opinion the title of 
O’Keefe was sufficient that when 
|he took the car into defendant’s 
(Warsop’s) garage and had it re- 
paired, under the circumstances dis- 
| closed, defendant was entitled to a 
| lien on the car.” 
| * o - 


| Buyer Not Owner 


A RECENT higher court held that 
although a person purchases a 
car for @ dealer, and pays for it, he 
has no ownership in the auto if he 
orders the certificate of title to be 
issued to the dealer’s name. 
For illustration, in Sickles v. 
| Edmonds, 271 Pac. (2d) 1718, it 
was shown that one Sickles had 
power of attorney from an auto 
dealer to buy cars. 

Sickles bought and paid for an 
automobile for the dealer under the 
power of attorney and made appli 
cation for a certificate of title in 
the dealer’s name. Later the dealer 
sold the auto to a man named Ed- 
monds. 

Sickles sued Edmonds to recover 
possession of the automobile on the 
grounds that he (Sickles) was the 
legal owner because the dealer had 
failed to pay him for the car. 

* = = 


Never Had Ownership 


os higher court refused to allow 
Sickles to take the automobile 
|from Edmonds, saying: 

“Edmonds alleged that he was an 
innocent purchaser for value. Un- 
der these circumstances plaintiff 
(Sickles) never at any time had 
title to or ownership of the car in 
question. 


“Plaintiff never having had 
ownership of or title to the auto- 
mobile in question, he cannot at- 
tack defendant’s (Edmonds’) own- 
ership thereof.” 


This court explained that if Sic- 
kles had made a notation on the 
certificate of title that he held a 
lien on the car, he could have re- 
possessed it from Edmonds. 


Ford Realigns 
Engineering Along 


Divisional Lines 


DEARBORN.—A realignment of 
Ford engineering staff activities to 
conform with recent company divi- 
sional changes has been announced 
by Earle S. MacPherson, engineer- 
ing vice-president. 

With the establishment of sep- 
arate Lincoln and Mercury divi- 
sions and a Special Products divi- 
sion, three individual engineering 
car offices were formed to service 
each of the new divisions. 

Harold C. MacDonald, formerly 
chief advanced vehicles engineer, 
|has been promoted to director of 
the Mercury car engineering office. 
| J. J. Felts will serve as his execu- 
| tive engineer. 

Harley F. Copp, chief product 

engineer for the Continental divi- 
| Sion, has been named director of 
the Lincoln car engineering office, 
| with P. H. Kuhn as executive engi- 
| neer. 
Neil L. Blume, executive engineer 
jin charge of Lincoln and Mercury 
car engineering, has been promoted 
to director of the special products 
engineering office, with B. T. An- 
dren as executive engineer. 

In addition, a new engine and 
electrical engineering office has 
been established under the direc- 
tion of Robert Stevenson, with Paul 
M. Clayton and L. L. Beltz as 
executive engineers. Also newly 
formed is an advanced product 
study and engineering research 
office under Victor G. Raviolo, for- 
merly director of the Lincoln and 
Mercury car engineering office. 


C-A-S Directors 
Slate Meeting 


DETROIT. — Certified Automo- 
tive Service, Inc., will hold its firs 
annual directors meeting June 6 
Detroit, according to Robert 
Grubb, general manager. 

The Motor and Equipment 
Wholesalers Assn. will be host «0 
the officers and directors, many <f 
whom will stay on for the Great 
Lakes Automotive Show at which 
C-A-S will maintain a booth. 
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by John T. Benedict 





UPPOSE you were in high man- 

agement councils of an automo- 
bile manufacturing company—how 
would you handle the perplexing 
decisions faced by those who have 
decided to offer seat belts? 

Begin with the assumption that 
findings from automotive crash re- 
search programs had _ convinced 
your safety engineers and company 
management that properly designed 
(and worn) seat belts do provide 
worthwhile protection in many 
common crash situations. 

Fundamental belt marketing 
decisions (and their possible ef- 
fect on car sales) provide some 
of the most baffling problems to 
be faced at this point. How hard 
do you “push” belt sales? You 
can’t take a half-hearted attitude 
and say, in effect, “We really 
aren’t sure how much good you'll 
get out of a belt, but here it is 
for those who want it.” 

Should you play it safe and figure 
you have effectively silenced critics 
merely by making belts available— 
while actually going only one step 
beyond an uncertain, half-negative 
attitude? This approach would seek 
to avoid any danger of sales reper- 
cussions from an impression that 
“it just isn’t safe to drive a car,” 
by limiting belt marketing effort 
to a scale that just quietly makes 
belts available “for those who really 
want them.” 


Everyone in the industry knows 
(Continued on Page 17, Col. 1) 


Plastic 


7s use of plastic for such tool- 
ing items as jigs, fixtures and 
spotting racks now has become 
“standard practice” for a growing 
number of automotive industry ap- 
plications. 

Plastic dies also are finding an 
important place in manufacturing 
operations. However, acceptance 
and usage of plastic dies is rela- 


By John T. Benedict 
Engineering Editor 

ye can look for the beginning 

of a trend toward replacement 
of carburetors by gasoline fuel in- 
jection systems about 18 months 
hence, with introduction of 1957 
models. Promising injection system 
development work, combined with 
the urgent need for improved fuel 
systems to keep pace with advances 
in engine design and performance, 
leads some experts to predict that 
“the handwriting is on the wall” 
for the long-familiar carburetor— 
and that its days of unchallenged 
supremacy for American passenger- 
car fuel systems are numbered. 

A great variety of injection 
system designs are being tested 
by the car manufacturers and 
industry suppliers: The general 
situation was summarized by one 
chief engineer who admitted: 
“Sure, we’re all working on injec- 
tion systems, but I don’t think 
anybody has succeeded yet in de- 
veloping a reliable, fully satisfac- 
tory design that can be manufac- 
tured at a reasonable cost.” 

The entire fuel system picture is 
highly “fluid,” with an outlook for 
major changes during the next few 
years. Engineering development 
programs at the various companies 
have not yet progressed to the point 
where design and manufacturing 
decisions can determine the exact 
nature of these changes. 


A feasible timetable for satisfac- 
tory completion of experimental 
work might call for appearance of 
pressure carburetors in 1956 and 
introduction of entirely new injec- 
tion systems in some 1957 models. 
After 1957, it is anticipated that 
rapid advances in design may com- 
bine with manufacturing cost re- 
ductions to encourage rapidly ex- 
panded popularity for the new fuel 
systems — with the distinct possi- 











Carburetor Begins Last Stand in 56... 


Fuel Injection Due on °57 Cars 





Some Questions Answered 
In This Article 


@ What is next logical step in carburetor evolution? 
@ Will injectors eventually replace the carburetor? 
@ When will changeover begin? 

@ What are implications to motorist? 

@ Will injection improve gasoline economy? 

@ How will injection affect horsepower race? 

@ What about cost of injection equipment? 

@ Pro and con: Timed vs. continuous injection? 


bility that a form of injection may 
predominate as standard equip- 
ment on even the low-priced cars 


by 1960. 
* * * 


Earlier Bow Possible 
—— 1957 appears to be 
the model year in which prac- 
tically every manufacturer in the 
industry may offer optional in- 
jectors on at least one line of cars, 
there’s still an outside chance that 
one or More companies May come 
through with announcements of 
such equipment for special models 
in the 1956 series. 
At this writing, the two best 
bets for early optional use of 
some form of fuel injection are: 
the 1956 version of a highly suc- 
cessful “sports car” made by one 
of the “Big Three” and an ultra- 
luxury special prestige model 
being readied by another manu- 
facturer for introduction in the 
$8,000 price class early next year. 
Even the strongest advocates of 
fuel injection generally agree that 
a tremendous amount of work re- 
mains to be done before any of 
the new fuel systems can expect to 


Tools Gain Favor 


| tively only as far along as plastic 
'tooling and fixtures were several 
| years ago. 

Despite widely varying opin- 
ions, and the impression that 
many people still have a great 
deal to learn about construction 
and use of plastic dies, the above 
conclusions represent the princi- 
pal findings from discussions with 


* * * 





Plastic Die Mold Preparations— 

A plaster and plastic female mold is prepared for casting of a roof die at Saviano 
Plastic Tooling Co. Unusual plastic die building procedure features addition of fiber- 
glas laminations and bonding resin to provide the desired contour over a steel 
weldment, which functions as the die “skeleton.” 


various manufacturers, plastic 
tooling officials and suppliers of 
materials for reinforced plastic 
tooling. 

As is true in the early stages of 
many new developments, it is pos- 
sible to find wide variations in the 
degree of success (and disappoint- 
ment) experienced by organizations 
which have pioneered in the new 
plastic die techniques. 

Recent advances in techniques 
and materials make it apparent 
that size of the die no longer need 
be considered a limitation to the 
use of plastics. 

Plastic dies already are being 
used to produce relatively short- 
run parts such as station-wagon 
tops, roof dies and major sheet- 
metal parts for taxicabs, rear- 
quarter and hood panels of a spe- 
cial low-volume model and almost 
all the sheet-metal work for the 
export version of a truck by a 
major manufacturer. 

a: + * 

IME and cost-savings made pos- 

sible by intelligent application 
of plastic dies is so well estab- 
lished that use of the new tooling 
ideas is virtually assured for ma- 
jor portions of several high-priced, 
low-production models slated to ap- 
pear during the next 18 months. 

Present duration of trouble- 
free production runs with plastic 
dies ranges from 300 to 20,000 
parts — depending on such fac- 


tors as shape and size of work- 
(Continued on Page 22, Col. 2) 





equal the carburetor for reliable, 
trouble-free operation and fairly 
satisfactory performance. 
Excessive manufacturing cost is, 
of course, another serious obstacle 
which still must be overcome in 
|development of certain types of 
injection systems. Cost-wise, most 


EW YORK.—A new production 

plating process which can de- 
posit a chromium plate directly on 
steel without the necessity for an 
undercoat of nickel or copper and 
nickel has been announced by 
United Chromium, Inc. 

Called “Crack-Free Chromium,” 
the new plate is deposited free of 
any structural imperfection that 
would allow corrosive materials to 
| come in contact with the under- 
lying surface being protected, the 
firm said. 

A photo-micrograph of a cross- 
section of the new plate shows a 
dense, continuous structure 
rather than cross sections of 
cracks which extend through the 
deposits in a similar photo of or- 


New Illumination 


Revealed by GE 


CHENECTADY, N. Y.—A new 
general lighting system, seen as a 
forerunner of large industrial, com- 
mercial and institutional lighting 
installations, has been unveiled 
here. 
Installed in Union College’s 
nearly completed Alumni Memorial 
Field House, the system is the first 





application of high-frequency fluo- 
rescent lamp operation for the gen- 
eral lighting of a large area. 
Developed by the General Elec- 
tric Co. the system calls for the 
operation of 490 eight-foot-long 





slimline fluorescent lamps on 400- 
cycle power. 

Increasing the frequency to 400 
from the standard 60 cycles is ac- 
complished by means of two 30- 
kilowatt rotating-type GE package- 
unit frequency converters. 

Chief benefit of the new system 
is that it represents the most eco- 
nomical method for obtaining 
higher levels of light in high-bay 
areas, according to John H. Camp- 
bell, GE illuminating engineer who 
conceived and developed the tech- 
nique. 


ENGINEERING 
NEW PRODUCTS 


Page 18 








experimental injection programs 
fall neatly into one of two cate- 
gories. 

The first includes all test projects 
whose efforts are concentrated on 
designs of such inherently high 
cost that the outcome will be sys- 
tems whose price rules them out 
of consideration for all except 
expensive luxury models and spe- 
cial sports cars. The most optimistic 
estimates for cost of metered injec- 
tion systems put them in a price- 
class with air-conditioning units— 
at about $250 to $300 options. Sys- 
tems of this type appear to be 
closest to production release. 

+ * * 


Most Common Type 


_ second general class of 
experimental] work deals with a 
form of injection that probably 
will be of most significance to the 
average car owner. The end prod- 
uct of present intensive test and 
development projects on “continu- 
ous-flow” injection may well be a 
successful design that — in high- 
volume production—would be com- 
(Continued on Page 16, Col. 1) 





New Chromium Process 


Plating on Steel Without Undercoat 
Possible, Company Says 


dinary chromium plate, he said. 
Other properties listed by the 
company include a low coefficient 
of friction, excellent adhesion, a 
non-galling surface, superior duc- 
tility to ordinary chromium sur- 
faces, a light gray matte appear- 
ance and good buffing properties. 
The company said the new 
chromium plating process holds 
promise for decorative finishing, 
too. 








Checking the Design— 


A workman examines the design rolled 
into strip steel at the Thomas Strip plant, 
Warren, O. The new “Pattern Designed” 
strip is now available in plain uncoated 
finishes or electrolytically coated with 
copper, brass, nickel, chrome, zinc or lead 

+ 


New Strip Steel 
Offers Variety of 


e . «€ 
Designs, Finishes 
ARREN, O.—A new “Pattern 
Designed” strip steel is now 
being produced at Pittsburgh Steel 
Co.’s Thomas Strip division here. 
The new product offers patterns 
rolled into cold rolled strip steel 
in almost any design, the company 
states. 


The strip can be supplied in un- 
(See STEEL, Page 19, Col. 3) 
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Carburetor Running Out of Gas? 
Fuel Injection Due on °57 Cars 


(Continued from Page 15) 


parable in cost to conventional 
carburetor fuel systems. 

An analysis of possible trends 
in fuel system development would 
be incomplete without some con- 
sideration of progress along 
evolutionary lines representing 
an intermediate stage between 
full-fledged fuel injection and 
present-day systems calling for 
(in some instances) two four- 
barrel carburetors. Some engi- 
neers believe the next logical 
step would be a variation in 
which existing designs are modi- 
fied to provide “pressure car- 
buretors.” 

One such “hybrid” system is, in 
effect, a combination of fuel injec- 
tion and carburetion principles. 
Another promising idea calls for 
so-called “pressurized atomization” 


of fuel. Gasoline is ejected from a. 


nozzle into the carburetor venturi. 
Instead of fuel being drawn into 
the throat by “suction,” a positive 
pressure sprays gasoline into the 
air stream. This design has a bene- 
ficial effect in freeing carburetor 
action from its present limitation 
inherent in a system that uses air 
flow to regulate fuel flow. 

In any case, whether you con- 
sider natural evolutionary steps 
such as a pressure pump to convey 
gasoline from fuel tank to car- 
buretor, or pressurized “mechan- 
ical” atomization of fuel in a car- 
buretor — or look ahead to true 
injection systems, the basic reasons 
for work on such designs grow out 
of the anticipated need for im- 
proved fuel systems to provide 
added performance and match de- 
sign and operating requirements for 
future engines. 

ad x * 


Carburetor Has Advantages 


And Inherent Faults 


ILE admitting that the car- 

buretor has been developed to 
a high degree of mechanical per- 
fection, many engine designers 
believe that this fundamental ap- 
proach has about run its natural 
evolutionary course. They say that 
the basic principle of regulating 


fuel flow by air flow is nearing its | 


ultimate practical potential, and 
should be replaced by some form 
of “speed-density” fuel control. 

This characteristic is provided in 

most injection systems now under 
development. In effect, the fuel 
pump is receiving instructions con- 
tinually based on engine speed and 
inlet manifold pressure, instead of 
relying on air flow to control] fuel 
supplied to the cylinders. 

Two of the most pronounced 
deficiencies of present-day auto- 
motive carburetors are attribut- 
able to their inherent limitations 
in adjusting to changes in oper- 
ating conditions, and inability to 
react immediately with proper 
fuel flow modifications needed to 
conform precisely with constantly 
changing engine requirements. 
Actually, under many conditions, 
the carburetor is merely approxi- 
mating the ideal fuel flow—and 
the engine keeps running only 
because of its tolerance for a 
wide variation in fuel-air ratios. 


fuel than needed is when the accel- 
erator is depressed, and the throttle 
opened for rapid acceleration from 
extremely low speeds. Momentarily, 
the mixture becomes too lean, be- 
cause engine r.p.m. and air velocity 
through the carburetor are low, 
while the drop in intake manifold 
| vacuum tends to remove the force 
needed to lift gasoline from the 
float bowl. 

Another criticism of the car- 
buretor is its tendency to supply 
more fuel than needed when a car 
|decelerates from high speed. Fuel 


|is wasted during the slowdown 


period, because vehicle road speed 
is sufficiently high to force quanti- 


|ties of air through the carburetor. 


This means that the engine con- 


|tinues to consume fuel at a high 


rate under conditions when an 
idling mixture actually would suf- 
fice. 

* * a” 


Fuel Injection 
‘Of Two Types 


| THINKING about injection 
systems, it is important to have 
a clear understanding of what is 
meant by “fuel injection.” To prop- 
erly qualify as true “fuel injection,” 
a system should use a nozzle to 
squirt fuel into the manifold, or 
directly into the cylinder. The two 
types of fuel systems generally 
recognized as fulfilling these re- 
quirements are those that feature 


,timed or “metered” injection, and 


the so-called “continuous flow” de- 
signs. 

One reason for the big cost 
differential between these two 
systems is that a continuous in- 
jection unit requires only a fuel 
supply pump — while a timed 
injection system for supplying 
individual amounts of fuel to 
each cylinder for each stroke 
must have both the supply pump 
and a complicated (expensive) . 
metering pump. 

At the American Bosch Detroit 
office, Ernest Von Mertens disclosed 


|that gasoline injection equipment 
| operating on “metering” principles 


has been developed for adaptation 
to American passenger cars. The 
American Bosch injection system 
now being operated on field test 
cars is not a modification of diesel 
equipment. It 1s said to consist 
entirely of units specifically de- 
signed for gasoline engine reyuire- 
ments. 

Fuel control is of the speed- 
density type. The pump is a new 
design—extremely simple and com- 
pact, with a face-cam operated 
single plunger embodying sleeve 
metering control. Von Mertens said 
the pump is available for any num- 
ber of engine cylinders up to and 
including modern V-8 configura- 
tions. Pump drive on present test 
cars is from the side of the ignition 


distributor shank. 
* * * 





HE throttle body is a simple 

casting containing the throttle 
plates, an automatic enriching 
device and fast-idle arrangement. 
Control pressures are taken from 
the throttle body and applied to 
the pump operator, which is an 


One common condition under |integral part of the pump itself. 
which the carburetor supplies less 


High-Speed Cuts— 


A special nozzle has been devel- 
oped by American Bosch to com- 
bine unusually low opening pres- 
sure with good spray character- 
istics. On current experimental 
installations, the nozzle is inserted 
through a threaded boss on the 
intake manifold. Location is just 
outside the inlet valve, with the 
spray directed downstream into 
the inlet port. 

The fuel supply pump is designed 
to maintain pressures above fuel 
vapor pressure at high ambient 
temperatures. It 
small in size. motor-driven, and of 


the positive displacement, pressure- | 
- | regulated type with separate return | 
‘| line to the fuel tank. This fuel loop | 


scavenges the entire system, and is 
intended to permit immediate, posi- 


Heavy cuts at high speeds can be made | tive starts under all conditions. A 
with this 125-horsepower, 32-inch LeBlond | small paper-type filter is included 
lathe installed at the Carboloy depart- in the system to protect the lapped 
ment of General Electric Co., Detroit. The | surfaces of the injection pump. 


lathe is used to test materials machina- 


bility with various grades of cemented-| Continuous-Flow Cheaper 


carbide tools and determine carbide life 


under all conditions. Speeds from 4. to Than Metered Injection 


1400 r.p.m. are maintained by electronic 
feed-back systems with less than | percent 
variation when full load is applied. 


STRIKING contrast is seen in 
the continuous-flow system de- 
signed by Ben Parsons, president 


is comparatively | 


|of Fuelcharger Corp. Cost-wise, in 
their present states of development, 
there apparently is no real compar- 
ison between the two basically dif- 
ferent types of injection system. 

Timed or metered equipment 
seems to be slated for a high-cost 
option, priced considerably above 
the automatic transmission. On the 
other hand, the consensus indicates 
that a mass-produced constant-flow 
system eventually could be manu- 
factured for a cost comparable to 
that of conventional carburetor 
systems. 

Heart of the Fuelcharger posi- 
tive-pressure injection system is 
an electric motor-driven fuel 
pump, which maintains a contin- 
uous, varying flow of fuel to noz- 
zles in each inlet port. Both the 

| fuel pump and its drive-motor 

are submerged in the gas tank 
(or just outside the tank, 
mounted below fuel level) to as- 
sure application of positive pres- 
sure from tank supply to jets or 
nozzles in the manifold. Jet loca- 
tion is just outside the inlet 
valve ports. 

When the engine is idling, or in- 
take manifold pressure rises as the 
driver eases up on the accelerator, 
less current is fed to the electric 
motor—which, in turn, drives the 
fuel pump at a slower speed. Thus, 
gas flow is reduced, giving a leaner 
mixture which is adequate for the 
decelerating condition. 

For acceleration, more current is 
fed to the electric motor, which 
speeds up the fuel pump so the 
engine gets a rich mixture when 
needed. 

Automobile manufacturers and 
potential injector system suppliers 
have shown considerable interest in 
the Fuelcharger system. This de- 
sign definitely is “in the running” 
for optional use on 1957 models. 

* * * 


DVOCATES of “timed” injection 

say that, although continuous- 
flow systems may give satisfactory 
high-speed performance, operation 
is inadequate for low-speed and 
idle conditions. They assert that 
individual metering offers the only 
practical] solution. 


“Continuous - flow” proponents, 
however, disagree. They say “it’s 
entirely a matter of design.” 
Parsons, for example, claims that 
improved low-speed performance 
actually is a point of superiority 
in his design. He said that a typi- 
cal improvement gained by Fuel- 
charger’s mechanical] distribution 
of fuel to inlet ports is to permit 
smooth idling at 150 r.p.m., in- 
stead of the 650 r.p.m. minimum 
now prevailing on some engines. 

Furthermore—to cite a commonly 
heard criticism of some “metered” 
type injection systems—there ap- 
pears to be some question about 
their ability to perform satisfac- 
torily at high engine speeds. Cur- 
rent high-speed difficulties reported 
in one of the well-known foreign 
injection designs is one bit of evi- 
dence along these lines. 


Another interesting phase of this 
controversy concerns practical limi- 
tations that sometimes prevent the 
complete transfer of theoretical 
ideas into actual practice. A hint of 
one such difficulty is contained in 
the question: “When is ‘timed’ 
injection really nothing more than 
a complicated means of getting 
‘continuous’ injection?” 

The answer may be “at high en- 
| gine speeds’—according to some 
| men who dig deeply into this ques- 
tion. Parsons, for example, says 
that tests with stroboscope equip- 
ment have proved to him that some 
people who think they have “timed” 
injection actually do have it at the 
pump—but overlap in “shot” dura- 
tion, combined with the practicali- 
|ties of getting fuel from pump to 
nozzles gives an effect that approxi- 
mates continuous injection at the 
nozzles. 
| Above engine speeds of about 
1,600 r.p.m., engine events happen 
so rapidly that Parsons reportedly 
has found that timed injection at 
the pump does not necessarily give 








the effect of separate timed injec- 
tion shots at the nozzles, because a 
shot begins before the previous one 
has had time to complete its pas- 





sage from the pump into the mani- 
fold or combustion chamber. 
* aa * 


Opinions Differ Regarding 
‘Horsepower Race’ Effect 


Witt spectacular power in- 

creases apparently in the offing 
when injectors come into wide- 
spread use, it is interesting to 
speculate on what may happen to 
the “horsepower race.” Engine com- 
partments now are about “filled 
up.” In addition, there appears to 
be a limit on what can be done 
merely by increasing bore, stroke 
and r.p.m. 

Some engine designers say that 
significant volumetric efficiency 
gains provided by injection sys- 
tems may furnish impetus to 
continue the sharp upward trend 
of engine power ratings. Maxi- 
mum power output gains of 10 | 
to 20 percent are expected from | 
conversion to fuel injection. 
One expert, however, hopefully 

states that the introduction of fuel 
injection may have the effect of 
ending the horsepower race by 
assuring vehicle performance “in 
another way.” His theory is that | 
the remaining important area for | 
performance gains and acceleration 
improvement is in the initial 
phases of getting under way from 
a standstill. 

Here, the advantage promised by 
injection systems is continuation 
of peak torque down to much lower 
r.p.m. For present-day production 
engines, the torque curve slopes 
rapidly downward at engine speeds 
below about 2,000 r.p.m. Since its 
action does not depend on air flow 
alone, the injection system can con- 
tinue to supply fuel needed to sus- 
tain torque near peak value at 
extremely low r.p.m. The perform- 
ance gains, then, will result from 
extension of maximum engine effici- 
ency and performance into the 
lower speed ranges. 








is expected to provide a final solu- 
tion to the automatic transmission 
“creep” nuisance. 

* . 7 


Many Injection Problems 


Stull to Be Overcome 


ON THE negative side, vapor 
lock and filtering are expected 
to offer more serious problems for 
injection systems than they do with 
carburetors. If fuel begins to vapor- 
ize in the system, a conventiona! 
fuel pump and carburetor may 
enable the engine to keep running 
under conditions where a fuel in- 
jection engine would be running 
rough or stop entirely, because 
basic design of the injector is such 
that it is sensitive to vapor in the 
lines, and the engine just wouldn't 
be getting any fuel. To avoid this 
trouble, it is likely that the entire 
system will be under pressure from 
tank to injector nozzles. 

Air and fuel filtering will be- 
come even more critical functions 
for injection systems than they 
are when a carburetor is used. 
This is particularly true for the 
metered type of injection, where 
fine clearances and lapped sur- 
faces must be safeguarded by 
filtration of particles as small as 
two millionths of an inch in size. 


During the first few years of 
usage on passenger cars, it is al- 
most certain that reliability and 
general maintenance requirements 
of fuel injection equipment will 
suffer by comparison with the 
highly developed carburetor. Even- 
tually, of course, it is anticipated 
that design refinements and service 
experience will lead to injection 
systems capable of operating for 
long periods without attention. 

Many authorities believe there is 
a great deal of misunderstanding 
concerning the fuel economy gains 
to be realized through use of fuel 
injection. Any increase in actual 
miles per gallon tank mileage ulti- 
mately depends on the familiar 
question of how the engine’s added 
potential is to be used. 





* * * 


ORE uniform fuel distribution 

to each cylinder is another 
important benefit attributed to fuel 
injection. With present carburetor 
systems, fuel distribution may vary 
as much as 12 percent from the 
leanest to the richest cylinder in a 
V-8 engine. 

One undesirable effect of this 
is to cause variations in power 
developed by each cylinder. An- 
other is that the engine must be 
supplied with fuel of sufficiently 
high octane number to satisfy 
the “worst” cylinder. 


One engine expert sums it up 
this way: “You can do things with 
an injector that you simply can’t 
do with a carburetor. For one 
thing, you can dump fuel directly 
into the individual cylinders or 
manifold passages — instead of 
pouring it into a central venturi 
and hoping it flows in the right 
direction.” 

Leveling out of variations in fuel 
distribution is expected to promote 
more effective use of fuel anti- 
knock qualities, as well as provid- 
ing gains in performance and econ- 
omy. 

According to fuel-injection en- 
thusiasts, additional side benefits 
will be improved starting and 
warmup characteristics. Adaptabil- 
ity of the metered injection system 
to very low-speed idle settings also 


A new six-stand hot rolling mill begins 


* * * 


N ESSENCE, the car manufac- 
turer will face a choice between 

giving the owner greater perform- 
ance or improved fuel economy. 
If past experience is any guide, it 
would seem that the balance will 
lean heavily toward added perform- 
ance rather than holding present 
performance levels and improving 
economy. 

Although a properly designed 
fuel injection system potentially 
appears capable of giving the 
driver a “more responsive car 
with added all-around perform- 
ance” the practical problem faced 
by American manufacturers to- 
day is simply “how to build a 
good injection system cheap.” 
Informed opinion indicates that 
the first injection systems to appear 
as optional equipment will have 
been developed to a _ reasonable 
level of reliability — and provide 
spectacular gains in car perform- 
ance—but fuel economy will just 
about equal that for the same car 
with a conventional carburetor 
fuel system. 

The competitive race for a suit- 
able injection system is so intense 
that a number of foreign designs 
are being considered, with prelim- 
inary negotiations already under 
way to provide for American li- 
censed manufacture if development 
programs pay off. 





McLouth Steel's New Rolling Mill— 


operating at the Trenton (Mich.) plant °f 


McLouth Steel Corp. The $25 million mil is capable of producing sheet steel up !2 
60 inches wide and has a capacity of 150,000 tons per month, it is said. The principal 


products will be carbon and stainless sheet and strip steel for Detroit auto plant:. 
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that only a very small percentage 
of car owners are sufficiently aware 
of belt protective value to actually | 
buy and USE seat belts. In their | 
present frame of mind, the vast 
majority will not pay out extra 
money for seat belts, nor will they 
consider it worthwhile to cultivate | 
the seat belt habit by overcoming | 
(or putting up with) restraint and 
other inconveniences. 
* * - 

AS a car manufacturer which is 

sincerely convinced that seat 
belts can aid in reducing injuries 
fulfilled its obligation to the public 
merely by making belts available— 
and doing nothing to educate car | 
owners by informing them of po- 
tential benefits ? 

I think not. And I’ve a hunch 
that some company managements 
will agree. The essential responsi- 
bility in this matter plainly tran- 
scends purely commercial consider- 
ations. It naturally follows, then, | 
that one or more makers will soon | 
launch a bold long-term program | 
to increase the understanding of | 
the advantages and limitations of | 
seat belts in automobile accidents. | 

Engineers who only recently 
have completed test programs 
and exhaustive data analysis in 
evaluating protective value of 
seat belts have done a capable | 
job of handling an extremely dif- 
ficult problem. 

However, most of them ' realize 
that they now enter a phase where 
they must face equally difficult 
problems (and battles for accuracy 
and objective appraisal) in “keep- 
ing the advertising boys in line.” 

Let’s hope that they succeed in 
suppressing exaggerated claims and 
one-sided presentations of seat belt 
merits. It’s vitally important that 
the public be given simple, concise 
statements of facts in this case. 
Seat belts are not in the category 
of “just another accessory.” To 
hundreds of people, they may mean 
the difference between living and 
dying during the next year or two. 

Information should be provided 
in a form that is completely ac- 
curate in details, and in such a 
manner that the “total impression” 
of each message is to leave people 
with a clear picture of what a seat 
belt may reasonably be expected to 
do ...and what it can’t do. 

* Rx * 


Stylists Like Injection 


Because It Lowers Hood 


DISCUSSION of fine points in 

engine design, and the relative 
merits of various fuel systems, 
might be thought of as one place 
where the stylist’s influence would 
not be encountered. Not so! There 
are those who say the stylist is an- 
other force pushing engine design- 
ers toward use of gasoline fuel in- 
jection. 

The reason is that hood height 
may be lowered four to seven 
inches when the carburetor is re- 
placed by an injection system. 
Design considerations normally 
locate the carburetor symmetri- 
cally with respect to intake ports. 
As a result, the carburetor and 
air cleaner usually are “sticking 
up somewhere near the center of 
the engine.” 

Stylists who have wanted more 
freedom to alter the shape of the 
car’s front end were happy to note 
that, with fuel injection, the air 
cleaner may be moved to a loca- 

tion where it need not protrude 
above the engine. One foreign car, 
for example, has the air cleaner 
mounted ahead of the engine. The | 
injector pump likewise need not be 
centrally located. It can be posi- 
tioned wherever a drive is con- 
venient. 

I suppose this explains why, in 
a discussion of fuel injection, one 
engineer (veteran of wraparound 
wars) told me: “Sure, there are 
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many engineering and cost argu- 
ments on both sides of this ques- 
tion. But I suppose the issues will 
be resolved in favor of injection 
about the time stylists come to re- 
alize that it will let them lower the 
hood another six inches.” 
* * * 


Greater Control Claimed 


With New Power Brake 


bar bites just received word from 
inventor Glenn Randol that his 
unusual new power brake is about 
to go into production. Available in 
several different designs to suit in- 
dividual installation requirements, 


the brake is said to provide desir- | 
able features of control not found | 


on current production designs. 
Randol says the device retains 

all the standard master cylinder 

functions as well as having an im- 


portant built-in automatic control | 


| initially by a sudden thrust of the 
| pedal, a patented mechanism comes 


| boost application until it can be 
|brought in to assist pedal opera- 





to offset the usual effects of too- | 
| Sign is such that the power mem- 


rapid depressing of brake pedal. 
The design is said to avoid the 








usual drawback which causes 
criticism of some power brakes 
in which the pedal is so “sensi- 
tive” that unintentionally abrupt 
application of power boost locks 
the wheel and tends to throw car 
occupants forward out of their 
seats—sometimes leading to loss 
of control or a potentially dan- 
gerous skid. 

With the Randol design, it is 
claimed that if brakes are applied 


into action to block the power 





tion smoothly and without abrupt 
shock. 


Although I haven't yet had the 
opportunity to try this brake my- 
self, the inventor asserts that—at 
relatively low cost—it provides 
power braking safely with reduced 
pedal effort, even on wet or icy 
pavement. Randol says you obtain 


the advantages of fully controlled, | 


predictable response from a “really 
safe” power brake. 

An additional feature is that 
“power-off” pedal effort should no 
longer be a problem since the de- 


ber and return spring are not op- 
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Michigan Tool Gear Laboratory— 


A gear development laboratory has been established at the main plant of Michigan 
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Tool Co. in Detroit. Concentrated here, the company says, are all the facilities to 


develop tooling, manufacturing setups and working designs of new gearing. 


erated when the power device is | 


applied directly by the pedal. 


I'M YOUR 


IN GETTING 


start with 


Millions of magazine readers, are 
getting to know PETE PENN, our Oil 
Drop Character, through the pages 
of these leading publications. 





tial 


manufacturer are 
| inoperative and brakes are to be/| nearing completion. And it is an- 


reported 


ticipated that the brake will appear 


| Final negotiations with a poten- on the market later this year. 


HEALTHY PARTNER 


MORE OIL PROFITS 


Motorists are getting mighty confused about 
today’s motor oils and the part that chemical 
additives play in making them. 


That’s why I have such a strong story for you 
to tell if you carry a brand of Pennsylvania 
motor oil: 


Regardless of the refining and regardless 
of the additives, the quality of the basic 
crude oil is the most important factor 


in any motor oil’s lubricating quality. 


You'll get increased profits through more satis- 
fied customers, more repeat business, more 
people coming to you for oil changes, when you 
sell them a brand of Pennsylvania motor oil. 


Today’s BEST Oils 


Nature’s BEST Crude 
-..and that means PENNSYL VANIA! 
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Portable Seam Welder 


Designed for Flexibility 


The Progressive Portable Seam Welder 
is said to weld 200 feet per minute. It will 
weld at a 180-degree vertical axis and 
a 360-degree horizontal axis. It is lighter 
than previous models. 

Contact brushes are of silver and are 
segmented into four parts with spring 
pressure under each part. Pressure up to 
700 pounds is applied on the welding 
wheels by an air cylinder. ; 

The lower wheel is driven by an air 
motor through a reduction gear box. Pro- 
gressive Welder Sales Co., 3070 E. Outer 
Dr., Detroit 34, Mich. 


Torque Converter Catalog 


An eight-page catalog on the Torcon 
torque converter line is now available 
from the transmission division of Clark 
Equipment Co., Falahee Rd., Jackson, 


Mich. 
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Fluid Drives Feature 


No-Load Starting 


Type VS Class 2 Gyrol Fluid Drive is a 
line of self-contained drives featuring 
stepless speed control and practically no- 
load starting. The units come in a range 
of speed adjustments for both variable 
and constant torque loads. 

The drives are available in six sizes 
from 7Y_ to 800 horsepower for operating 
speeds up to 1,800 rpm. The welded steel 
housing serves as an oil reservoir. A 
turbine type regenerative oil circulating 
pump delivers oil for the working circuit 
and for lubrication. American Blower 
Corp., Tireman at Roselawn Aves., Detroit 
32, Mich. 


Oil-Tight Push Buttons 


A 16-page bulletin, GEA-5779B, issued 
by General Electric Co., Schenectady 5, 
N. Y., describes the firm's line of oil-tight 
push buttons, selector switches and ac- 
cessories. It also contains dimensions and 


contact ratings of all units. 
+ 





Die Casting Machine 
Heavier, Higher Speed 

Higher speeds are claimed for the Kux 
Model BH-30 die casting machine. The 
machine, a plunger gooseneck type for 
zinc, lead or tin die castings, has been 
increased in weight to 24,000 pounds by 
use of heavier plates, tie bars and base. 
It has a die space between tie bars of 
324% by 17% inches. The die separa- 
tion stroke is 12 inches deep. The model 
is fully automatic, with each cycle phase 
controlled by electric timers. Kux Machine 
Co., 6729 N. Ridge St., Chicago 26, Ill. 

a 


Testing Machine Guide 


Offered by Manufacturer 


An eight-page guide (RG-14-55) to the 
selection of testing machines has been 
published by Riehle Testing Machines, a 
division of American» Mdchine and Metals, 
Inc., East Moline, Ill. 

Two entirely new units are described: 
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1. A “complete package” creep testing 
machine specially designed and fixtured 
to assure axial loading of specimens and 
to accommodate a wide variety of furnaces 
and specimen sizes; 2. A lightweight, port- 
able hardness tester whose accuracy is 
reported as comparable to a bench type 
machine. 





Testing Chamber Comes 


In Three Ranges 


The “Tenney-Mite"” is a multi-purpose 
testing chamber for laboratories and me- 
dium-sized shops. It operates as a low 
or high temperature testing unit, a bath 
or a laboratory oven. 

Interior capacity is 1% cubic feet. Three 
low temperature ranges are offered: 
-40F, -100F and -120F. Reported pull- 
down on the basic -100F model is approx- 
imately 60 minutes. Tenney Engineering, 
Inc., 1090 Springfield Rd., Union, N. J. 

es 


Communication System 


Information on the TelAutograph tele- 
scriber system is contained in a booklet 
issued by TelAutograph Corp., 16 W. 
Sixty-first St., New York 23, N. Y. Sche- 
matic diagrams help clarify problems in 
interdepartmental communications. 

* 
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Power Steering Booster 
Has Double-Tube Design 


Vickers Series $22 is an oil-hydraulic 
power steering booster for small vehicles. 
It is designed for material handling vehi- 
cles in the 4,000 to 10,000-pound axle 
loading class, farm machinery having 
power ratings of 40 horsepower and up, 
buses in the 4,000 to 5,000-pound axle 
loading class, trucks and construction ma- 
chinery. 

The unit has a double-tube construction 
which eliminates assembly tie rods. The 
annular space between the double cylinder 
walls is utilized for booster oil flow, 
avoiding the need for external piping. 

The booster comes in two models, 81- 
inch maximum stroke and 10% inch. The 
piston rod is forged integral with the 


ball stud housing. Vickers, Inc., 1400 Oak- 
man Blivd., Detroit 32, Mich. 
* mm 7” 





Movable Fire Wall Offered 
For Industrial Partitions 


A light gauge steel, movable fire wall 
is offered for use as an interior partition 
within industrial plants. The wall is said 
to have a 155-minute fire rating. 

The wall is constructed of 18-gauge 
steel with a 4-inch gypsum board core. 
Panels are two feet wide and up to 30 
feet in length. 

Fabrication of the wall is done during 
erection. Paint can be applied if desired. 
Building Panel division, Detroit Steel Prod- 
ucts Co., 3519 Griffin St., Detroit 11, Mich. 
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Cone-Drive Speed Reducers 
Offered as Motorized Unit 


Cone-Drive double-enveloping worm 
gears speed reducers are now available 
as motorized units in both standard ex- 
tended shaft and shaft mounted models, 
with worm over, under or vertical. They 
| can be wall, ceiling or floor-mounted in 
}any position. Cone-Drive Gears division, 
Michigan Tool Co., 7171 


Rd., Detroit 12, Mich. 
=. * 
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Pressure Switch Designed 
For Easy Installation 


A gasket-mounted pressure 





is 
said to provide ease of installation, main- 


switch 


tenance and replacement on _ hydraulic 
Presses and other industrial oil-hydraulic 
equipment. Designated Series SGI-02, the 
switches are available in three models: 
100 to 1,000 psi, 100 to 2,000 psi, and 
500 to 5,000 psi. Nominal current rat- 
ings are 10 amperes at 110-125 volts 
AC for 1,000 psi size, five amperes at 
220-250 volts for the 2,000 psi size, and 
three amperes at 440-460 volts for the 
5,000 psi size. Vickers, Inc., 1400 Oak- 
man Bivd., Detroit 32, Mich. 
* x 





Automatic Unit Feeds 


Bars to Grinders 


Model 1700 B automatically feeds bars 
and tubes to centerless grinders, polishing 
machines and heat-treating and hardening 
equipment. 

The model shown above conveys parts 
one-quarter to 1% -inch diameter and six 
to 26 inches long at any desired speed 
of five to 20 feet per minute. Other mod- 
els are available up to 60-inch length. 
Feedall, Inc., Willoughby, O. 


Metal Oxide Type Sealer 
Features Fast Setting 


A metal oxide sealer is said to have an 
unusually’ short sealing time, can be used 
with all known types of welding alloys. 


E. McNichols 







The seal, a vehicle carrying minerals and 
metal oxides, is claimed to effectively | 
| eliminate microscopic porosity in sand | 
| and die castings. | 

Porlox Seal is recommended for use in 
advance of machining operations. It comes 
in three types, A, B and C, which differ 
only in size and quantity of oxide par- 
ticles. Prenco Products, Inc., 507 E. Ten | 
| Mile Rd., Hazel Park, Mich. 


# * * 
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High-Speed Carton Sealer 
Uses Liquid Glue 


The Lezam sealer uses liquid glue to 
| seal cartons instead of gummed tape or 
stapling. It can also be used for applying 
| ungummed labels. Ever-Seal Industrial 
|Glues, Inc., 520 Fifth Ave., New York 


| 





136, N. Y. 


Packaging Cushioner Made 


Carbion is a biondulated cushioner 
made from crimped forged fibers. The 
paper product is made without glue at 
high temperatures and pressures. 


Carbion has four major and two minor 
dispersion patterns said to give it more 
cushioning and recovery properties for 
| use in packaging than material with two 
| impact dispersion patterns. Sherman Paper 
Products Corp., Newton Upper Falls 64, 
Mass. 





Under High Temperatures 








Eight-Station Machine 
Welds at High Speed 


An eight-station index machine is said 
to produce up to 720 welded assemblies 
per hour. 

Basically, the machine consists of a 
welded steel frame, standard or speciol 
welding head, electric control cabinet, 
24-inch index table and a '/2-horsepower, 
motor driven mechanical drive. 

The index table is driven by a motor- 
ized cylindrical cam which, it is claimed, 
gives exceptionally smooth trapezoidal ac- 
celeration characteristics. Expert Welding 
Machine Co., 17144 Mt. Elliott Ave., De- 
troit 12, Mich. 





Lima Electric Motors 
Offer Small-Base Line 


A complete line of AC industrial elec- 
tric motors are being marketed by Lima. 
The motors are built to the new NEMA 
standards. Features include better protec- 
tion, double-end ventilation, double-width 
prelubricated sealed ball bearings and 
greater horsepower with smaller size. 


All standard ratings are available, in- 
cluding 30 horsepower. Lima Electric Mo- 
tor Co., 18 Findlay Rd., Lima, O. 

* 


* * 





* x * | 


Tool Room Wheels 


“V40 for Tool Room Grinding” is 3 /| 
brochure issued by Carborundum Co., 
Niagara Falls, N. Y. Included is a too! 
|room chart with recommendations for 
grinding high-speed tool and die steels 
with the V40 line. 
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Four Power Sweeper Models 


| Offered for Industrial Use 


A new line of power sweepers features 


| Filter-Vac dust control, automatic dumping 


and large hopper capacity. 


The four models offered have a range 
of sweeping paths from 24 to 58 inches, 
and a maximum sweeping coverage of 
more than 100,000 square feet per hour. 
Wayne Mfg. Co., Pomona, Calif. 

* * 





Predetermining Counter 


Is Reset by Motor | 


The Model F 281ERS is an electrical | 
impulse counter, presettable in seconds 
for any number up to 100,000. On reach- 
ing the set number a switch is thrown and 
the counter resets itself automatically by 
motor for the next cycle. 


The counter also is resettable by signal 
or manually. It may be reset during the 
cycle without changing the setting, and 
it gives a visible progress count. Presin 


| Mounted on the monorail supporting 
| conveyor, the two brushes, powered on a 





Chain Brusher Cleans 


Overhead Conveyors 


The chain brusher is designed to ‘e- 
move dust and dirt which sticks to lutri- 
cating oil on overhead conveyor chai.s. 
ine 


one-horsepower motor, bear against the 





Co., 802 N. Fairfax Ave., Los Angeles 
46, Calif. 





chain. Fuller Brush Co., Machine divisicn, 
Hartford 2, Conn. 
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The Unknown 
Quest for Knowledge 


Told by Scientist 


PROVIDENCE.—Industrial prog- 
ress is linked to a great extent to 


knowledge that does not now ex-| 


ist, according to Dr. Daniel Alpert, 
manager of the Westinghouse Re- 
search Laboratories’ physics de- 
partment in Pittsburgh. 

Speaking before the Providence 
Engineering Society, Alpert said 
that it takes about 10 years for an 
industry or the public to derive 
benefit “from the acquisition of a 
new piece of fundamental knowl- 
edge.” 

He said that a large portion of 
Westinghouse research activities is 
aimed at obtaining information 
that has nothing to do with the 
development of a special product 
or the commercial application of 
& process. 

Citing as an example of the way 
research scientists “shoot in the 
dark,” Alpert said that in 1937 
Westinghouse erected the first in- 
dustry-built atom smasher with no 
thought of securing useful energy 
from the nucleus. 
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Technical News in Brief 





Automotive engine valve life can 
be doubled with a new aluminum 
coating technique, four General 
Motors scientists have reported to 
the Society of Automotive Engi- 
neers. 

The system has been used before 
on exhaust manifolds, heat ex- 
changers and turbine-engine com- 
ponents to protect against oxida- 
tion and corrosion, but this is the 
first application to the moving 
parts of an engine, they said. 
According to the GM engineers, 
coated valves last more than twice 
as long as uncoated valves. 

* * + 


Computer Report 


“Proceedings of the First Con- 
ference on Training Personnel for 


the Computing Machine Field” is 


|now available from the Wayne 
| University Press, Detroit 1, Mich. 
|The cost is $5. 


| Reactor Ordered 


A contract for the design, engi- 
neering and construction of a 
nuclear reactor has been awarded 


* 


MOND ILAUNID 
WELDING NUTS 


eee Make Tough Jobs Easy! 


‘has a die area 11% feet long and 


of Aluminum Co. of America. It 
|was supplied to Alcoa under a 


by Battelle Institute, Columbus, O., 
to American Machine & Foundry 
Co. 

The reactor, one of the first to 
be owned and operated by a private 
organization, will be a key com- 
ponent in the atomic research cen- 
ter Battelle is building 15 miles 
west of downtown Columbus. 

* * * 


Standard Samples Issued 


A circular describing various 
Standard samples issued by the 
National Bureau of Standards is 
now available from the Govern- 
ment Printing Office, Washington 
25, D.C., at a cost of 25 cents per 
copy. 

The title is “Standard Samples 
and Reference Standards Issued by 
the National Bureau of Standards.” 

* * + 


Pennsalt Offers Coating 

A new resin coating to protect 
against humid and corrosive atmos- 
pheres has been developed by the 
corrosion engineering department 
of Pennsylvania Salt Mfg. Co. 

Pennsalt says its Thick-Coat can 
be used on new or corroded metal, 
concrete and wood equipment and 
structures or surfaces exposed to 
fumes, corrosive-chemical-laden at- 
mospheres or spillage of corrosive 
chemicals. 

* Ed * 


Giant Press Installed 


An 8,000-ton press has begun 
operation at the Cleveland works 


lease arrangement with the Air 
Force. 


The press, which is 55 feet high, 


4% feet wide. The working stro‘ce | 
is 6 feet. 
+ * * | 


Test Labs Listed 


The American Society for Test- 
ing Materials has published its 


itures will increase 9 percent this 
year, according to Howard F. 
McCullough, general manager of 
the service shops department of 
General Electric Co. 

McCullough based his estimate 
on the increasing use of automa- 
tion. In order to meet the problem, 
he said, General Electric plans to 
expand its service shops operations. 

* od * 


Welding Films Offered 


Two new color films on alumi- 
num brazing and welding are avail- 


able on a loan basis from Associa- 


tion Films, Inc. 

Copies are available from the 
firm’s libraries at Board at Elm, 
Ridgefield, N. J.; 79 E. Adams S&t.. 


Chicago, Ill.; 1108 Jackson St., Dal- | 


las, Tex. and 351 Turk St., San 


Francisco, Calif. 
* = * 


Standards List Grows 
There are now 1,440 American 


standards in use in the U.S., ac- | 
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HOUSING 


cording to the annual report of the | 


American Standards Assn. 
There were 152 standards ap- 


proved last year, according to| 


George F. Hussey jr., managing 
director. Of these, 64 were new 
standards and 88 were revisions. 
The greatest number of new stand- 
ards was in the e'ectrical fic!d. 


REPLACE 


‘Dry’ Fluid Drive— 

The operating principle of Flexidyne, a 
|dry fluid drive introduced by Dodge, is 
| shown in the above drawing. The new 
| drive is said to give maximum protection 
against shock and overloads. 
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If you’ve got a product involving metal fabricating, 
fastening or assembling, chances are you can use Mid- 
land Welding Nuts to big advantage. 


They come in all sizes for every-sized job. Welded 
to the part or parts concerned, they don’t have to be 
held while bolts are turned into them. Thus one man 
can often do the work of two. 


And they’re indispensable when it comes to those 
tucked away, hard-to-get-at places. Welded in advance 
to those inside spots where it is difficult—or impossible— 
for hands or tools to reach, Midland Welding Nuts hold 
fast while bolts are turned into them. 


If you’re a designer, you'll want to know about these 





|“Directory of Commercial and Col- 
|lege Testing Laboratories,” which 
llists the locations of testing lab- 
|oratories prepared to undertake 
testing on a fee basis. 

| Copies are available at $1 each 
Testing Materials, 1916 Race St., 
|Philadelphia 3, Pa. 


* * * 


GE to Expand Service 


The nation’s maintenance expend- 


‘Masten to Open 
‘Plant on Coast 


WORCESTER, Mass. — A new 
plant for the manufacture of grind- 
ing wheels is being equipped and 
will be opened 
Jan. 1 at Santa 





Norton Co. 


ton plant, said to 
be the first on the 
West Coast to 
manufacture a 
full line of vitri 
fied, organic and 
diamond wheels, 
will begin pro- 
duction late this 


G. A. Garrison 
| year. Renovating and equipping the 
| plant will cost about $1 million. 

George A. Garrison has been named 


plant manager. He was formerly 
superintendent of packing and 
|shipping at the Worcester plant. 
Steel 
(Continued from Page 15) 


leoated steel 
coated with copper, brass, nickel, 


from the American Society for | 


Clara, Calif., by | 


The new Nor- | 


or electrolytically | 


chrome, zinc or lead alloy in nat- | 


time and labor-savers, too. Midland Welding Nuts will 


solve and simplify many of 


your problems, too. 


Write or phone for complete information! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue 


¢ Detroit 11, Michigan 


Export Department: 38 Pearl St., New York, N. Y. 


Manufacturers of 


Automobile and Truck Frames ° 


Air and Vacuum Power Brakes 


Air and Electro-Pneumatic Door Controls 





ural, planished or buffed finishes. It 
can be hot dip coated with lead 
alloy or tin, and lacquer coated | 
either clear or colored. 

“Pattern Designed” strip is being | 
produced at Thomas in widths up| 
to 18 inches, and in thicknesses | 
from .010 to .125 inches, depending | 
on the pattern, the type of coating | 
and the finish required. 

It is said to reduce or eliminate 
plating costs, and save on inter- 
mediate cleaning and buffing oper- | 
ations. 
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WHAT HAVE HUD‘ 





Hudson gross margin highest in industry; no factory 
overloading! New fund paying sizable cash amounts 
per car, added to an already liberal discount structure 
and area bonus plan, gives Hudson dealers the best 
profit position in the business! Add the fact that 
Hudson dealers aren’t overloaded, are shipped cars 
only on order, and you’ve got the ideal setup for 
high-paying business. 


Hudson Motors Division of Amerit 





Rambler trades 70% in popular models of the low- 
price three. Exclusive Rambler fits the smaller-car 
market that the low-price three have abdicated; has 
the price, the features, and everything people want. 
It brings in steady flow of trades in popular models. 
The Rambler is one of the hottest, fastest-moving 
used cars in markets from coast to coast. 





Used Hudsons are worth more, have high resale 
value, because there is more unused mileage in them. 
Practically every Hudson on the road today is of 
single-unit construction — rattleproof, twice as rigid. 
This kind of durability cuts down your reconditioning 
costs, reduces your adjustments with used-car buyers. 
Hudsons serve their second owners so well that you 
build good repeat business with satisfied buyers. 





THAT YOU Hi 


Brilliant line of high-styled, 
all-new V-8’s and 6’s in 
the low, the medium, and the 
medium-high-price field 
(covering 95% of the market) 
is just one of adozen — 

big advantages in 
new Hudson franchise 
for dealers. 








ION DEALERS GOT 








VENT GOT? 


Fo magne tags sim 


Hudson sales more than 2 to 1 over last year. Widely 
acknowledged “the most beautiful performers of them 
all,” Hudson for 55 quickly caught the public fancy; 
now shows a retail-sales increase of 119% over a 
year ago. Only Hudson offers all eight exclusive 
features that competition cannot match. This new 
Hudson line builds prestige for the dealership. 


“Disneyland,” smash-hit TV show, heads up finest 
factory backing for dealers. Hudson dealers have tele- 
vision’s No. 1 show, reaching 50 million people. Davy 
Crockett, the idol of millions, tops this hit parade of 
dealer support, which includes strong newspaper, 
magazine, and local-area advertising programs. Sales 
training, service training aids and merchandising helps 
round out this great program of dealer support. 


A 





Hudson a major division of powerful, progressive, 
new American Motors Corporation. With Hudson, 
you’re a part of a dynamic, new group — one of the 
Big Four of passenger-car producers — with a genuine 
factory-dealer partnership. For complete information 
on the liberal Hudson franchise, contact N. K. Van- 
Derzee, Vice President in Charge of Sales, at the 
address below — or your nearest Hudson Zone Office. 


14250 PLYMOUTH ROAD, 
DETROIT 32, MICHIGAN 


an Motors Corporation 
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Alcoa's Giant Presses— 

Two giant presses, of 35,000 and 50,- 
000 tons, have been installed in the 
Aluminum Co. of America plant in Cleve- 
land. The United (front), the 35,000-ton- 
ner, and the Mesta, 50,000-tonner, can 
be used for the making of automotive 
parts, although their first assignment will 
be aircraft structural components for the 
Air Force. 


Engineers Urged 
To Defend Role 


Of Automation 


WILMINGTON, Del.—Engineers 
should take the lead in creating 
understanding of technology if the 
problems of its advance are to be 
solved, Henry B. duPont, a vice- 
president of E. I. duPont de 
Nemours and Co., Inc. told a dinner 
meeting of engineering professors 
who made a two-day tour of the 
company. 

He cited the present controversy 
over automation which, if we were 
to believe half of what we hear 
about it, is a mysterious new force 
invented by Buck Rogers and oper- 
ated by Space Cadet—pure science 
fiction. 

“Automation is, after all, nothing 
more than a logical extension of 
technology and only one more step 
in the centuries-old development of 
tools to increase output and pro- 
ductivity,” he said. 

“We can only hope that, in time, 
engineers will become more vocal 
and more articulate in telling the 
story of technical achievements. 
Too often the story is mistold by 
the detractors of technology, or at 
least by those who have been in- 
different to its importance,” du- 
Pont said. 
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Production Runs Increasing . 


Plastic T: vols Gaining 
Favor in Auto Plants 


(Continued from Page 15) 


piece and experience and ability 
of the die builders and users. 

The amount of development work 
now being done by both large and 
small companies is a sure indica- 
tion that plastic dies will play an 
increasingly important role in the 
automotive field. 

Chrysler Corp. has been among 
the leaders in developing and using 
plastic materials for tooling and 
dies. John Koons, staff assistant to 
operating manager Carl Snyder, 
says that production runs of 2,500 
parts on major panels for a cab- 
over-engine truck now are com- 
monplace in their operations. 

+ * + 


Save Time and Money 


IKE most men who look for 

places to apply plastic die tech- 
niques, Koons usually narrows the 
decision down to the simple ques- 
tion of potential savings in time 
and money. 

To take a hypothetical example: 
If you can build steel dies for 
$50,000 and plastic dies for $10,000 
to make a part where you require 
only 5,000 pieces, instead of the 
million you could produce on steel 
dies—then a nod to plastics often 
is in order. 

In a typical case, you then may 
be able to produce or purchase 
plastic dies and have them avail- 
able within three weeks, instead 
of 18 weeks for metal die fabri- 
cation. 

In truck production, plastic dies 
permit a manufacturer to offer an 
extremely large choice of models. 
He may find it economically feasi- 
ble to offer 350 different truck mod- 
els. Or, by use of plastic dies, he 
may find it possible to tool up at 
relatively low cost to produce a 
special run of 1,000 trucks tailor- 
made for an individual fleet buyer. 

Similarly, in passenger-car pro- 
duction, plastic dies potentially may 
facilitate more frequent model 
changes, as well as offering low- 
cost tooling for manufacturing an 
increasing variety of relatively low- 
volume special models. 

They also may furnish the prac- 
ticable means of “no-risk” market 
sampling — where a manufacturer 
may decide to run-off 1,000 special 
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cars to test public reaction and the 


market potential of a new feature. 
* * ok 


New Method Developed 


At Saviano Plastic Tooling Co., 
Arnold Saviano disclosed that 
his organization is building plastic 
dies by a new technique that uses 
steel weldments for the basic die 
structure. Saviano says that exten- 
sive experience in this field has en- 
abled his company to develop auto 
roof dies, for example, which are 
good for 20,000 panels before re- 
surfacing — after which another 
20,000 panels may be produced if 
desired. 

The step-by-step procedure by 
which a plastic roof die is built- 
up by Saviano’s firm is as fol- 
lows: (1) Make female shape of 
the part itself; (2) develop and 
shape die binder ring; (3) polish 
female mold; (4) laminate against 
female mold, using 30 to 60 lay- 
ers to build-up fiberglas thick- 
ness to one-half inch or more; 
(5) suspend completed steel fab- 
rication over lamination in cor- 
rect position; (6) bond lamina- 
tions to steel by filling cavity with 
epoxy casting resin; (7) wax up- 
per ring and punch to represent 
metal thickness, then laminate on 
top of wax with fiberglas cloth; 
(8) suspend lower die over lam- 
inations in correct position; (9) 
repeat above process for mating 
die; (10) remove dies for trim, 
cleanup, etc. 


When plastic materials are used 
wisely and with good common 
sense for tooling operations, sub- 

stantial savings 

in both time and 
money can result, 
according to 

George M. Rice, 

sales director of 
’ Ren-Ite Plastics 

Inc. An outstand- 

ing advantage of 

plastic is that it 

can be cast or 

molded with in- 

expensive tools. 

and a minimum 
of time and labor, to close dimen- 
sional tolerances, with little or no 
machining or spotting. 

Rice says that epoxy plastic ma- 
terials has many advantages over 
the phenolics and polyesters for 
tooling applications. Shop use as a 
tooling plastic is said to be facili- 
tated by the epoxy’s better physical 
properties and dimensional sta- 
bility. Repairs and engineering 
changes also are claimed to be sim- 
pler with epoxy plastics. 


This type of plastic is an all-pur- 
pose material for making dies, mas- 
ter models, keller fixtures and spot- 
ting racks. Additional uses include 
checking and assembly fixtures, 
drill jigs, casting materials, proto- 
type parts, die development and 
master layout templates. Epoxy 
plastic can be bonded to steel, cast 
iron, ceramics, glass and wood, and 
can be cured at room temperatures, 
with only contact pressure. 


Speaking in Los Angeles at the 
Tenth Annual Technical Confer- 
ence conducted by the Society of 
Plastics Industry, Rice stated that 
plastic tools expedite and coordi- 
nate the entire tooling program— 
while reducing overall costs. A sub- 
stantial weight saving also was 
claimed for most plastic tooling 
designs, in comparison with con- 
ventional metal types. Current use 
of reinforced plastic tools in the 
automotive industry includes the 
ane applications, according to 

ice: 





G. M. Rice 


* * 


Plastic Uses Listed 


Gun Panels: The skin panel or 
prototype part may be the same 
thickness as the steel part, hence 
gives the tool engineer a sample 
piece many weeks before comple- 
tion of dies. Setup for the entire 
stamping operation often may be 
completed working from the plas- 
tic panel. Plastic parts may be 
mounted on a chassis, the same as 
production parts, and can be used 
for show purposes, model photo- 





Plastic Forms Steel— 


Typical of current Chrysler operations 


with plastic dies is this cold-rolled steel | 


panel made for an export vehicle. Chrys- 
ler’s latest plastic dies require no steel 
inserts for critical die wear-point protec- 
tion or formation of beads on the stamped 
part. Wrinkles on trim metal were ef- 
fectively stopped by beads in epoxy- 


fiberglas die shown above. Die construc- | 


tion time was three weeks. 

* * o 
graphs and certain types of road 
test programs. 

Die Model Duplications: As soon 
as the single wood model is com- 
pleted, engineers may order as 
many plastic duplications as needed 
for all phases of work. All depart- 
ments can be working on the same 
model at the same time, completing 
their portion of the tool program 


|ahead of the die completion date 


’!for steel. 


or at the same time. 
Checking Fixtures: Single or 


| multiple plastic duplications con- 


structed to master models or to 
plastic die model duplications for 
checking all types of production 
can be made quickly and accu- 
rately and—according to Rice— 
at less cost than their metal 
counterparts. 

Spotting Racks: Reinforced plas- 
tic materials have simplified this 
important aid to hand grinding and 
polishing of punches with com- 
pound contours to remove tool 
marks and bring the surface of the 
punch to exact dimensions and 
contour. A plastic rack usually can 
be made in a few days to exact 
dimensions, at less cost than by 
former methods. 

Plastic Dies: Plastic dies can be 
made in a few weeks, as compared 
to the usual four to eight months 
Actual costs have been 
maintained by one of the large 
users of plastic dies, who claim 
that, from initiation of the pro- 
gram, plastic dies usually 





less of size or shape. 
| * * 





cost ' 


about 20 percent as much as stee! 
dies. Some breakdowns, which 
would constitute a “minor crisis” 
when using metal dies, result in 
“minor repair” on plastic dies. Try- 
out time is said to be not more 
than 20 hours for each die, regard- 


Some Were Disappointed 


7s RETAIN a proper perspective 
on plastic die progress, it 

helpful to keep in mind the esse 
tial reasons why die-makers an 
car manufacturers have shown 

much interest in the new tec! 
niques. In simplest terms, they ob- 
viously did not introduce plastic 
dies into their already complex 
operations merely for the sake of 


1 Okt a 


\“being revolutionary.” 


On the contrary, the new tooling 
ideas have won a place only on the 
basis of realistic, hard-headed ap- 
praisals of their potential advan- 
tages. As is often the case with 
many new ideas, they occasionally 
were “oversold” and mis-used, with 
the result that a number of people 
have had some sad experiences. 

* - * 


Future Outlook Bright 


A§ RECENTLY stated by Rob- 


ert Grayson, sales manager of 
the Marblette Corp., “plastic tool- 
ing progress is less dependent on 
the emergence of ‘perfect’ tooling 
resins than on industry’s adoption 
of plastic materials for the pur- 
poses to which they are best 
suited.” 

Although not a “miracle - work- 
ing” medium, there’s no longer 
doubt that plastic has earned a 
permanent place among die and 
tooling materials to be considered 
on a comparative basis for specific 
applications. 

Open-minded personnel, and 
the gradual build-up of “know- 
how” in this new field hold the 
keys to effective exploitation of 
plastic’s peculiar advantages for 
certain uses in tooling, produc- 
tion dies, and die tryout before 
fabrication of expensive metal 
dies. 

As an indication of things to 
come, one expert in fabrication and 
use of plastic dies points out that 
lengths of production runs for such 
tooling has increased steadily and 
predicts that plastic dies will be 
entirely feasible for making 50,000 
to 100,000 parts within a few years. 

Another authority, with extensive 
experience in plastic dies design 
and construction, looks forward to 
the day when casting resins will 
develop sufficient strength and 
wearing qualities to make fiber- 
glas laminations unnecessary. 
—JoHN T. BeNepIcT 
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Minute Flaws Appear as Chasms.. . 





Electricity Hunts Out 
Defects in Tubing | 


CLEVELAND. — Waves of elec- 
tric current, racing around the 
circumference of welded steel pres- 
sure tubing, are providing Republic 
Steel Corp. with a weapon in the 
never-ending battle to search out 


the tiniest of potentially dangerous | 


defects. 

Such flaws as holes, whose 
diameters are measured in hun- 
dredths or even thousandths of an 
inch, appear as yawning chasms 
to these inquisitive currents as 
they silently flow through the 
walls of the tubing. Like pedes- 
trians avoiding a hole in the side- 
walk, they swerve to one side 
to avoid the defect and then 
continue on their way. 

However slight the lateral move- 
ment of these currents, it is enough 
to betray the presence of a defect 
to a series of small electronic 
detector coils which comprise the 
heart of the Farrowtest process 
now in use at plants of the Repub- 
lic Steel Corporation’s Steel & 
Tubes division. 

Instantly, the coils, depending on 
the sensitivity and adjustment of 
the Farrowtest control circuit, can 
stop the passage through the ma- 


Ohio Pike to Boast: 


2,442 Road Signs 


Made of Aluminum 
PITTSBURGH.—Some 2,442 alu- 


minum signs are being installed on} 


the new 241-mile Ohio Turnpike. 
The aluminum sheet and extruded 
panels for the informational and 
regulatory signs are a product of 
Aluminum Co. of America. 

The first 21-mile segment of the 
superhighway was opened to the 
public Dec. 1. 

The large highway signs will vary 
in measurement from 4 by 7 feet 
up to 10 by 20 feet. A majority of 
these signs will appear at the in- 
terchange approaches and exits and 
service plazas. 

This application of aluminum 
highway signs is one of the largest 
of its kind in the country. The use 
of extruded aluminum panels by 
Alcoa in making the large signs 
has resulted in the development of 
a brand new sign-construction tech- 
nique. 


This technique makes it possible | 
for highway signs of varying height | 


and width to be built by using two- 


foot-wide extruded panels that are | 
available in lengths up to 24 feet. | 


A sign measuring 10 feet high by 
20 feet in length, would be con- 
structed by using five two-foot-wide 
extruded panels 20 feet long, and 
mounting the panels one on top of 
the other until the desired height 


of 10 feet, is obtained. For special | 


applications, panels 12 inches and 
18 inches wide are available. 

The panels are joined to the sign 
post by means of extruded alumi- 
num L-shaped clips. 

* * 


x 





Highway Sign— 

This is the rear view of one of the 
2,442 aluminum signs being installed on 
the Ohio Turnpike. The two-foot wide 
extruded panels are attached to the post 
and bolted together. The signs are made 
by the Alcoa extrusion process. 


chine of the length of tubing being | 
tested, sound an alarm, turn on a 
signal light, or place telltale marks | 
on the tubing to indicate the flaw. | 

Developed by Cecil Farrow, a 

Republic electrical engineer, the 

Farrowtest method of non-de- 
| structive testing of tubular steel 
products was publicly unveiled at 
the 21st National Exposition of 
| Power and Mechanical Engineer- 
ing in Philadelphia. 

Tubular steel products have al- | 
ways been tested in either or both | 
of two ways — destructively, in 
which test sections are crushed, 
expanded, flanged, flattened and 
bent to reveal any large or con- 
tinuous defects; or non-destruc- 
tively, in which air, water or 
various gases are pumped into the | 
tube under high pressure to detect | 
smaller defects. 

Farrowtesting played an impor- | 
tant defense role in World War II. | 
Investigated and approved by a/| 
joint Armed Services group, it was | 
| directly responsible for the accept- | 
ance of welded steel tubing in the | 
aircraft field, just in time to meet | 
mushrooming aircraft production | 


schedules, Republic said. 
* * * 
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Tubing Test— 

Minute holes or other defects in stecl | 
tubing subjected to high pressures are | 
discovered by the Farrowtest method. The | 
test is done by waves of electric current | 
which circle the welded steel pressure | 
tubing. 


Work Wanted _ 
SPS Opens New Facility 


To Outdoors 


PHILADELPHIA.—_Taking an 
unusual step, Standard Pressed | 
Steel Co., manufacturer of socket- | 
|head screws, has opened its new 
million-dollar plating plant to pre- 
cision plating from outside firms. 

W hile SPS, located in Jenkin- 
town, near Philadelphia, expects 
most of the job-plating business to 
come from neighboring firms in the 
Delaware Valley, it will accept or- 
ders from anywhere in the country. 

SPS, which also manufactures 
locknuts, spring pins, aircraft spe- 
| cialties and shop equipment, has set 
up a special sales and manufactur- 
ing organization within its new 
modern plant to handle orders 
from other companies. 

The plating plant was built pri- 
marily to electroplate and surface- 
treat SPS products. But with ex- 
cess capacity engineered into its 
nine separate plating lines, SPS de- 
cided to go after outside work—but 
only the precision, close-tolerance 
work for which it is geared. 








Storage Expanded 


By Carborundum 


LOS ANGELES. — Carborundum 
Co. has completed two new ware- 
houses in California, one here and 
one near San Francisco. 

Carborundum also has reorgan- 
ized sales, engineering and other 
services in the West into what is 
now designated the Pacific district, 
which includes the area west of the 
Rockies. 

John G. Fritzinger, formerly a 
sales executive in Niagara Falls, 
N. Y., has been named district man- 
ager, according to Clinton F.. Rob- 
inson, president. 
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What happens to a copy of 
Automotive News... 
and how it can boost your sales 





EVERY MONDAY MORNING 41,716 copies of 
Automotive News hit the desks of the decision men in 
the car dealerships and factories. This happens every 
Monday morning because of the very nature of the 
industry the publication serves. Nowhere is there an 
industry where far-reaching changes happen so fast and 
so often. It’s as simple as this: he needs it—he reads it. 


THOROUGH READERSHIP is assured since the 
14 editors and 106 correspondents give the readers 
exactly what they need to have: fast news and authori- 
tative comment. That’s why 11/4 hours is the average 
amount of time spent with each issue, as proven by a 
new study of Automotive News car dealer readership 
by Crossley, Inc. 





COPIES ARE MARKED UP AND PASSED 
ALONG. Both advertising and editorial items are 
“marked for someone else’s attention.” The average 
number of readers per copy is 21/2. 


When a publication gets $8.00 per year for a 
year’s subscription and its readers renew at 
the rate of 85.76% — that’s pretty good evi- 
dence that the publication is needed and read. 
Confirmation is given through an exhaustive 
new survey by Crossley, Inc. The highlights 
are pictured above. The details are available 
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columns. They need it to make their buying decisions. 


in a new report entitled “Confirmation of 

Automotive News Readership.” One of the 

representatives listed below has a copy for you. 
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William B. Mills has been ap- 
pointed assistant sales manager of 
the Kinney manufacturing division 
of New York Air Brake Co., Bos- 
ton. 

Joseph P. G. Davis has been 
made Philadelphia district man- 
ager, succeeding Mills. Davis for- 
merly was sales representative in 
the Philadelphia territory. 


* * * 


GM Transfers Scott 
Kenneth M. Scott, formerly man- 
ager of the Buick - Oldsmobile- 
Pontiac assembly plant at Arling- 
ton, Tex., hag been appointed man- 
ager of General Motors’ Southern 
California plant at Southgate. He 
is succeeded at Arlington by Rob- 

ert F. Hammond, of Atlanta. 


* * * 
Aetna Bearing Promotes 


Harrington to Chief 


Richard F. Harrington has been 
appointed chief 
development engi- 
neer at Aetna 
Ball & Roller 
Bearing Co., a di- 
vision of Parkers- 
burg-Aetna Corp., 
it has been an- 
nounced by J. J. 
Rozner, executive 
vice-president. 
For three years 
prior to joining 
Aetna in 1954, he 





R. F. Harrington 
was sales engineer for Bearings Co. 
of America. 


GM Diesel Engine Picks 


5 New Representatives 


Detroit Diesel Engine division 
of General Motors Corp. has 
added five sales and service rep- 
resentatives to its administrative 
field organization. 

The men appointed are: G. R. 
Holly, sales, Arizona, New Mex- 
ico and Utah; Stanley Partel, 
sales, Dakotas, Minnesota and 
eastern Iowa; K. L. Post, service, 
Colorado, Montana, Nebraska and 
Wyoming; Vance Shields, service, 
northern Illinois, Michigan and 
‘Wisconsin, and R. A. Stephens, 
service, western New York, Ohio, 
western Pennsylvania and West 
Virginia. 


Texas Institute Names 
Penfold Vice-President 


Norman C. Penfold, chairman 
of Southwest Research Insti- 
tute’s department of engines, 


Technical PERSONNEL CHANGES 
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fining Co. has been announced by |rio, chief engineer of automotive 


mechanical engineering research 
at Armour Research Foundation 
before joining Southwest in 1949. 


* * * 


Heil Appoints Rohr 


William J. Rohr has been named 
staff assistant to A. F. Meyer, engi- 
neering vice-president of Heil Co. 
Rohr’s previous position was vice- 
president and director of engineer- 
ing for Gary Steel Products Corp., 
Lynchburg, Va. 

a2 


* * 
Lytle Is Vice-President 


Of Electro Metallurgical 


Arthur R. Lytle has been ap- 
appointed research vice - president 
for Electro Metallurgical Co., a di- 
vision of Union Carbide & Carbon 
Corp., according to A. L. Foscue, 
president. 

Lytle joined the corporation in 
1923 and, since 1953, has been re- 
sponsible for all the metallurgical 
research. Before that he carried 


out research into the welding of | 


metals. 
* * * 


Rochester Products Names 


Kehoe Quality Control Head 

Rochester Products has named 
E. A. Kehoe director of quality 
control for all items manufactured 
by this division of General Motors. 

Kehoe joined Rochester Prod- 
ucts in 1940, and rose to adminis- 
trative engineer, a post he held 
until his current promotion. 

* * * 


Johnson Fills Personnel Post 


In Chrysler Engineering 


Appointment of Max W. Johnson 
as supervisor of the personnel de- 
velopment office for the central 
engineering divi- 
sion of Chrysler 
Corp. has been 
announced by J. 
R. Robertson, 
manager of engi- 
neering adminis- 
tration services. 

Johnson will 
coordinate man- 
agement and em- 
ploye develop- 
ment programs; 


M. W. Johnson = nian and conduct 


| supervisory and industrial training 


seminars and conferences; conduct 
employment and guidance testing, 
and maintain and analyze em- 


| ployes’ skill and professional inven- 
| tories. 


He formerly was _ engineering 


supervisor of industrial education. | 


* x » 





fuels and lubricants research, San 
Antonio, has been appointed vice- 
president of the institute. Bailey to Sales Position 
Penfold will continue to direct The appointment of Ralph W. 
the automotive, fuels, and lubri- | Bailey as sales manager of the 
cants research and the photo |continuous-cast products depart- 
laboratory. He was chairman of | ment of American Smelting & Re- 


American Smelting Appoints 













oe 


New Zinc-Base Alloy Standards— 


Now being made available to industry are these zinc-base alloy bars for both 
laboratory and production quality-control standards to give industry an accurate yard- 
stick that can ‘be compared with composition or any heats or melts. The standards 
Project was jointly sponsored by General Motors’ Research Laboratories division, the 


branch of National Lead Co. and the National Bureau of Standards. 


Simon D. Strauss, sales manager. 

Bailey replaces John L. Kimber- 
ley, who has moved to the Ameri- 
can Zine Institute in an executive 
capacity. 


Keith Named 


Wallace J. Keith has been ap- 
pointed sales engineer of Acheson 
Colloids Co., Port Huron, Mich., 
according to Alden Crankshaw, 
sales manager. Keith will open the 
company’s second Ohio sales office 
at 627 Salem Ave., Dayton 6. 

*” * * 


Owatonna Tool Promotes 


Several Executives 

Owatonna Tool Co., Owatonna, 
Minn., has announced that R. A. 
Kaplan, president, has moved up 





R. A, Kaplan A. R. Kaplan 


to board chairman. A. R. Kaplan, 
|sales and advertising vice-presi- 
|dent, becomes president. 

Also moving up are R. W. Kap- 
lan, executive vice-president; D. Jd. 
Kaplan, engineering vice-president; 
OC. P. Kaplan, secretary; R. R. Bar- 
nard, treasurer and comptroller; 
Robert Allyn, sales manager; J. A. 


Mullenmaster, industrial sales man- | © 


ager, and W. L. Murray, credit 
manager. 
* * * 


Fairbanks, Morse Picks 


Elmburg for Sales Post 


John C. Elmburg has been ap- 
pointed assistant general sales 
manager for Fairbanks, Morse & 
Co., J. A. Cuneo, sales vice-presi- 
dent, has announced. 

Elmburg formerly was man- 
ager of the company’s Portland 
(Ore.) branch and has been with 
the company 26 years. He suc- 
ceeds Harry L. Hilleary, who will 
retire in June. 

z= * * 


Hamilton Appointed 


R. A. Hamilton has been ap- 
pointed general manager of Wichita 
Precision Tool Co., Wichita, Kans. 

. 2 a 


Chrysler Names Osann 


As Planning Executive 
The appointment of Fred Osann 


jr. as staff executive and director | 


‘of forward planning for the auto- 


sion of Chrysler 
Corp. has been 
announced by 
John E. Brennan, 
general manager. 

Osann has been 
plant manager of 
the Chrysler jet 
engine plant for 
the past 18 
months and has 
been associated 





Fred Osann jr. 


|since 1939. He entered the Chrys- 
|ler Institute of Engineering and 
| obtained a master’s degree in auto- | 


| motive engineering in 1941. 
* x ~ 


American Steel & Wire 


_|Names Eisenhardt 





products, 

Dr. Wilfred A. Bychinsky has 
been named assistant chief engi- 
neer of a newly created motor 





Alfred Candelise 


W. A. Bychinsky 
group and Alfred Candelise has 
been advanced to experimental en- 
gineer in charge of spark plugs. 

Bychinsky’s advancement is his 
second in recent months. Last Oc- 
tober he was named assistant chief 
engineer in charge of spark plugs. 
Prior to that he was chief ignition 
engineer. 


* * * 
Cadillac Picks Greenleaf 
Appointment of Lloyd B. Green- 
leaf to assistant superintendent of 
the methods and equipment divi- 
sion has been announced by H. A. 
Barber, Cadillac works manager. 


stitute, Greenleaf has been with 
Cadillac since 1940. 
~ a * 


National Broach Elects 


Smith Vice-President 


Election of D. Pierson Smith as | 
| sales vice-president has been an- 
nounced by Walter S. Praeg, presi- 


chine Co. De-| 
troit. Smith for- 
merly was assist- 
ant secretary and | 
assistant treas- 
urer. 

The company, 
founded in 1929, 
manufactures | 








motive body divi- | 


with Chrysler)’ 


| D. Pierson Smith 





gear shaving,| 

lapping, grinding | 

and inspection 

equipment in addition to broaches | 

and broaching fixtures for the 

metalworking industry. 
. * * 





Alcoa Appoints Five | 
To Research Lab Posts 
Two new assistant directors of 
research and three new division 
chiefs have been appointed by | 
Aluminum Co. of America at its | 
research lab in New Kensington, | 
Pa. | 
Ernest C. Hartmann and Dr. | 
Phillip Strong are the assistant | 
directors. Harry N. Hill, Dr. Allen | 
S. Russell and Dr. Luther M. | 
Foster are division chiefs. | 
- * * 
| 


| Vice-President Named 


By H. A. Wilson Co. 


Harry A. Wilson jr. has been 
|/named vice-president of H. A. Wil- 
}son Co., Union, N. J. The company 
produces thermo- 
static materials 
and precious- 
metal and sin- 


contacts. 

Wilson, who re- 
cently joined the 
company, has 
been with Bohn 
Aluminum & 
Brass Corp. for 
the past 20 years. 
In 1941 he be- 
came Bohn’s eastern district sales 








H. A. Wilson jr. 


Charles H. Eisenhardt jr. has | manager and in 1954 its eastern re- 


been named Cleveland district sales 
manager for American Steel & 
Wire Co., a divi- 
sion of U.S. Steel 
Corp., according 
to John Graham, 
general sales 
manager. 
Eisenhardt re- 
places Norman 
M. Sted who has 
been promoted to 
assistant general 
sales manager. 
Prior to his pro- 
motion, Eisen- 





Eisenhardt jr. 


manager. 
* 1 } 


AC Spark Plug Promotes 
Bychinsky, Candelise 


Two promotions in the engineer- 


|division of General Motors have | 





hardt was electric products sales man, who has been appointed man- 


|partment at Schenectady, N. Y. 
* t * 


|Union Carbide Elects 
ing section of the AC Spark Plug Bunn to Executive Post 


| gional sales manager. 
| * * * 


|Hopper Is Chosen Manager 
Of GE Welding Department 


| Douglas A. Hopper has been 


named general manager of General 
Electric Co.’s welding department 
at York, Pa., according to Harold 
E. Strang, general manager of the 
measurements and industria] prod- | 
ucts division. 

Formerly manager of warehous- | 
ing and field services in the large | 
lamp department at Cleveland, | 


A graduate of General Motors In- | | 


tered electrical | 





of Union Carbide and Carbon 
Corp., it hag been announced by 
Morse G. Dial, president. 

Bunn has been a member of 
the Union Carbide organization 
since 1922. After serving as man- 
ager of Pyrofax Gas Division 
and later the plastics division of 
Carbide and Carbon Chemicals 
Co., he became vice-president of 
that company and vice-president 
and president of Bakelite Co. 

* 


Joy Shifts Archibald 


Joy Mfg. Co., Pittsburgh, has an- 
nounced the appointment of Donald 
L. Archibald as district sales man- 
ager in the New England area, 
with headquarters in Boston. Arch- 
ibald formerly was with the St. 
Louis office. 

* * + 
Perfection Picks Spooner 


For Automotive Section 


Perfection Industries, Inc., Cleve- 
land, has announced appointment 
of Richard Spooner as chief of the 

‘ on automotive and 
contract section 
of the company’s 
engineering divi- 
sion. For the 
past three years 
Spooner has been 
senior project en- 
gineer in the au- 
tomotive and con- 
tract section. 

Spooner has 
been in the auto- 
motive field for 
the past 21 years. Before coming 
with Perfection in 1951, he was in 





Richard Spooner 


dent of National | the engineering department of E. F. 
Broach & Ma-| Houserman Co., Cleveland. 


* * * 


Clements Joins Carboloy 

John A. Clements, formerly su- 
pervisor of methods and time 
standards of General Electric’s 
electronics division at the Buffalo 
tube plant, has joined the Carboloy 
department of General Electric Co., 
Detroit, as supervisor of manufac- 
turing methods and time standards. 

* & 


Stokes Machine Sets Up 


2 New Vacuum Divisions 

F. J. Stokes Machine Co., Inc., 
Philadelphia, has announced ap- 
pointments of J. Gordon Seiter as 





K. C. Taylor J. G. Seiter 
/manager of its newly established 
| high vacuum division and G. Jewett 
|Crites as manager of the vacuum 
processing division. 

John F. Maguire jr. has joined 
Stokes as manager of drum dryer 
and flaker sales, and Kendrick C. 
Taylor has been placed in charge 
|of vacuum furnace sales. 
= * . 


|Carpenter and Symons 
Appointed by Superior 
Superior Separator Co., Hopkins, 


Minn., has announced two appoint- 
ments in its bulk-handling equip- 


ai 





M. Carpenter 


ment section at Pomona, Calif., ac- 
cording to Ira Willis, process ma- 


W. E. Symons ir. 


|chinery division manager. 


Carpenter will be sales 
manager and William E. Symons 
jr. will be sales engineer. Both men 





Hopper succeeds Raymond C. Free- 
ager of engineering and operations | 
in the atomic power equipment de- 


Howard S. Bunn has been 


been announced by Martin J. Case-| elected executive vice - president 


were formerly associated with Pike 
Trailer Co., Los Angeles. 


* * * 


_+ Gordon Named to Sales 


Harold J. Gordon has been ap- 
pointed circuit breaker sales man- 
ager in the standard control divi- 
sion of Westinghouse Electric 
Corp., according to F. H. Clark, di- 
vision sales manager. 
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By Martin L. Whitmyer 
Staff Writer 

W. O. Green, general sales man- 
ager of the tire division of United 
States Rubber Co., has announced 
that the division’s advertising de- 
partment and sales promotion ac- 
tivities have been expanded and 
consolidated under the direction of 
its advertising manager, C. H. 
Shirley. 

Under the reorganization all 
tire brands will be under the di- 
rection of a unified advertising 
department of the tire division. 

Directly under Shirley will be 
D. E. Detweiler and C. B. Wood, 
as assistant advertising managers. 
H. L. Hayward has been appointed 
sales promotion manager for U. S. 
Royal and R. M. Hood, sales pro- 
motion manager for Fisk-Gillette. 
The latter two will head staffs for 
the creation and development of 
sales promotion, point-of-sale and 
selling materials. 

A. L. Broggi is manager of iden- 
tification and store planning, and 
C. R. Schlichter is manager of local 
market advertising. Jean Sexton 
will be in charge of distribution of 
advertising and sales promotion 
material. * * & 


GM Shuffles PR Setup 

Appointment of John W. Reedy 
as General Motors’ regional pub- 
lic relations manager in Detroit 
has been announced by Paul Gar- 
rett, public relations vice-presi- 
dent. 

Reedy succeeds Gaylor M. Cof- 
fin, who has been named regional 
public relations manager in Cleve- 
land 


Other transfers of public rela- 
tion’s personnel were: 

Harry L. Blair to manager for 
the new region at Los Angeles; 
Herbert P. Grenda to manager 
at Kansas City, succeeding Blair, 
and Andrew V. O’Keefe to man- 
ager in Dallas, succeeding Gren- 
da. O’Keefe formerly was assist- 
ant public relations manager in 


New York City. 
* ” * 


New Hudson Magazine 


Latest Hudson periodical to hit 
the mails is the division’s new 
“Hudson Family Magazine.” Staff 
members include Sheldon Wid- 
mer, executive editor; George H. 
Gruenwalk, editor; Robert E. Mc- 
Cullagh, assistant editor, and 
Dean Milburn, production man- 
ager. 

Editorial matter includes stories 
on food, home decorating, home 
maintenance, beauty and fashion, 
sports and safety, workshop and 
economy, gardening and pets. 

x * * 


Nash Moves Into Theaters 


Nash Motors has produced a new 
series of 13 full-color movies to be 
used as short subjects in motion 
picture theaters, according to Fred 
W. Adams, Nash director of adver- 
tising and merchandising. 

Five of the films highlight the 
Nash Rambler, six deal with Am- 
bassador and Statesman models 
and two spotlight Nash Motors’ 
new Bonded Select Used-Car Pro- 
gram. 

Each of the movies is approxi- 
mately 40 seconds long, with 14 sec- 
onds being devoted to the local | 
Nash dealer. “The dealer and his 
firm are the feature attractions in 
each film,” Adams said. All produc- | 
tion and print costs are paid for 
by Nash, he added. 

* * 





* 


Film on Car Building 


“Wishes on Wheels,” a 27-min- 
ute film account of the. building 
of a new car, has been prepared 
by Chrysler Corp. for showings 
to adult audiences. 


The film, available in color or | 
black and white, was produced | 
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Revolving metal signs with brackets, Sign 
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Affecting Factories and Dealers .. . 


Auto Advertising 





under the supervision of Thomas 
Marker, manager of motion pic- 
ture services at Chrysler. Plant 
guide in the film is Dave Kilgour, 
executive assistant in the Plym- 
outh sales division. 


* * x 


Houdaille-Hershey Drive 


Houdaille - Hershey’s 1955 adver- 
tising campaign, featuring Golden 
Glide shock absorbers, is using a 
new selling theme in a group of 
national magazines that reportedly 
will reach more than 50 million 
readers. 

Among publications carrying 
the schedules are Life, Saturday 
Evening Post and Farm Journal. 

Headlined against a speedometer 
dial is the warning: “Time to 
check; time to change” with em- 
phasis on a 10,000-mile checkup 
and replacement by at least 20,000 
miles. 

Supporting Houdaille’s consumer 
campaign is one of the most ex- 








in the company’s history, according 

to Earl P. Riner, manager of re- 

placement sales. A strong array of 

promotion programs and dealer's 

point-of-sale helps also are sched- 

uled, Riner said. ‘or 
* 


Davy’s Creators Cited 


Three contributors to Walt Dis- 
ney’s “Disneyland” series about 
Davy Crockett have been recipients 
of Christopher Awards. 

They are: William Walsh, pro- 
ducer; Norman Foster, director, 
and Thomas Blackburn, writer. 
They worked on the three Davy 


Crockett telecasts entitled “Davy 
Crockett, Indian Fighter,” “Davy 
Crockett Goes to Congress” and 


“Davy Crockett at the Alamo.” 
* * aa 


‘Young Adman’ Judges 

The Assn. of Advertising Men 
and Women, New York, has 
announced the selection of judges 
who will name this year’s “Out- 
standing Young Advertising Man.” 

Headed by Lawrence Bernard of 
Advertising Age, the panel includes 
Carroll J. Swan, associate manag- 
ing editor of Printer’s Ink, Ted 
Sanchagrin, eastern editor of Ad- 
vertising Requirements; Joseph 
Kaselow of the New York Herald 
Tribune, and William M. Freeman 


of the New York Times. 


The award will be announced 
June 21. 

Advertisers, agencies and organi- 
zations are invited to submit en- 
tries for the award. Any man up to 
40 years of age who has made a 
successful contribution to his com- 
pany’s or a client’s advertising may 
be nominated. 

Entries should be addressed to 
the award committee chairman, 
Wilfrid S. Rowe, Sterling National 
Bank & Trust Co., 1410 Broadway, 
| New York, N. Y. 

* 


* * 


| Dodge Promotes Wylie 


Promotion of Frank W. Wylie to 
public relations manager of Dodge, 
has been announced by Jack W. 
Minor, director of 
advertising and 
merchandising. 

Wylie joined 
Chrysler Corp. in 
1948 and was as- 
signed to handling 
exhibits of the 
central engineer- 
ing division. In 
1953, he was 
transferred to the 
central sales staff 


|and served as F. W. Wylie 





DIRECT 








|manager of the traveling engineer- | Creek, Mich. 


py 


ing show, “New Worlds In Motion.” 

He joined Dodge in March last 

year as manager of special events. 
+ . . 


Coyle Airs Ford Ceremonies 


Bob Coyle Chevrolet Co., San 
Jose, Calif., sponsored the radio 
broadcasts of Ford’s dedication 
ceremonies at its new San Jose 
assembly plant. 

Listeners were taken to the 
Ford press conference in the 
Fairmont Hotel in San Francisco 
in the morning, to Milpitas for 
an hour-long broadcast of plant 
ceremonies in the afternoon, and 
to the St. Claire Hotel in San 
Jose in the evening for: coverage 
of the dedication banquet. 

* * = 


Clark Film Available 


Prints are now available of a 
motion picture on the Clark Mobil- 
van System, a new method of 
transporting freight, according to 
R. H. Davies, vice-president of 
Clark Equipment Co. 

Titled “The Time Has Come,” 
the motion picture will be made 
available without charge upon ap- 
plication to the Sales Promotion 
Department, Industrial Truck Di- 
vision, Clark Equipment Co., Battle 
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Much more than you probably realize, Mr. Car 


Dealer. 


Direct mail advertising is your most effective, 


your most selective selling tool. It makes more sales 


for you by pre-selecting your most likely prospects 


for new and used cars, parts and service . . . and it 


saves you money, too. It saves you money by reaching, 
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More than that, direct mail builds a friendly, 


personal relationship with your present and potential 


customers. It’s the ideal medium for developing 


your own public relations program, as well as your 


advertising program. 


When you tie in direct mail with your national 


advertising support, you make all of your advertis- 


ing dollars work more effectively. Your factory's 


direct mail program has been carefully planned to do a 


job locally for you. Direct mail advertising sells you 


to people who really count — your best local prospects. 
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Fit to Bust 
Nash Dealers Back Kids 


On Icon for Davy 


DETROIT.—Tennessee kids will 
cry no more for a statue of Davy 
Crockett in the state capital at 
Nashville—if Nash dealers in Ten- 
nessee have their way. 

The kids started the rhubarb 
when they discovered that the only 
relic of their hero was an old and 
disreputable bench in the state mu- 
seum that Davy was supposed to 
have sat on. Their anguished wails 
stirred the Nash sponsors of the 
Davy Crockett television series. 

Telegrams were sent by J. H. 
King, Nashville Nash dealer, and 
Jeff F. Hicks sr.. Memphis Nash 
dealer, to Gov. Frank G. Clement, 
U. S. Senators Estes Kefauver and 
Albert Gore, Congressmen and a 
group of public figures. 

The telegrams offered to com- 
mission a nationally-famous sculp- 
tor to do a bust of Crockett, and 
it appears that the offer will be 
accepted. 


FOB Factory — for a behind-the-scenes 
view of factory news. 
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Auto Personnel 


Edwin R. Reed has been named 
resident demonstrator for the Los 
Angeles sales district of Norton 
Co.’s Grinding Machine division. 
He has been succeeded as Chicago 
district demonstrator by Leonard 
C. Mattson. 


* * * 


Owatonna Ups Allyn 


Robert Allyn has been appointed 
sales manager for Owatonna Tool 
Co., Owatonna, Minn. His promo- 
tion from assistant sales manager 
was announced by A. R. Kaplan, 
president. Allyn has been with the 
company since 1944. 

. * * 


Airwork Picks Bush 


Appointment of Douglas F. Bush 
as district sales manager of Air- 
work Atlantic’s Detroit office has 
been announced by John E. Muhl- 
feld, president of the American 
subsidiary of Airwork, Ltd. Bush 








Nobody else has 
this sure-fire plan 


to jump your profit on each sale! 


Only United States Rubber Company and 
its Distributors offer this special new plan, 
designed to bring you from $60.03 to 
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Attention Please! 
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On land or on the water— 
boats go everywhere, arc 
seen and bought every- 
where. And it might just as 
well be on your lot or show- 
room floor! 


Today’s small power boats, 
sleeping 2 to 4, are truly 
mobile. Put them on a trail- 
er... hitch them to a car 
- . - launch or haul them 
out by yourself! 


And what’s best, they'll add 
a prestige and profit line to 
your business — requiring a 


minimum of capital and 
time. 


OWENS YACHT CO., INC. 


1900 STANSBURY ROAD 
BALTIMORE 22, MARYLAND 





will be in charge of sales in Michi- 

gan and Ohio 
* * = 

Dana Selects Liesman 


For Parish Sales Post 


William E, Liesman has been ap- 
pointed assistant sales manager of 
the Parish pressed-steel division of 
Dana Corp., Reading, Pa., accord- 
ing to H. B. Bartlett, general man- 
ager. 

Prior to his appointment, Lies- 
man was active in liaison engineer- 
ing work between the plant, auto- 
motive manufacturers in Michigan 
and the Army Ordnance Corps. 

* x * 


Dodge Promotes Geil 


To Truck Sales Post 


Appointment of D. A. Geil as di- | 
rector of distribution and special- | 
equipment trucks for Dodge, has 
been announced 
by William S. 
Woolsey, general 
sales manager. 

In his new po- 
sition Geil will be 
in charge of the 
distribution of 
Dodge trucks to 
dealers through- 
out the nation, 
and contacts with 
manufacturers : 
and jobbers of a 
special truck equipment. Prior to 
the appointment, he served as truck 
sales supervisor. 

7 





Clark Assigns Cole 


Clark Equipment Co. Battle 
Creek, Mich., has assigned Ralph 


Rahway, N. J. James B. Lightburn 

continues as general sales manager 

of the after-market sales division.|three years later and became as- 
Joining the Purolator engineer-| sistant comptroller in 1953. 

ing laboratories in 1937, Karr} a 


served as sales engineer in the . . 
equipment sales division from 1946 Baltimore Leasing Firm 
Announces Shuffle 


to 1952. In 1952, he was named 
assistant to the sales vice-president.| Peterson, Howell & Heather, Inc., 
¥g Baltimore auto leasing firm, has 


announced a series of promotions 
and organization changes. 


tor in 1946 as a general accountant, 
was appointed general] auditor 


* * 
Ford Appoints Fischer 


Appointment of G. J. Fischer as 
assistant controller of Ford divi- | Dale F. Spencer has been named 
Rickacd, Givisienal sontroller.|anmen ae dees, lube bes 

i ’ -| division, an ohn S. y has 
Fischer, former manager of the In- been appointed head of car buying 
vestment Analysis Department, services for the U.S. and Canada. 
joined Ford in 1950. He succeeds| Wilbur E. Webster jr. has been 
D. R. Learned, who has been named | placed in charge of the newly 
controller of Lincoln. created special services division. 


Klein Gets Supersite Post | le tai 





Cole to handle field service work 

in connection with the Ross strad- 

dle carrier. He will make hig head- 

quarters in Benton Harbor, Mich. 
* 7 + 


Wood Names Kohlhaas 


S. K. Makemson, vice-president 
and general sales manager of the 
Bennett pump division of John 
Wood Co., Muskegon, Mich., has 
announced the appointment of L. 
O. Kohlhaags as manager of its 
newly organized New Mexico dis- 


trict. 
s 7 af 


Allis-Chalmers Ups Schudt 


Harold M. Schudt has_ been 
named president of Canadian Allis- 
Chalmers, Ltd., Ottawa, succeeding 
Mark C, Lowe, who resigned after 
heading the firm since 1951. 

es ¢ 8 


Scott Succeeds Burt 


At Goodrich Chemical 


Robert D. Scott has been named 
manufacturing vice-president of 
B. F. Goodrich Chemical Co., ac- 
cording to John R. Hoover, presi- 
dent. 

Scott, former general manager of 
plants, replaces William I. Burt, 
who was elected president of Good- 
rich-Gulf Chemicals, Inc. 

ee ¢ ¢ 


Belton Named President 


J. R. Belton, formerly vice-presi- 
dent and general manager of Gutta 
Percha & Rubber, Ltd., Ottawa, has 
been named president and M. O. 
Simpson jr., executive vice-presi- 
dent of the firm. 

7 


* * 


GMAC Ups Wilson 


W. E. Wilson, Calgary (Alta.) 
manager for General Motors Ac- 
ceptance Corp. of Canada, Ltd., has 
been promoted to manager for east- 
ern Canada, GMAC has announced. 
A. E. Jackson has been appointed 
to replace him at Calgary. 

+ * * 


Hutchinson Elected 


John M. S. Hutchinson, formerly 
works manager of body and car 
building assembly of Chrysler, has 
been elected vice-president and as- 
sistant to the president of Perkin- 
Elmer Corp., Norwalk, Conn., ac- 
cording to Richard S. Perkin, presi- 
dent and chairman of the board. 

+ * ~ 


Purolator Picks Karr 


For New Sales Post 


The appointment of Richard T. 
Karr to the newly-created position 


equipment sales division has been 
announced by James D. Abeles, 
president of Purolator Products, 


Supersite Corp., New York, has 


| announced the appointment of Dan | 


Klein as its representative in south | 
New Jersey, eastern Pennsylvania, | 
Washington, D. C., Maryland, and | 
Delaware. 

* m 


* 

Hindle Appointed 
Edward H. Hindle has been ap-| 
pointed to the executive board and 
Sales staff of Willow Run Rubber 
& Lining Co., Belleville, Mich., ac- | 
cording to J. F. Koval, vice-presi- | 
dent. Hindle formerly was with} 
United States Rubber Co. 

* * * 


Thor Switches Bergen 


Clarence B. Bergen has been) 
named Thor Power Tool Co.’s Mil- 
waukee branch manager, according 
to J. A. Hill, sales manager. He has 
been succeeded as Cleveland man- | 


|ager by Robert J. Grace. | 
* * 7 


| 
Lincoln Picks Allison 
Appointment of Douglas F. Alli-| 
son as programming manager of | 
Lincoln has been announced by Ben | 
D. Mills, general manager. Allison | 
joined Ford in 1946. 


* * 


* 
Hollingshead Elects 
Phillips to Board 


Clifford E. Phillips, president of 
R. M. Hollingshead Co. of Canada, 
Ltd., has been elected a director 
of R. M. Hollingshead Corp. 

Joseph J. Laputka, treasurer, was 
elected a vice-president and treas- 
urer, and John J. Hennessy was 
named assistant treasurer and as- 
sistant secretary. Hennessy wil] 
continue as controller of the cor- 
poration. 

* * + 


United-Carr Fastener 


Promotes Groves 

Samuel A. Groves has been 
elected to the newly created office 
of executive vice-president of 
United-Carr Fastener Corp. 

Groves has been serving as vice- 
president and general manager of 
the eastern divisions of the com- 
pany. Previously he was sales vice- 
president. 


Hufnagel Is 


* x 


Comptroller 


Appointment of Henry J. Hufna- 
gel as comptroller of Purolator 
Products, Inc., Rahway, N. J., man- 
ufacturer of automotive filters and 
other filtration equipment, has been 
announced by James D. Abeles, 
president. Hufnagel joined Purola- 


Chrysler Picks Angerman 
For Management Post 
Appointment of E. E. Anger- 
man as management development 
coordinator has been announced 
by M. T. O’Donnell, special as- 
sistant to the president, Chrysler 


| division. 


Angerman joined Chrysler in 
1943 as production planning co- 
ordinator on the general produc- 
tion manager’s staff. In 1951 he 
was promoted to the post of as- 
sistant director of materials con- 


| trol. In 1954 he moved to a post 


in the organization department. 
- = * 
General Names Becker 


Charles L. Becker jr. has been 
named manager of customer rela- 
tions of the Textileather division 
of General Tire & Rubber Co., To- 
ledo, according to G. H. McGreevy, 


sales director. 
* + 7 


U. S. Rubber Appoints 


Five in Export Setup 
Five new appointments have been 


| announced by L. C. Boos, vice-pres- 


ident and general manager of the 
international division of United 
States Rubber Co. 

E. J. Dailey is eastern hemi- 
sphere director of operations; A. E. 
Denari is western hemisphere di- 
rector; E. J. Higgins is staff opera- 
tions director; D. E. Durst is man- 
ager of overseas manufacturing, 
and R. H. Swanson is industrial re- 
lations manager. 3 

«a 


Kahn Officers Reelected ; 


2 New Directors Named 


R. E. Linton and S. King have 
been elected as new directors of 
Albert Kahn Associated Architects 
& Engineers, Inc. 

The following executive officers 
were reelected: George H. Miehls, 
president and treasurer; S. Mars- 
ton, executive vice-president, and 
G. K. Serymgeour, secretary. These 
officers, plus S. Saulson and O. L. 
Canfield and the two new mem- 
bers, constitute the board of di- 
rectors. ar 


Goodrich Picks Senne 


A. B. Senne has been appointed 
Pacific zone credit manager for 
B. F. Goodrich Co. tire and equip- 
ment division, according to L. T. 
Greiner, replacement tire sales zone 
manager. He succeeds F. S. Morley, 
who has retired. 





Ad Men Get Together— 


At the annual media party given by the Detroit Chapter, American Assn. of News- 
of general sales manager of the/| paper Representatives are, from left, William 1. Denman, Denman & Baker, Inc.; C. 


Allison Belcher, Simons-Michelson Co.; Art W. Farrell, Detroit News; Roland Postel, 
Bureau of Advertising; J. R. S. Millar, Hearst Advertising Service; Gladys Vollmer, J. 
Walter Thompson Co., and Ralph W. Bateman, Scripps-Howard Newspapers. 

















Market Trend 


Used-Car Auction Prices 


AUTOMOTIVE NEWS, MAY 30, 


| 





| 
| 
| 


A lower average—of $827—was established for used cars sold at 


86. 


auction last week when Automotive News’ overall index figure dropped 


Steadiest performers were the older cars. Three of these actually 
showed increases: ’5ls gained $6; ’48s were up $4, and ’495 advanced 
$1. The price of ’50s declined only $1. 


Other losses were: ’55s, down $6; ’52s, down $12; ’53s, down $16, and 


54s, down $24. 


New low prices were set for 55s, ’54s and ’53s. 

For the first time in five weeks the sales ratio climbed above 70 per- 
cent. At a series of representative auctions last week, 71.1 percent of 
all offerings were sold. The number of cars offered at each auction 


averaged 156. 


Prices marked with an * indicate a unit equipped with an automatic | 
transmission or overdrive and (ps) indicates power steering. 


CHICAGO 


(Greater Chicago Auto Auction. Sale ev- 
ery Thursday. Prices are for sale of May 
12.) 

(Market steady. Sold 166 cars out of 
287 offerings for a good percentage.) 


BUICK—’54 RM 2-dr., $2,290* (ps); Spe- | 


cial 2-dr., $1,900*. ’53 Super 2-dr., $1,- 
440°; 4-dr., $1,195*; Special 2-dr., $1,- 
440*, $990. ’52 Super 4-dr., $800*; Special 
4-dr., $785. °51 Super 2-dr., $785, $650. 

CADILLAC—’55 (62) 4-dr., $4,140* (ps). 
"54 (62) conv., $3,845* (ps). "53 (62) 
coupe deVille, $2,500* (ps). °52 (60) 
Special 4-dr., $1,900* (ps); (62) coupe, 
$1,825*. ’51 (60) Special 4-dr., $1,330*. 

CHEVROLET—’54 Bel Air coupe, $1,475*; 
Two-ten Handyman, $1,265. '53 Two-ten 
Handyman, $1,055, $1,050; Sport coupe, 
$950; 2-dr., $850*, $735, $705, $675; 4- 
dr., $845*; Bel Air 2-dr., $1,005. 52 SL 
Deluxe 2-dr., $600*; 4-dr., $525*. ’°51 SL 
Deluxe Bel Air, $675; 4-dr., $550*, $475; 
conv., $540°*; 2-dr., $510. 

CHRYSLER—’53 NY Newport, $1,425* (ps). 
"52 NY 4-dr., $550*. °50 Windsor 4-dr., 
$425. "49 NY conv., $425. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,060* 
(ps). ’52 Fire Dome (8) 4-dr., $680* 
(ps). ’50 Custom 4-dr., $340. 

DODGE—’53 Coronet 4-dr., $735. ’°52 Coro- 
met 4-dr., $625*; Meadowbrook 4-dr., 
$450, $415. ’51 Coronet 4-dr., $480; Way- 
farer conv., $330. °50 Coronet 4-dr., 
$375. 

FORD—’'54 Custom (8) Country sedan, $1,- 
650; Crest (8) Victoria, $1,550*, $1,475*. 
’53 Crest (8) conv., $1,125*; Victoria, 
$1,085; Custom (8) 4-dr., $800. ’52 Cus- 


tom (8) 2-dr., $785. ‘51 Custom (8) 
conv., $610, $600; 4-dr., $575; Victoria, 
$570*, $450; 2-dr., $370, $285. '50 Cus- 


tom (8) 2-dr., $425, $355, $350. 
KAISER—’52 Deluxe 2-dr., $440. 
LINCOLN—’53 Capri coupe, $1,615* (ps). 
MERCURY—’55 Montclair coupe, $2,690* 
(ps); Monterey coupe, $2,415*. °54 Cus- 
tom Sport coupe, $1,680*. '53 Monterey 
4-dr., $1,225* (ps), $1,140*. '52 Custom 


Sport coupe, $995*. '51 2-dr., $640. °50 
2-dr., $475. 

NASH — ’53 Statesman 4-dr., $965. °52 
Statesman 4-dr., $505. 

OLDSMOBILE — ’'54 (98) 4-dr., $2,010* 
(ps). '53 (88) Holiday, $1,685* (ps); 4- 
dr., $1,180* (ps). '52 (88) Holiday, $1,- 
125*. ’51 (98) 4-dr., $735*, $550*. ‘50 
(88) Holiday, $550*; (76) 4-dr., $365*. 
"49 (98) 2-dr., $290°. 


PACKARD—’50 4-dr., $245. 
PLYMOUTH—’55 Belvedere (8) 2-dr., $1,- 


850°. °54 Savoy 4-dr., 2 at $920. ’53 
Cranbrook 4-dr., $820. '52 Cambridge 
4-dr., $240. °51 Comcord 2-dr., $290; 


Cranbrook 4-dr., $285. '50 Deluxe Busi- 
ness coupe, $295; 2-dr., $225, 

PONTIAC—’ 54 Chieftain (8) conv., $1,925* 
(ps); Catalina, $1,900* (ps). °53 Chief- 
tain (8) Catalina, $1,375*, $1,065*; 2-dr., 
$1,055*; 4-dr., $845. °52 Chieftain (8) 
Catalina, $905*. ‘51 Silver Streak (8) 
Catalina, $725*. 

STUDEBAKER 
$950°. °52 Champion 4-dr., 
Commander Land Cruiser, $425*; 
$360. - 


BOUND BROOK, N. J. 


(Plainfield Auto Auction, Inc. Sale every 
Friday. Prices are for sale of May 13.) 

(Market strong on clean autos. Sold 71 
cars out of 94 offerings.) 


BUICK—’55 Super Riviera coupe, $2,650*. 
’54 Special 4-dr., $1,870*. °53 Special 
conv., $1,380*; Super 4-dr., $1,310*. ‘52 
Super 4-dr., $1,020*. 51 RM 4-dr., $650*. 

CADILLAC—’51 (62) sedan, $1,450*. '49 
(62) sedan, $690°. '48 (62) sedan, $410*. 

CHEVROLET—’' 54 Bel Air coupe, $1,350*; 
Two-ten sedan, $1,290. ’53 Two-ten club 
coupe, $1,010*. ’52 SL Deluxe sedan, 
$710. ’°49 SL Deluxe sedan, $310. 

CHRYSLER—’52 Windsor sedan, $690. ’50 
Windsor Newport, $595. 

DODGE—’53 Coronet (8) sedan, $970. '52 
Wayfarer sedan, $470. '51 Coronet sedan, 
$560. '48 Custom sedan, $155. 

FORD—'54 Crest (8) Victoria, $1,550; Cus- 
tom (8) 2-dr., $1,320*; Main (6) 4-dr., 
$920. 53 Main (6) 4-dr., $720. '51 Cus- 
tom (8) sedan, $570. °50 Custom (8) 
station wagon, $480. °49 Custom (6) 2- 
dr., $255. 

LINCOLN—’53 Capri sedan, 
Cosmopolitan sedan, $1,200. 

MERCURY — ’54 Custom sedan, $1,380*. 


’53 Champion coupe, 
$475. °51 
2-dr., 


$1,365*. '52 


’51 Monterey club coupe, $500. '50 Cus- 
tom sedan, $410. 
NASH—’49 (600) sedan, $200. 
OLDSMOBILE—’53 (88) Holiday, $1,460*. 


51 (88) sedan, $640°*. 


$580. 

PLYMOUTH—’54 Savoy sedan, $1,170. ’53 
Cranbrook sedan, $800. ‘51 Cranbrook 
conv., $650. 

PONTIAC — '52 Chieftain (8) Catalina, 

e 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of May 13.) 
(Sold 200 cars out of 240 offerings.) 
BUICK—'55 Century Riviera, $3,150*; Su- 
per Riviera coupe, $2,700* (ps); Special 
Riviera, $2,650°, $2,575*. '54 RM sedan, 
$2,000*. '53 Super 4-dr., $1,300, $1,275*, 
$1,250*, $1,225*; RM conv., $1,250°; 
Special Riviera, $1,150°. 
CADILLAC—’55 (62) coupe, $4,455° (ps). 


’50 (88) sedan, 





"53 (62) coupe, $2,425* (ps). °52 (62) 
coupe deVille, $1,770* (ps); 4-dr., $1,- | 
575*; (60) Special sedan, $1,675* (ps). 


"51 (62) coupe, $1,575*, $1,280*. | 
CHEVROLET—’55 Bel Air (8) conv., 2 at. 
$2,050*, $1,930°; sedan, $1,980*, $1,900°, | 





$1,825*, 2 at $1,800*, $1,710; Two-ten | 
(6) 2-dr., $1,700, $1,345* (ps); Delray 
coupe, $1,675"; 4-dr., $1,655, $1,650*, 


$1,650. ’°54 Bel Air conv., $1,310*; 4-dr., 


$1,310*; Two-ten 2-dr., $1,170, $980; 
4-dr., $1,100; One-fifty 2-dr., $1,000, 
$970; 4-dr., $1,000. 

CHRYSLER—’51 NY 4-dr., $650*, $620°*, 
$525*. ’50 Custom Sport coupe, $410. 
DeSOTO — ’53 4-dr., $920*. °52 Custom 
conv., $250*. | 
DODGE—’53 Coronet 4-dr., $1,150, $1,- 


100*; Meadowbrook 4-dr., $800. 

FORD —’55 Crest (8) Victoria, $2,150*, 
$2,125, $2,040; conv., $2,100*, $1,980; 
Custom (8) 4-dr., $1,750*, $1,700*, $1,- | 
700, $1,680, $1,615, $1,600; 2-dr., $1,710. 
’54 Crest (8) conv., $1,300*; Custom 
(8) 4-dr., $1,200, $1,170*; 2-dr., $925; 
Main (6) 2-dr., $920. ’'53 Crest (8) Vic- 
toria, $1,190, $1,100*; Custom (8) 4-dr., 
$1,056; 2-dr., $950, $925; Main (6) 2-dr., 
3 at $650. 52 Custom (8) 4-dr., $870. 
*51 Custom (8) 2-dr., $620; Custom (6) 
4-dr., $500; 2-dr., $450. 


LINCOLN—’53 Capri 4-dr., $1,600* (ps). 
’51 4-dr., $405*. 
MERCURY—’55 Montclair coupe, $2,600*. 


’54 Monterey Sun Valley, $1,740*; 4-dr., 
$1,600*, $1,425. ’°53 Custom 4-dr., $1,150, 


$900*; Sport coupe, $1,075. °51 Custom 
4-dr., $675, $525, $480. 
NASH—’53 Ambassador 4-dr., $890; sta- 


tion wagon, $775. '51 Rambler station 
wagon, $440, $405; 4-dr., $295. 

OLDSMOBILE —’55 (98) conv., $3,290* 
(ps); Holiday, $3,200* (ps); 4-dr., $3,- 
100* (ps); (88) 4-dr., $3,000* (ps); Holi- 
day, $2,680*. ‘54 (88) Super 4-dr., 
$1,780°*. (98) 4-dr., $1,525* (ps); 
(88) Holiday, $1,450*, $1,400*; 2-dr., 
$1,000*. °52 (88) 4-dr., $970*. '51 (88) 
2-dr., $690*°. ’50 (88) coupe, $525. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
650; Savoy 4-dr., $1,470. '53 Cambridge 
club coupe, $600. ’°49 Special Deluxe 4- 
dr., $245. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- | 
490, $2,400* (ps); station wagon, $2,270*, 
$2,200*; 4-dr., $2,010; 2-dr., $1,925, $1,- 
850. '54 Star Chief (8) 4-dr., $1,485*, 
$1,370. ’53 Chieftain (8) Catalina, $1,- 
150* (ps); 4-dr., $1,100. 

STUDEBAKER—’52 Champion 4-dr., $475. | 
’50 Champion 4-dr., $355*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 18.) 

(Very good sale today with buyers 
anxious for all clean units. Sold 82 cars 
out of 121 offerings.) 





BUICK—’51 Special 4-dr., $750, $610. '50 
Special 2-dr., $500, $400. 

CHEVROLET—’53 Two-ten station wagon, 
$1,105; 4-dr., $630, $625; 2-dr., $675, 
$660. '52 SL Deluxe 4-dr., $755, $745; 
Delivery sedan, $500. ’51 SL Deluxe 4- 
dr., $605, $600, $535; 2-dr., $570, $560, 

. . "50 SL Deluxe 4-dr., $505, 
$355, $325, $200, $190; 2-dr., $435, $425; 
%-ton panel, $295. °49 SL Deluxe 4-dr., 
$390, $380; %-ton pickup, $370. ’°46 FM 
2-dr., $205, $195. 

DODGE—’46 4-dr., 
$105. 

FORD—’55 %-ton pickup, $1,325. '54 Cus- 
tom (8) 2-dr., $1,305. ’53 Main (6) 2-dr., 
$805; Custom (8) 4-dr., $780. ’52 Custom 
(8) 4-dr., $685, $675; 2-dr., $505, $495. 


$155; %-ton pickup, 





"51 Custom (8) 4-dr., $465, $455; 2-dr., 
$555, $520, $375, $365; conv., $370. ’50 
Custom (8) club coupe, $480; 2-dr., $470. 
’49 Custom (6) 2-dr., $295, $285. ’46 De- 
luxe (8) 4-dr., $215, $210. °40 Deluxe 
(8) 2-dr., $175. 

HUDSON—’52 Hornet 4-dr., $655, $250. 

KAISER—’51 4-dr., $240. 

MERCURY—’53 2-dr., $1,100*. 
$740. 


"52 4-dr., 


OLDSMOBILE—’50 (88) 4-dr., $500"; 2- 
dr., $455, $410; (76) club coupe, $380. 
’49 (88) conv., $310; (98) 4-dr., $240. 

PLYMOUTH—’51 Cambridge 4-dr., $355, 
$345. '47 Special Deluxe club coupe, $160. 

PONTIAC—’53 Chieftain (6) 2-dr., $950. 
’51 Silver Streak (8) 4-dr., $705. '50 
Silver Streak (8) 2-dr., $540; Silver 
Streak (6) 4-dr., $460, $380. 

STUDEBAKER—’51 Champion 4-dr., $405. 


FLINT 


(Flint Auto Auction, Inc. Sale every 

Wednesday. Prices are for sale of May 18.) 
(No decided change in prices, but the 
bidding was very active and cars were 
selling with little effort. Sold 98 cars out 
of 136 offerings.) 

BUICK—’55 Super Riviera 4-dr., $2,610* 
(ps). ’54 Super Riviera 2-dr., $2,130*, 
$2,050*, 2 at $1,800*; 4-dr., $1,880*. '53 
RM 2-dr., $1,310* (ps); Super Riviera 
2-dr., $1,255; Special 4-dr., $1,145*. ’52 
Super 4-dr., $745*. '50 Special 4-dr., 
$315, $310*; RM 4-dr., $220. 

CADILLAC—’55 (62) 4-dr., $4,165° (ps). 
"52 (62) club coupe, $1,930*. 51 (62) 
4-dr., $1,140*, 

CHEVROLET—’55 Bel Air (8) club coupe, 
$2,065*, $1,950° (ps). '54 Bel Air club 
coupe, $1,475*, $1,420°; 2-dr., $1,225; 
4-dr., $1,210; Two-ten club coupe, $1,230. 
‘53 Bel Air 2-dr., $1,075, $950; Two-ten 


2-dr., $875, $765; 4-dr., $925° (ps). ‘52 MEROURY — ‘55 Montclair Sport coupe, | 


SL Deluxe 4-dr., $610. '51 SL Deluxe 
2-dr., $515, $510, $455, $410; club coupe, 
5210 "50 SL Deluxe 2-dr., $350, $325, 


CHRYSLER—’52 Windsor 2-dr., $590*. '50 
Windsor 4-dr., $400. 

DeSOTO—’55 Fire Dome (8) club coupe, 
$2,550* (ps). 

FORD—’55 Crest (8) Victoria, $2,200*; 
Custom (8) station wagon, $2,050; sedan, 
$1,875. °54 Crest (8) 4-dr., $1,210; Cus- 
tom (8) 2-dr., $1,165*; 4-dr., $1,030; 
Main (8) 4-dr., $1,065; 2-dr., $820, '53 
Custom (8) 4-dr., $900; 2-dr., $880, 
$865*, $850, $830*; Custom (6) 2-dr., 
$785; 4-dr., $730. '52 Custom (8) 2-dr., 
$720*; 4-dr., $710. '51 Custom (8) Vic- 
toria, $580, $540*; 2-dr., $550, $545°; 
4-dr., $400, $375*. '50 Custom (8) 2-dr., 
$375, $355*; Deluxe (6) 4-dr., $150. 

KAISER—’53 4-dr., $320*. '51 2-dr., $245°. 

LINCOLN—’54 Cosmopolitan 4-dr., $2,085* 


(ps). 
NASH—’53 Statesman 4-dr., $920*; club 
coupe, $905. '51 Rambler club coupe, | 


$505*; 2-dr., $200. 


OLDSMOBILE — ’54 (88) 4-dr., 


405*; (88) 4-dr., $1,335* (ps). 49 (98) 


conv., $335*. 
PLYMOUTH — ’53 Cranbrook Belvedere, | 
$670; 4-dr., $670, $620. '52 Cambridge 


club coupe, $425. 
coupe, $255. °50 Deluxe 4-dr., $170. °48 
Deluxe coupe, $135. 

PONTIAC—’53 Chieftain (8) club coupe, 
$1,340*; 4-dr., $1,130*, $1,030*. °51 Sil- 
ver Streak (8) 4-dr., $535. °50 Silver 
Streak (8) 4-dr., $255. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 13.) 
(Sold 179 cars out of 291 offerings.) 


BUICK—’55 Super Riviera, $2,630* (ps); 
Special Riviera, $2,530*, $2,420°. ’54 
Special station wagon, $2,315*. ’53 Spe- 
cial Riviera, $1,150*. °52 Super 4-dr., 
$900*, $860*. °51 Super 4-dr., $585°*, 
$560*, $550*, $540*. '50 RM 4-dr., $335*. 


*49 Special 4-dr., $180. °48 RM 2-dr., 
$140, $125°. 

| CADILLAC—’52 (62) conv., $1,865*. ’51 
(62) 4-dr., $1,350*, $1,285*, ’50 (61) 


coupe, $1,330*. '49 (62) 2-dr., $385*, ’48 
(62) 4-dr., $325*. 

CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
495. '54 Bel Air station wagon, $1,440; 
Sport coupe, $1,380* (ps). ’53 Bel Air 
2-dr., $1,015; One-fifty 2-dr., $700, $695. 
’52 SL Deluxe 4-dr., $615*; SL Special 
4-dr., 2 at $535. '51 FL Deluxe 2-dr., 
$495, $490, $485, $465. °50 SL Deluxe 
4-dr., $310; SL Special 2-dr., $285. 

CHRYSLER—’53 Imperial 4-dr., $1,245* 
(ps); NY 2-dr., $1,160*. ’51 NY 4-dr., 
$300* 


DeSOTO—’52 Fire Dome (8) Sportsman, 
$755* (ps). ’51 Custom 4-dr., $455. '50 
Custom 4-dr., $450. 

DODGE—’53 Coronet 4-dr., $815; Mead- 
owbrook 4-dr., $650, $300. '52 Coronet 
4-dr., $480, $475. °51 Coronet 4-dr., $340. 
’50 Meadowbrook 4-dr., $245. '49 Mead- 
owbrook 4-dr., $255. 

FORD—’55 Thunderbird, $2,665; Crest (8) 
conv., $2,375* (ps). '54 Custom (8) 2-dr., 
$1,205*. '53 Custom (8) 2-dr., $1,020; 
conv., $1,010. °'52 Custom (6) 2-dr., 
$655*, $625*. '51 Custom (8) 2-dr., $485*, 
$455, $430, $385*. '50 Custom (8) 2-dr., 
$355, $155. '49 Custom (8) 2-dr., $355. 

HUDSON—’54 Hornet 4-dr., $1,330*. ’51 
Commodore (8) 2-dr., $195. ’50 Commo- 
dore (8) 4-dr., $190*. °’49 club coupe, 
$290. 

MERCURY—’54 Monterey coupe, $1,735*. 
‘53. Monterey coupe, $1,470*, $1,300*, 
$1,245*. °52 Custom Sport coupe, $900. 
"51 Monterey coupe, $515*, °50 4-dr., 
$290*. 

OLDSMOBILE — '55 (98) 4-dr., $3,315* 
(ps); Holiday, $3,090* (ps). '54 (88) 
Super 4-dr., $2,075*. ’53 (88) conv., $1,- 
500*. 52 (98) 4-dr., $1,015*, $950°. 51 
(88) 4-dr., $520*. '50 (88) 4-dr., $365*. 
"49 (88) conv., $300*. 

PACKARD—’50 Clipper 4-dr., $185. 

PLYMOUTH—’51 Cranbrook 4-dr., 
$385. °50 Deluxe 2-dr., 2 at 
Deluxe 2-dr., $115, 

PONTIAC—’55 Chieftain (8) 2-dr., $1,- 
740. '52 Chieftain (8) 2-dr., $485*. ’51 
Silver Streak (8) 4-dr., $555*. °50 Sil- 
ver Streak (6) 2-dr., $320. 

STUDEBAKER 52 Champion conv., 
$400*. °51 Champion 4-dr., $185*. ’50 
Champion 2-dr., $175*. 

MISCELLANEOUS ‘51 Frazer 4-dr., 
$245*; Henry J (4) 2-dr., $155. ’49 In- 
ternational wrecker, $435. 


DENVER 


(Denver Auto Auction, Sales every Fri- 
day and Monday. Prices are for sales of 
May 13-16.) 

(Market holding strong on used units; 
slightly off on new. Sold 161 cars.) 


BUICK—’55 Super Riviera 2-dr., $2,915° 
(ps), $2,850* (ps), $2,840* (ps); Special 
4-dr., $2,570*; Riviera 2-dr., $2,450*. 
’54 Century Riviera 2-dr., $1,770*. '53 
RM Riviera 2-dr., $1,290* (ps); Special 
4-dr., $985; 2-dr., $925. ’52 Special 4-dr., 
$590*. ’'51 Super Riviera 4-dr., $680*, 

CADILLAC—’53 (62) 4-dr., $2,110* (ps). 
"52 (62) coupe deVille, $1,975* (ps). ’51 
(62) 4-dr., $1,345*. '50 (62) 4-dr., $1,- 
190*, $665*. °49 (61) club coupe, $575*. 
'48 (62) conv., $500*. 


$505, 
$145. °49 


CHEVROLET — ’55 Bel Air (8) station 
wagon, $2,625*; Sport coupe, $2,370* 
(ps), $2,220*, $2,145*; conv., $2,350; 


4-dr., $2,155* (ps), $1,915; One-fifty (6) 
Handyman, $1,885; Two-ten (6) 4-dr., 
$1,775; Two-ten (8) 4-dr., $1,725; %-ton 
Pickup, $1,475. '54 Bel Air 4-dr., $1,390*, 
$1,125; %-ton pickup, $895*. ’53 Bel Air 


Sport coupe, $1,220; One-fifty station 
wagon, $1,175. '52 SL Deluxe station 
wagon, $780. 


CHRYSLER—’55 Windsor Nassau, $2,755* 
(ps); 4-dr., $2,470*. ’53 Windsor 4-dr., 
$905. '49 4-dr., $340*. 

DeSOTO—’55 Fire Dome (8) coupe, §$2,- 
330*. '52 Deluxe (6) club coupe, $655*. 

DODGE—’53 Coronet conv., $970*; club 
coupe, $850; Meadowbrook Suburban, 
$875. '52 %-ton express, $475, $450. '49 
conv., $310. 

FORD—’55 Custom (8) 2-dr., $2,485*, $2,- 
415*; Fairlane (8) 4-dr., $2,160; 2-dr., 
$2,080*, $1,985; Main (8) Ranch Wagon, 
$2,055; %-ton pickup, $1,585, $1,360. ’54 
Crest (8) Victoria, $1,635; Main (8) 
Ranch Wagon, $1,565; Custom (8) 4-dr., 
$920; %-ton ._pickup, $840, '53 Custom 
(8) Country sedan, $1,475*. ’52 Crest (8) 
Victoria, $1,005*, 

HUDSON—’50 Commodore 4-dr., $310. 

LINCOLN—’53 Capri coupe, $1,865* (ps), 


$1,695*; 4-dr., $1,850* (ps); conv., $1,- | 


815*. '52 Capri coupe, $1,330*. 


$2,050* | 
(ps); 2-dr., $1,805*. '53 (98) 4-dr., $1,- | 


"51 Cambridge club | 
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* 
Average Used-Car Prices 
(Compiled by Automotive News) 
May, 1955 April, March, 
Model To Date 1955 1955 
$2,183 $2,244 
1,526 1,565 
1,048 1,050 
716 721 
514 529 
380 387 
266 273 
174 172 
Overall 
Average... $ 827 $ 851 $ 868 








$2,815*, $2,715*, $2,610, $2,520; 

$2,800; Monterey station wagon, $2,750*; 

4-dr., $2,325. '54 Monterey conv., $1,950*; 
4-dr., $1,590*, '53 Custom Sport coupe, 
$1,415. 

| NASH—’55 Rambler station wagon, $2,020. 

OLDSMOBILE—’55 (88) Super conv., $3,- 
220* (ps); (98) Holiday, $2,775* (ps). 
’54 (88) Super 4-dr., $2,070* (ps), $2,- 
045*, ’53 (98) Holiday, $1,685*. '52 (98) 
4-dr., $950*. 

PACKARD—’53 Clipper 4-dr., $885; (200) 
2-dr., $880*. 

PLYMOUTH—’55 Belvedere (8) conv., $2,- 
550* (ps); 4-dr., $2,190*, '54 Belvedere 
(8) Sport coupe, $1,385. °53 Concord 
Suburban, $1,100, $850; Cranbrook 4-dr., 


$605. 

PONTIAC — ’52 Chieftain (8) Catalina, 
$800*; 4-dr., $740*, $735*. ‘51 Silver 
Streak (8) 2-dr., $490. ’50 Silver Streak 
(6) 2-dr., $245. 

WILLYS—’55 (6) station wagon, $2,210, 
$2,200, $2,125. °52 (4) %-ton pickup, 
4: 


$455. 

MISCELLANEOUS—’55 International %- 
ton pickup, $1,250*, $1,180*, $1,160. ‘51 
%-ton pickup, $520; %-ton pickup, $455. 
’50 1-ton pickup, $420. 


FT. WAYNE, IND. 


(Carl Marker’s Auction. Sale every Tues- 

day. Prices are for sale of May 17.) 

(Good clean cars brought top dollar. 

Heavy cars not moving. Sold 107 cars 
out of 135 offerings.) 

BUICK—’55 Special 4-dr., $2,700* (ps). 
’53 Super 2-dr., $1,110*; conv., $1,250*; 
Special Riviera, 2 at $1,275*. '52 Super 
4-dr., $750; 2-dr., $830. ‘51 Super 4-dr., 
$635; 2-dr., $700; Special 2-dr., $755. ’50 
Special 4-dr., $420. 

$1,350*. ’48 


CADILLAC—’51 (62) 4-dr., 
(62) 4-dr., $550. 
CHEVROLET — ’55 One-fifty (6) station 


wagon, $1,840; One-fifty (8) 2-dr., $1,- 
850* (ps), $1,800* (ps); Two-ten 4-dr., 
$1,665*, $1,600; 2-dr., $1,515. °54 One- 


fifty 2-dr., $1,150; Two-ten 2-dr., $1,160. 
’53 Bel Air 2-dr., $995; Two-ten 2-dr., 
$720; One-fifty 4-dr., $835. 52 Two-ten 
club coupe, $660. °50 SL Special 4-dr., 
$255; FL Deluxe 2-dr., $350. ’49 SL Spe- 
cial 4-dr., $340; 2-dr., $190. '48 SM 2- 
dr., $215. 

CHRYSLER—’52 Imperial 4-dr., $735. ’51 
Saratoga club coupe, $650. 

DeSOTO—’53 Fire Dome (8) 2-dr., $1,000, 
$990. °52 Deluxe 4-dr., $735; Custom 
4-dr., $680, $610. ‘51 Deluxe 4-dr., 
$755*. 

DODGE — ’53 Meadowbrook club coupe, 
$1,040*. 52 Coronet 4-dr., $570. 

FORD—’55 Custom (6) 4-dr., $1,650, $1,- 
675; Fairlane (8) conv., $2,200*. ’54 
Crest (8) Victoria, $1,600; %-ton truck, 
$875. ’53 Custom (6) 2-dr., $1,065*, $900, 


$850. ’52 Custom (6) 4-dr., $825*. ’51 
Deluxe (8) 4-dr., $475; 2-dr., $380; 
Custom Deluxe 2-dr., $525, $500; 2-ton 


truck, $240. 50 Deluxe (8) 4-dr., $245; 
2-dr., $230; Custom Deluxe 4-dr., $320. 
*49 Custom club coupe, $250. 
HUDSON—’54 Wasp 4-dr., $950. '52 Wasp 
4-dr., $350. ’51 Wasp 2-dr., $240. 
LINCOLN—’52 Capri coupe, $1,475*. 
MERCURY—’55 Montclair conv., $2,625*; 
Custom 2-dr., $2,345*; Montclair 2-dr., 
$2,650*, ’53 Custom 2-dr., $1,605* (ps). 
"52 Custom 2-dr., $860. ’49 conv., $250. 
NASH—’51 Statesman 4-dr., $385*. 
OLDSMOBILE—’53 (88) Super 2-dr., $1,- 
475* (ps). ’51 (98) 4-dr., $740*. ’47 (66) 
conv., $130. 
PLYMOUTH—’55 Savoy (8) 2-dr., $2,050* 
(ps). ’54 Savoy 4-dr., $1,100. '53 Cam- 


bridge 4-dr., $775. '52 Cambridge club 
coupe, $525. ’°51 Cambridge club coupe, 
$405. 


PONTIAC—’54 Chieftain (6) 4-dr., $1,370*; 
(8) 4-dr., $1,450*. ’53 Chieftain (6) 2- 
dr., $1,125*. '52 Chieftain (6) 4-dr., 
$735*, $760*. ’50 Silver Streak (6) 2-dr., 
$290. ’°49 Silver Streak (6) 2-dr., $290; 
conv., $300. 

STUDEBAKER—’53 Champion 4-dr., $825. 
’50 Champion 2-dr., $275. 

WILLYS—’55 Bermuda 2-dr., $1,375. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 

Monday. Prices are for sale of May 16.) 

(New and used-car dealers got a good 
break today in a fast moving market. 

Prices firm on all but new cars. Sold 184 

cars out of 223 offerings.) 

BUICK—’55 RM Riviera coupe, $2,935* 
(ps); Century Riviera coupe, $2,590*. 
’53 Super Riviera coupe, $1,450*; Special 
4-dr., $1,020. '52 RM Riviera coupe, $1,- 
000*; Special 2-dr., $710*, $700*%. ’51 
Super 4-dr., $650*; Riviera coupe, $535*; 
Special 2-dr., $570. 50 Super 4-dr., $400*, 
$360*°; Special 4-dr., $350, $330°. ‘47 
Super 4-dr., $130. 

CADILLAC—’55 (62) 4-dr., $4,600* (ps), 
$4,160* (ps). '54 (60) Special 4-dr., $3,- 
700* (ps). ’51 (62) club coupe, $1,550*; 
4-dr., $1,250*°. ‘50 (62) 4-dr., $925*, 
$810*. '49 (61) 4-dr., $690*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $2,- 
070* (ps); Sport coupe, $1,925; One-fifty 
(6) station wagon, $1,850; Two-ten (6) 
4-dr., $1,750*, $1,600. ’54 Bel Air conv., 
$1,360; Two-ten 4-dr., $1,150, $1,100; 
2-dr., $1,075. °53 Bel Air Sport coupe, 
$1,100*; 4-dr., $1,025; 2-dr., $975, $950*, 
$950; Two-ten 4-dr., $1,000*, $960*, $920; 
2-dr., $840; One-fifty 4-dr., $675. '52 SL 
Deluxe station wagon, $790; 2-dr., $750, 
$730, $675, $630; SL Special 2-dr., $670, 
$475; 4-dr., $610, $450, $430. '51 SL De- 
luxe Bel Air, $680; conv., $680; 4-dr., 
$570, $520*, $500°, $500, $470°; 2-dr., 





coupe, | 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





$540*. °50 SL Deluxe 4-dr., $390, $280; 
2-dr., $380; coupe, $280; SL Special 4-dr., 
$170. '49 SL Deluxe conv., $340; Carry- 
all, $305; 2-dr., $260, $210; station wag- 
on, $220, 48 FL 2-dr., $160; coupe, $140. 

CHRYSLER — ’52 NY coupe, $800*, '51 
Windsor 4-dr,, $785*. 

DeSOTO—’55 Fire Dome (8) coupe, $2,600* 
(ps). ’52 Fire Dome (8) 4-dr., $825*. 
’50 Custom coupe, $370. 

DODGE—’50 Meadowbrook 4-dr., $310. 

FORD—’55 Custom (8) station wagon, §$2,- 
080*, ’54 Main (6) 2-dr., $970. '53 Crest 
(8) Victoria, $1,225; Crest (6) Country 
Squire, $1,265; Custom (8) 2-dr., 2 at 


$960*, $860*%, $835*, $800; 4-dr., $760; 
Main (8) 4-dr., $1,180. ’52 Custom (8) 
conv., $850%; club coupe, $775; 2-dr., 


$640, °51 Custom (8) 2-dr., $610*, $550, 
$520*, $450, $430, $400; club coupe, 
$500*; Custom (6) 4-dr., $395. °50 Cus- 
tom (8) 4-dr., $295*; Deluxe (6) 2-dr., 
$360, $295; Custom (6) 2-dr., $280, $150. 
’49 Custom (8) 2-dr., $290, $250, $205*; 
4-dr., $260, $240; Custom (6) 4-dr., 


230. 

HODBON—'S1 Wasp 4-dr., $365; Pace- 
maker 2-dr., $320°. 

KAISER—’51 Deluxe 4-dr., $360°*. 
LINCOLN—’51 Cosmopolitan 4-dr., $360°*. 
’49 Cosmopolitan 4-dr., $250°, $ Pr 
MERCURY—’55 Monterey Sport coupe, $2,- 
260. ’53 station wagon, $1,360. ’52 2-dr., 
$700. ’51 club coupe, $560; 2-dr., $430, 
$390. ’50 4-dr., $325, ‘49 club coupe, 

210. 

washt—’53 Rambler station wagon, $900*. 
*51 Rambler conv., $450. ’49 Ambassa- 
dor 4-dr., $150; Statesman 4-dr., $105. 

OLDSMOBILE — = mrt $3,000* 
(ps). °50 (88) 2-dr., ° 
conv., $290*, $200+; (98) 2-dr., $220*. 

PACKARD—’53 (300) 4-dr., $1,120°. °52 
4-dr., $770*, $410*; 2-dr., $660*°; coupe, 
$750". '51 4-dr., $530*, $330°. '49 4-dr., 
$110. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
225*, $1,850*. ’54 Belvedere station wag- 
on, $1,390; Savoy 4-dr., $1,050; Plaza 
4-dr., $885. '53 Cambridge 4-dr., $810; 
Cranbrook 2-dr., $670. ’52 Cranbrook 
4-dr., $530, $500. ’51 Cranbrook 4-dr., 
$390. ’50 Deluxe Suburban, $650; 4-dr., 
$230. '47 Special Deluxe 4-dr., $120. 

PONTIAC—’55 Star Chief (8) conv., $2,- 
600*, °54 Chieftain (8) 2-dr., $1,345*. 
’53 Chieftain (6) 2-dr., $750, ’52 Chief- 
tain (8) 4-dr., $740*. ’51 Silver Streak 
(8) Catalina, $675*; 4-dr., $600*. ’49 Sil- 
ver Streak (6) Delivery sedan, $300; 
Silver Streak (8) 2-dr., $145, '48 Tor- 
pedo (8) 4-dr., $190*. 

STUDEBAKER — '54 Commander station 
wagon, $1,320. °51 Commander 4-dr., 
$320*. '50 Commander 4-dr., $285, $220°; 
Champion 4-dr., $250. ’49 Commander 
coupe, $150*. 

MISCELLANEOUS — 
$240. 


‘51 Hillman conv., 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of May 17.) 
(Sold 342 cars out of 512 offerings.) 


BUICK—’54 Super Riviera 2-dr., $2,255* 
(ps), $2,230* (ps), $2,130*, $1,900*; 
4-dr., $1,¥55* (ps); Century Riviera 2- 
dr., $2,055*; conv., $2,010*; Special Rivi- 
era 2-dr., $1,995*; 4-dr., $1,850*, $1,790*; 
2-dr., $1,620. '53 Super Riviera 2-dr., 
$1,370* (ps), $1,340* (ps); 4-dr., $1,370* 
(ps), $1,300* (ps), $1,240* (ps), $970. 

CADILLAC—’55 (62) 4-dr., $4,305* (ps). 
54 (62) conv., $4,050* (ps), $3,700* 
(ps); coupe devilie, $4,005* (ps), ‘54 
(62) conv., $2,740* (ps); coupe, $2,395* 
(ps), $2,265* (ps); 4-dr., $2,230* (ps), 
$2,190* (ps), $2,170* (ps), $1,905* (ps). 

CHEVROLET — '54 One-fifty Handyman, 
$1,250; 2-dr., $960; 4-dr., $900; Bel Air 
2-dr., $1,180*; Two-ten 4-dr., $1,000. '53 
Bel Air Sport coupe, $1,450* (ps); 2-dr., 
$1,010; One-fifty Handyman, $970; 4-dr., 
$665; Two-ten 4-dr., $970*, $710; 2-dr., 
$865*. ’52 SL Deluxe 4-dr., $725; 2-dr., 
615. 

CHRYSLER—'53 Windsor Newport, $1,345*. 
’52 Imperial 4-dr., $700*%; NY 4-dr., 
$500*. ’51 Imperial 4-dr., $695*; Wind- 
sor 4-dr., $505*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $900*. 
’51 Custom club coupe, $410, $340*; 4- 
dr., $385*. '48 Custom 4-dr., $225°. 

OOVGE—’53 Coronet 2-dr., $785*; Diplo- 
mat, $950*. °'52 Coronet 4-dr., $515*, 
$470*. °51 Coronet 4-dr., $500*, $355*; 
club coupe, $435*%; Meadowbrook 4-dr., 
$300*. 

FORD—’55 Fairlane (8) 4-dr., $1,855°; 
2-dr., $1,850; Custom (8) 4-dr., $1,570; 
Custom (6) 2-dr., $1,565; 4-dr., $1,560. 
54 Crest (8) Victoria, $1,560°, $1,540°; 
Main (8) Ranch Wagon, $1,285. ’53 Crest 
(8) Country Squire, $1,300; Victoria, $1,- 
300; Victoria, $1,155; Custom (8) 4-dr., 
$1,005*, $870, $795; conv., $890, 

HUDSON—’53 Hornet 4-dr., $835*; club 
coupe, $830*; Jet 2-dr., $575. ‘52 Com- 
modore (8) 4-dr., $335. 

KAISER—’ 52 4-dr., $270, 

LINCOLN—’54 Capri coupe, $2,550° (ps), 
$2,495* (ps); 4-dr., $1,800° (ps). ‘53 
Capri coupe, $1,965* (ps), $1,820° (ps), 
$1,450°; 4-dr., $1,585° (ps). 

MERCURY—’55 Monterey coupe, $2,505*. 
’54 Monterey Sun Valley, $1,900°; 4-dr., 
$1,795* (ps), $1,780*, $1,730°, $1,640°; 
Custom 4-dr., $1,455; Sport coupe, §1,- 


425°, '53 Monterey station wagon, §$1,- 
465°; coupe, $1,455*, $1,415*°, $1,360°, 
$1,300°. 
NASH—’53 Ambassador club coupe, §1,- 


360*; 2-dr., $895*, $725*; Rambler conv., 
(Continued on Page 36, Col. 2) 





CUTOUT LETTERS — Fluorescent cutout 
display letters and numerals can be 
quickly mounted with cellophane tape. 
Made of heavy paper, they come in two 
sizes—nine and 20 inches high. The small 
size is offered in red, green, orange, 
chartreuse and blue, while the large size 
comes in red only. The cutouts can be 
re-used many times. Pratt Poster Co., 225 
N. New Jersey St. Indianapolis 4, Ind. 


STEERING WHEEL CLAMP—The device 
anchors the steering wheel in a fixed 
position to keep front wheels in alignment 
so that tow truck can lift car from the 
rear and tow it safely. Ashton Sales, Inc., 
1701 W. Lafayette Sivd., Detrolt 16, Mich. 


CUSHION PAD—The Elast-O-Pad is de- 
signed to prevent the sagging of seat 
cushions. It is a plastic lamination consist- 
ing of upper and lower sheeting of Vis- 
queen polyethylene film. The sheets are 
reinforced through the center with plastic 
extrusions. Visking Corp., Plastics Division, 
E. Fort Harrison Rd., Terre Haute, Ind. 


SEAT COVER—A clear plastic seat cover 
that “lets the original beauty show 
through” has been marketed. They are 
made in one form-fitting piece of plastic 
that can be easily cleaned with a damp 
cloth, according to the manufacturer. 
“Clear-Tex" covers come in two styles: For 
front seat alone and for both front and 
rear. Howard Zink Corp... Fremont, O. 


Roller Bearing Catalog 


Rollway Bearing Co., Inc., 541 
Seymour St., Syracuse, N. Y., has 
issued a four-page catalog on its 
self-coritained roller bearings. The 
folder lists shaft and housing di- 
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NEW PRODUCTS 


mensions and bearing radial load 


ratings at 100 r.p.m. 
* * * 


: 


GREASE FITTINGS—'Leak-Not” grease 
fittings feature a tip seal to help keep 
out dirt. Made of hardened steel, the 
fittings come in Yg-inch pipe thread, %4- 
inch 28 thread, drive type, %4-inch pipe 
thread and other sizes. E. Edelmann & 
Co., 2332 Logan Bivd., Chicago 47, Ill. 
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BRAKE ADJUSTMENT—This set of five 


cards—one for each of the five principal | 


kinds of brakes—is to remind mechanics 
of essential steps in relining and adjust- 
ing brakes. The backs of the cards carry 
@ message on contour grinding for lined 
shoes. Raybestos division of Raybestos- 
Manhattan, Inc., 940 Rayman St., Bridge- 


port 2, Conn. 


* * 


FRONT END SERVICE 


| The solution contains Pontiac's V-3 deter- 


| 


WHEEL ALINER—The Telaliner contains 
electric wheel aliners and a lighted view 
screen that shows the condition of the | 
two front wheels at the same time. The 
cabinet offers storage space and a slope | 
front is said to reduce the floor space | 
required. Bear Mfg. Co., 1949 Thomas St. | 


Rock Island, Ill. 
* ot 


z | 
UTILITY LANTERN—The Radar-Lite util- | 
ity lantern uses a battery that is itself | 
the battery case. Measuring four by five 
inches, the battery is sealed in steel with 
a reinforced steel ribbed top. An attached 
sealed beam spotlight can be tilted up or 
down. A movable red flasher light on the 
rear is optional. Burgess Battery Co., Free- 
port, Ill. 
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sale package has 
the Universal ratcheting chain wrench. The 
| wrench is designed for use in cramped 


78% OWTRAETONS > DEE TOretONmS - STEAM » weemanres 


ooo and will handle round, square, | 


hexagon or octagon shapes. The ratchet- 
|ing action makes it possible to get a new 
| bite without taking the wrench off the 


work. Owatonna Tool Co., 314 N. Cedar | 


St., Owatonna, Minn. 
= 


* x 


| 
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FIRST AID KiT—The Supreme first aid 
kit is 55% by 5% inches in size and is 
| said to fit auto glove compartments. It 
contains mercurochrome, adhesive tape, 
adhesive bandages, gauze bandages, ab- 
sorbent cotton and gauze. Joy Merchan- 
dizing Co., Box 34, Flatbush Ave., Brook- 





bag. Each bag contains a single filling. 


gent additive. 
11, Mich. 


Portable Trunk Bed 


A portable trunk bed, which} 
weighs 72 pounds, is said to sleep | 


Pontiac division, Pontiac 


WRENCH PACKAGE — A clear plastic | 
been developed for! mrss 


WASHER SOLVENT—Pontiac is offering | 
|a@ windshield washer solvent in a plastic 





two people. A netting and awning | 
screen the sleepers and the whole | 
outfit folds in to the car trunk} 
when not in use. Donald Smith Co., 


Inc., Dallas, Tex. 
* 


* * 


TIRE CHANGER—The Cam tire changer | 
is used for the repair of passenger and | 
light truck tires without the need for water 
or lubricant in mounting or dismounting. 
The standard Cam assembly consists of | 
a stand, bead breaker, tire removal tool 
and tire mounting tool. The stand is 20% 
by 29 by 36 inches. Cam Tool Co., 11 
Randwick Ave., Oakland, Gallt. 


+ 
Polishing Kit Manufactured 
For Automotive Parts 


The Cratex Rubberized Abrasives | tab is pressed. Sigma Sales Corp., 1491 | 


Polishing Kit has been developed 


|for deburring, smoothing and pol- 


' | ishing operations. 


| It contains an assortment of 24 

wheels, cones, blocks and mandrels 

for polishing combustion chambers, 

ports, valves, pistons, gears and 

crankshafts. Cratex Mfg. Co. 81 

Natoma St., San Francisco 5, Calif. 
* * * 


meer 72) 


| 
| 


| PARTS CLEANER—The Krazy Dip cold 
| parts cleaning machine is used to remove 
| carbonized oil, grease and dirt from 
motor blocks and parts. Mechanical agi- 
|tation moves the parts in the cleaning 
solution 160 times per minute, it is 
| claimed. The machine is air-powered, but 
| not air-agitated. Magnus Chemical Co., 
Inc., Equipment division, Department AN, 


Garwood, N. J. 
¥ 


* * 
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UTILITY OILS—Pyroil M and Pyroil P 
are multipurpose and penetrating oils, 
respectively, which contain graphite. They 
come in snout-type three-ounce cans and 
are available in 12-can display cartons. 
Pyroil Co., La Crosse, Wis. 

* * x 


ELECTRIC FAN—The ‘‘Fast-Cooler Handi- 
Fan,” model U16, comes with a clip for 
attachment to casement type windows. It 
can also be used as a floor circulator fan, 
it is claimed. A steel frame allows it to be 
moved up or down. The fan weighs 20 
pounds and has two speeds. The four 
blades are 16% inches long and made 
of aluminum. Associated Equipment Corp., 
5710 San Francisco Ave., St. Lovis 15, 
Mo. 
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KEY CASE—The Key-Matic is a plastic 
| key case which holds four keys, any one 
| of which pops out when the key-releasing 





'N. Vine St., Hollywood 28, Calif. 





FLUSH BASE—The Gyro-Vise is said to 
drop level with the work surface when not 
in use. It is designed to keep work bench 
free of obstacles when vise is not needed. 
Weight of flush base is three pounds. 
Columbian Vise & Mfg. Co., 9018 Bes- 
semer Ave., Cleveland 4, O. 

* * 





FLOOR MAT—The Car-Pet twin floor 
toppers are mats that fasten to the car 
floor with snap buttons. Made of plastic, 
they come in 11 colors. A layer of foam 
latex is under the plastic to help cushion 
vibration and provide insulation. Crest 
Co., 5735 Cass Ave. Detroit 2, Mich. 


SOLDER GUN—The Hexacon solder gun 
is said to reach soldering temperature 
without the use of transformer or thermo- 
stat. It weighs eight ounces and works on 
AC or DC current. Hexacon Electric Co., 
517 W. Clay Ave., Roselle Park, N. J. 


SCREW DRIVER—The Roto-Top features 
a handle top which remains fixed in the 
heel of the hand as the screw driver is 
turned, thus reducing fatigue. The set in- 
cludes four, five and six-inch blades and 
two Phillips heads with three and 41-inch 
blades. Time Mfg. Co., Westminster, Mass. 

ee ae 


MONOGRAM — Incorporating a set-in 
area for two 24-carat initials and featur 
ing an emblem of an antique car, the 
Wilcogram is made of chrome-plated steel. 
A carton of 24 units contains a display 
rack as well as 72 initials. Wilson Co., 
959 Commonwealth Ave., Boston 15, 
Mass. 


















'J. R. Miller, chairman of Na-| 
tional Automotive Fibres, Inc., De- | 
troit, has reported the company’s | 
first quarter, 1955, consolidated net | 
profits reached $985,866, equal to $1 
per capital stock share. 

This was compared with a net 
of $376,264 for the first quarter of 
1954. Total sales for the 1955 quar- 
ter were $23,320,191, sales for the} 
1954 quarter were $17,370,011. 

* * * 


McLouth Steel Corp. 


Net earnings of McLouth Steel 
Corp., Detroit, before preferred 
dividends amounted to $893,000 for | 
the first quarter of 1955, compared | 
with net earnings of $463,000, on| 
comparable basis, for the first quar- 
ter of 1954. Dividends of $354,000 | 
were paid on the preferred stock. 
Earnings available to each com- 
mon share amounted to $0.45 in the 
1955 period, $0.39 in the 1954 period. 

+ x * 


L-O-F Nets $9,260,029 
During First Quarter 

Net earnings of Libbey-Owens- 
Ford Glass Co. in the quarter 
ended March 31 totaled $9,260,029, | 
compared with $6,495,595 in the 
game quarter of last year, accord- 
ing to John D. Biggers, chairman. 

President George P. MacNichol | 
jr.. in reviewing operations, said 
that the 1954 sales total of $212,-| 
840,360 was 23.5 percent greater | 
than the average annual sales for 
the preceding five years. 

+. * 


U. S. Rubber Net Jumps 


82% in First Quarter 


U. S. Rubber Co.’s net profit for | 
the first quarter of 1955 was 32 
percent above the same period of 
1954 and was 10 percent higher | 
than any such quarter in the firm’s | 
history, according to H. E. Hum-| 
phreys jr., chairman. | 

The record figure was set at $9,- | 
940,276, compared with $7,545,109 | 
for 1954. Net sales were $225,161,081, | 
some 18 percent above 1954’s first 
quarter. 








* * * 
Divco Pays Dividend; 


Reports Business Rise 


Diveo Corp., Detroit, has an-| 
nounced a 46 percent rise in busi- | 
ness in the fiscal year starting 
Nov. 1, 1954, to the end of March, | 
1954, over the same period of a | 
year ago. 

G. E. Muma, president, said ship- | 
ments were about six weeks behind 
and production is being stepped 
up. He also announced a 15-cent 
per share quarterly dividend would 
be paid May 3, 1955. 

+ ~ 


i 


Bullard Co. 


Net income for Bullard Co. 
Bridgeport (Conn.) machine tool 
manufacturer, after taxes was $11,- | 
453 for the first quarter of 1955, 
the firm has announced. This com- 
pares with $2,264,817 for the same 
period of 1954. Sales dropped from 
$16,479,177 in 1954’s first quarter to 
$5,837,042. Bullard reported a back- 
log of unfilled orders worth $13,- 
600,000. 


x * = 


Kent-Moore 
Kent - Moore Organization, Inc., 
Detroit, first-quarter report, 1955 
vs. 1954: Earnings, $80,299.54 and 
$104,962.53. 


* x * 


Tide Water Associated 
Net income of $8,083,000 was re- 
ported by Tide Water Associated 
Oil Co. for the first quarter of 1955, 
after provision for estimated Fed- 
eral income tax, D. T. Staples, 
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Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 


On the Financial Front 


president, has announced. Net earn- 
ings for the similar quarter of 
1954 amounted to $8,888,000. Gross | Textron American, Inc., 
income amounted to $121,026,000, | 
compared with $119,199,000 for the | 1954: net profit, $1,660,000 and $107,- 
1954 quarter. 


six months ended March 31, 1955, 
resulted in consolidated net income 
of $215,683, compared with $52,703 
for the same period of the preced- 


Corp. and its subsidiaries in the | first-quarter net sales of $13,854,475 
ing fiscal year. | 


Sealed Power Corp. first-quarter | 
report: Net profit, $413,000; sales, $1,175,482 in 1st Quarter 
$5,565,000. 


quarter of 1955 were $394,865, com- 
pared with $396, 307, in the first | sales and revenues were $16, 707, 031. 





| quarter of last year. Sales for the 
| three months increased to $13,862,- 
| 560, as compared with $11,661,240 | 
a year ago, “in spite of sharply in- 
creased competition,” according to | 
Cleve H. Pomeroy, president. | 
| * * * | 





Textron American 


Provi- 
dence, first-quarter report, 1955 vs. 


ee sales, $33,166,000 and $22,816,000. 
* * * 


Sheller Mfg. Corp. 
Sheller Mfg. Corp. has reported 


7 * * 
Hayes Mfg. 
The operations of Hayes Mfg. 





as against $9,458,000 for the same 
period of 1954. Profit before taxes 
was $1,805,788 and net income after 
taxes amounted to $880,488 which 
compares to 1954 first-quarter net 
| earnings of $676, 860. 


Sealed Power | Clevite Ces. Net Hits | @ 


Clevite Corp. has announced that 
| its net for the first quarter of 1955 


. | was 1,175,482, compar 
National Malleable & Steel | 115 - 1954’s first easeer. ey 
Earnings of National Malleable| Sales and other revenues were 


* x x 


| 
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Anniversary Fleet Ready for Driveaway— 
Price’s, Inc., Norfolk (Va.) appliance distributor for Kelvinator, bought a fleet of 


| men from Kenosha, Wis. oo to Norfolk. The other 12 cars were shipped to Norfolk. 


29 





& Steel Castings Co. for the first | $16, 905,982 for the period, approxi- 59 Nash Ramblers for its salesmen on the occasion of its 50th business anniversary. 
|mately the same as in 1954, when | This is part of the fleet of 47 white and gold cars which were driven by Price's sales- 
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ICKERS. 
Hydraulics 


This mammoth Cross Transfer-Matic uses Vickers 
Hydraulics exclusively to move cylinder blocks through 
688 machining operations and inspections . . . for tool 
traverse and feed . . . to turn the blocks as needed ... 
to clamp and unclamp, etc. 

In addition to the advantages inherent in hydraulic 
control, Vickers Hydraulics gives you the benefits of 
a nation-wide and full-time field engineering and service 
organization to assure correct application and operation 
with least maintenance. Highly efficient Vickers Pumps 
reduce power costs. 

The Vickers Application Engineer near you will be 
glad to show you the benefits you can obtain by using 

| Vickers Hydraulics. Write for a copy of Bulletin 5002-A. 


ie VICKERS Incorporated 


} DIVISION OF THE SPERRY CORPORATION 
| 1532 OAKMAN BLVD. e DETROIT 32, MICH. 
Application Engineering Offices: « ATLANTA « CHICAGO AREA (Brookfield) 


WASHINGTON » WORCESTER 





Cross Transfer-Matic performs 555 machining 
and 133 inspection operations on 100 V-8 
cylinder blocks per hour with one operator. 
Shown here are three of five sections that 
operate automatically . . . individually or in 
any combination. 





One of 60 Vickers Hydraulic Power Units used on this Cross 
Transfer-Matic. Some are standard units while others are 
custom-built by Vickers. Each is a complete “package” for 
an individual hydraulic circuit; it includes the necessary 
pumps, valves, oil reservoir, electric motor and controls, as 
well as all hydraulic accessories (oil filter, air cleaner, oil 
level gauge, etc.). The result is design simplification and 
savings in installation and maintenance costs. 


7054 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 1921 
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Dealers Up in Arms . TT 


Insurance Bill Stirs 
Bitter Conn. Clash 


By Charles Morse 
Staff Correspondent 


HARTFORD. — Pressure is be- 
ing applied by one of the most 
powerful lobbies operating in the 
current session of the General As- 
sembly to oppose a bill which would 
take away lucrative automobile in- 
surance contracts from the state’s 
car dealers. 

The measure, Senate Bill 1223, 
has already created turmoil in the 
Senate Democratic ranks and has 
caused concern in the minority 
GOP side of the upper house. 

Senator Joseph A. Bonaquisto, 
Hartford Democrat and owner 
of a real estate and insurance 
agency, however, is sitting pat 
in his attempt to get the bill 

the Senate. 

The involved bill, patterned after 
an Ohio statute, went through a 
long airing early in April. Raised 
in the insurance committee, the 
measure would deny an insurance 
agent’s license to applicants who 
write or intend to write policies 
which are intended to be used prin- 
cipally to insure the agent’s or his 
employer’s property. 

Nowhere in the bill is there di- 
rect reference to automobiles or 
auto dealers, but the measure, 
nevertheless, is directed squarely 
at the auto industry’s insurance 
interests. Rhode Island dealers de- 





Dealers Sponsor 
June Meetings 


In Minnesota 


MINNEAPOLIS. — (UTPS) — A 
series of district meetings for deal- 
ers and their key personnel 
throughout the state has been an- 
nounced by oe Minnesota Auto- 
mobile Dealers Assn 

Meetings will be held in Virginia 
at the Coates Hotel, June 14; in 
Duluth at the Hotel Duluth, June 
15; in Thief River Falls at a place 
to be set on June 21; in Fergus 
Falls at the Ranch House, on June 
22, and in Montevideo at the Amer- 
ican Legion Club, June 23. 

Purpose of the discussions is to 
provide complete information on 
the state legislative session which 
just ended, on trade conditions and 
what the MADA is doing for deal- 
ers, on the state Motor Vehicle 
Department, on what the NADA is 
doing in Washington and on the 
association-sponsored group insur- 
ance. 


Son Takes Over 
At Hastings Mfg. 


HASTINGS, Mich. — Aben E. 
Johnson, Hastings Mfg. Co. presi- 
dent, has been elected board chair- 
man and his son Stephen I. John- 
son, has been elected president of 
the firm. 

The younger Johnson, executive 
vice-president since 1949, has been 
associated with the company since 
returning from the service in 1946. 


feated a similar bill at Providence 
last month. 

To completely block off auto 
dealer’s customary practice of in- 
cluding comprehensive and col- 
lision insurance wi finance 
charges and installment pay- 
ments, the bill specifies that an 
applicant for an insurance agent’s 
license is ineligible for the per- 
mit if the premium on policies 
which he writes for the general 
public are less than nine times 
the premiums for his own, or his 
employer’s property. 

“It shall be the duty of the in- 
surance commissioner to refuse to 
grant or renew any such license 
applied for and to revoke any such 
license so being used,” the bill 
states regarding the “nine times” 
clause. 

When the bill came up for ac- 
tion in the Senate last week, Sena- 
tor Paul Amenta, of New Britain, 
sales manager of an auto company, 
offered vigorcus opposition. The 
bill was recommitted to the insur- 
ance committee. 

“But it will not die there,” Sena- 
tor Bonaquisto has declared. 


ally in Connecticut. A total of 
284 companies handled this busi- 
ness in 1954. Eight companies are 
directly affiliated with auto con- 
cerns. The eight companies, Sen- 
ator Bonaquisto pointed out, 
wrote about $4 million worth of 
the total business, or approxi- 
mately 18 percent. 

The senator declared that so- 
liciting car purchasers for insur- 
ance by unlicensed salesmen was 
“common practice” and a violation 
of the state insurance law. 

He said the public is generally 
“badly informed” as to coverage 
on a car after a purchase. 

The political significance of the 
measure was apparent recently 
when Senator Amenta refused to 
attend a Democratic caucus. 

John M. Bailey, state Democratic 
chairman, is concerned about the 
disrupting effect the bill is creating 
in his flock. He has personally ap- 
pealed to Senator Amenta to aban- 
don his one-man walkout. 





Pa. Dealers Fight Bill 
Barring Insurance Sale 


HARRISBURG, Pa.—A bill in- 
troduced in the Pennsylvania 
Legislature to license and con- 
trol insurance agents would 
deprive auto dealers of the right 
to sell insurance on autos sold 
by them, the Pennsylvania Auto- 
motive Assn. reported last week. 

The group urged all members 
to write members of the Legisla- 
ture in protest against the bill. 
The bill, as written, covers only 
personal property, such as auto- 
mobiles, and not real estate insur- 
ance. It would prohibit selling of 
insurance for personal property 
in which the agent owned or in 
which he has a “security inter- 
est. 








In Time for Hudson's ‘Sweepstakes’ — 


John Cresko, owner of Manhattan Motors, Kingston, Pa., signs his new Hudson 
franchise agreement at a recent Philadelphia zone meeting which signaled the start 
of Hudson's “Sun Valley sweepstakes contest” for dealers and salesmen. Shown 
with Cresko are C. E. Hunter jr., Philadelphia zone manager, left, and C. H. Calhoun, 


Hudson eastern divisional sales manager. 





Enshrined at Smithsonian— 





The original hydraulic power steering unit, built in 1925 at Waltham, Mass., by 
Francis W. Davis, has been accepted by the Smithsonian Institute, Washington, for 
public display. The original hydraulic unit was installed on a Pierce-Arrow and 


demonstrated to the industry in 1926. 


Bowser Seeks New Markets 
Through ‘Road Show’ Tour 


DETROIT.—“Bowserama” a road 
show staged by Bowser, Inc., as a 
“tour of discovery” opened here for 
three days last week and held. open 


Saltarelli to Head 
Four Reorganized 
Houdaille Groups 


DETROIT.—Management of the 
newly expanded Houdaille-Hershey 
Corp. has been reorganized into 
four groups un- 
der the direction 
of Gerald C. Sal- 
tarelli, who has 
been named oper- 
ations vice-presi- 
dent. Saltarelli 
had been general 
manager of Hou- 
daille’s automo- 
tive division. 

The acquisition 
of the business 
and assets of 
Frontier Industries, of Buffalo, 


G. C. Saltarelli 
N. 
Y., by Houdaille-Hershey was ap- 
proved by stockholders of both 
companies last week. 

Heading the four groups are: 


Herbert H. Roosa, formerly a 
Frontier Industries vice-president, 
who has been elected vice-president 
in charge of subsidiaries. 

F. A. Smith, formerly manager 
of Houdaille’s Huntington (W. Va.) 
plant, who has been elected vice- 
president in charge of the automo- 
tive group. 

R. Glenn Gorman, formerly man- 
ager of Houdaille’s aircraft divi- 
sion, who will head the aviation 
group. 

Frederick J. Schmidt will head 
the fourth group which consists of 
Buffalo Stone Corp., formerly a 
Frontier Industries plant. Schmidt 
formerly was president of this firm. 


Florida Dealers 
Victims of Auto 


Swindle Artists 


TALLAHASSEE. — The third in 
a series of “flimflam” cases vic- 
timizing local automobile dealers 
has been reported. 

A warrant has been issued for 
Richard S. Ellis, who is charged 
with stealing a car from Proctor 
& Proctor, Inc. Clinton Ashmore, 
county prosecutor, said Ellis stole 
a car in Alabama and somehow 
managed to get a Florida certificate 
of title and traded it for a more 
expensive model. 

In the second fast shuffle, a 
“prospect” borrowed a used car 
from a dealer for a trial drive and 
traded it to another dealer. In the 
third swindle, another “buyer” took 
another car for a tryout and failed 
to bring it back. The car was re- 
covered in Alabama. 













house for the automotive and other 
industries. 

The show, displaying the diversi- 
fied products of Bowser and its 
subsidiary companies, was termed 
by R. Hosken Damon, chairman of 
the board, as a new concept in 
sales technique. 


Damon added that it also was 
@ means for the company to ex- 

plore undiscovered potential uses 
for the products through the 
ideas of executives and engineers 
of the various industries. 

He cited an example, in Seattle, 
where a brewery official saw that 
a lubrication blender could easily 
be used to blend beer. 

This, he said, was what was 
meant by “tour of discovery.” The 
display, Damon said, represented 
three years of preparation and de- 


. | velopment at a cost of $3 million. 


The show has appeared in 
Seattle, San Francisco, Los An- 
geles, Salt Lake City, Chicago and 
Fort Wayne, Ind. Detroit was the 
third stop in its eastern schedule. 

Among the developments on dis- 
play were liquid control systems, 
electric and electronic systems and 
equipment for filtering, fueling, lu- 
bricating, metering, pumping, stor- 
ing and dispensing, degasifying and 
dehydrating and other integrated 
products. 

Automotive and aviation test 
equipment was shown as well as 
a “silent sentinel” for private 
parking lots. The latter electronic 
device bars entry to the lot by a 
single wooden bar similar to rail- 
road crossing gates. 

The “key” is a card which can 
be inserted into a slot by the driver 
without leaving the automobile. If 
the card is the proper one, the gate 
lifts and allows entry and closes 
as the rear wheels cross a treadle. 
If the card is not the right one, 
it is rejected. 

The combination may be changed 
each month or at any time desired 
by the lot owners. 





Heads Ceramic Society— 


Robert Twells (left), manager of Electric 
Auto-Lite Co.'s Fostoria (O.) spark plug 
plant, receives a gavel symbolic of his 
new post as president of the American 
Ceramic Society from outgoing president 
Ray Pafford. Twells was inducted at the 
society's recent convention in Cincinnati. 


» | (Chrysler - Plymouth), 
has been elected president of the 


Martin, 36, Heads 


Missouri Assn. 


Convention Addressed 
By Rude, Mansfield 


ST. LOUIS. — C. H. Martin 
Springfield, 


Missouri Automobile Dealers Assn. 
At 36, he is the youngest president 
in the group’s history. 


R. G. Bentrup (Ford), Kansas 


_|City, was moved up from second 
'|to first vice-president and Vince 


McMahon (Pontiac), St. Louis, was 


/| elected second vice-president to re- 


place him. 

J. M. Allton (Ford), was reelected 
treasurer. Martin previously was 
first vice-president before being 


||elected to head the organization. 


Missouri has about 440,000 “cap- 
tive” wives — women who are 
stranded at home each day without 
a car because their husbands drive 
to work, an official of an auto fi- 
nance company told the conven- 
tion. 

Alan G. Rude, sales vice-presi- 
dent of Universal C.1.T. Credit 
Corp., said the families of those 
440,000 wives were primary two- 

car prospects. 

This, added to a growing state 
population and an increasing fam- 
ily income rate, means “an ex- 
panding future” for the automo- 
bile industry in the state, he said. 

Most of these 440,000 “one-car 
widows” are in families whose in- 
come would easily justify a second 

car that would almost pay for it- 
self in shopping convenience, tak- 
ing youngsters to and from school 
and other daytime errands, Rude 
said. 
He condemned “dollar down” 
sales and other “too cheap” mer- 

chandising practices that, he said, 
are not worthy of the product 
the auto dealer is selling. 

John P. Mansfield, Plymouth 
president, told the convention that 
Plymouth produced 70,000 cars in 
April and planned to produce an- 
other 70,000 this month. 

He said he was “sticking by” his 
prediction of last September that 
Plymouth would turn out 725,000 
autos in 1955, which would be 67,000 
more than were made in the record 
year of 1953. 

Mansfield said that Chrysler 
Corp. divisions had produced about 
19 percent of the industry total, 
with retail sales “well over 18 per- 
cent.” 

“Considering the kind of com- 
petition we are up against, we 
feel that we have made a very 

good start. We have established 
a momentum. And we intend to 
keep right on rolling,” Mansfield 

id 


said. 

He said the general health of the 
American economy is sound and 
pointed to a recent survey which 
showed that business intends to 
spend more this year for new 
plants and equipment than in any 
previous year. 


Ethyl Campaign 
Urges Public 


To ‘Drive More’ 


NEW YORK.—A nationwide pro- 
gram encouraging the public to 
drive more is being undertaken by 
Ethyl Corp 

Using the theme, “Drive more... 
it gets cheaper by the mile,” the 
program is intended to appeal to 
the nation’s car owners by showing 
them the dollars-and-cents advan- 
tages of greater car use. At the 
same time, the program, it is ex- 
pected, will help stimulate the de- 
mand for all automotive products 
and services. 

The program will be spearheaded 
by advertisements in three maga- 
zines—the Saturday Evening Post, 
Collier’s, and Reader’s Digest. The 
initial advertisements will appear 
in June, with the campaign con- 
tinuing into October. 

Moreover, Ethyl is inviting all oil 
and automotive groups to partici- 
pate in tiein promotions. 

Basis of the program is the fact 
that the more a car owner uses his 
car during the year, the cheaper 
his per mile costs become. This is 
because his basic costs of deprecia- 
tion, insurance and license fees re- 
main essentially the same, the firm 
says. 
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Miles Defends, Marker Opposes . 


NUCDA 


(Continued from Page 2) 


organization with the same charter 
and constitution and code of ethics. 
We are doing business at the same 
old stand with a new front, and 
that’s progress. 

“One additional personal note re- | 
mains. Your statement about the 
president of our organization ob- 
viously referring to me is not cor- | 
rect. My business, although it in- | 
cludes the sale of new cars, is still 
predominantly the sale of used cars. 

“I appreciate your fairness in the 
past in presenting the used-car 
dealers’ point of view on the vari- 
ous controversial issues that have 





arisen from time to time. I am con- 
fident that your policies will not be 
changed with the change in name 
of the organization that has repre- 
sented and will continue to repre- 
sent used-car dealers throughout 
the nation.” 
+ ” 

pees in discussing the AuTo- 

MoTIvE News editorial, asserted: 

“It is time somebody showed in 
black and white what has actually 
happened. 

- oa 

“ &S ONE of the charter members 

and a former president, I wit- 
nessed the growth and struggles of 
NUCDA through the years. As an 
auction operator, I know for a fact 
that used-car dealers are a vital 
part of the automobile industry. 

“It tees me off to see NUCDA 
fall into the hands of some who 
apparently don’t know why we ever 
had a national USED car dealers 
association. 

“The way they called for a vote 
was ridiculous. After their con- 
vention, they sent out a postcard 
telling the members that a motion 
to change the name to National 
Independent Automobile Dealers 
Assn. was tabled, so would the 
members please vote. No state- 
ment of facts to inform the mem- 
a what was behind the ballot- 

ing. 

“It’s not a disgrace to be a used- 
car dealer. I’ve made my living 
from used cars and I’m not 
ashamed of it. Neither are new- 
car dealers ashamed to be in the 
used-car business. So. who do the 
men who call themselves independ- 
ent something-or-other think they 
are kidding? Certainly not the in- 
dustry or the public. 

“Auction operators could call 
themselves wholesale specialists, 
which would prove nothing because 


Hudson to Award 
Cars, Vacations 
In Disney Contest 


DETROIT. — Hudson last week 
announced its Hudson-Disneyland 
Contest, featuring prizes ranging 
from 1955 Hudsons to 30 free fam- 
ily vacations to Walt Disney’s new 
$11-million Disneyland Park in Cal- 
ifornia. 

N. K. VanDerzee, sales vice-presi- 
dent, said the contest would be 
conducted by all Hudson dealers 
from June 1 to July 16. 

He said, “Dealers have been sup- 
plied with official contest entry 
blanks, and during the contest each 
child visiting a Hudson dealer 
showroom accompanied by an adult 
will receive special gifts consisting 
of an autographed picture of Fess 
Parker as ‘Davy Crockett,’ and an 
original ‘Davy Crockett’ comic 
book.” 

VanDerzee also said the accom- 
panying adults would be given an 
entry blank which requests them 
to tell in 35 words or less which 
of Hudson’s eight exclusive fea- 
tures they like best and why. The 
completed blank is returned to the 
dealer who will forward it to the 
judging committee. 

For the best answers received, 
first prize is a completely equipped 
1955 Hudson Hornet Hollywood 
hardtop; second prize, a Hudson 
Wasp four-door sedan; and third 
prize, a Hudson Rambler station 
wagon. Car winners will also be 
awarded all-expense paid vacations 
for two adults and a child, to Dis- 
neyland Park in California. There 
also will be 27 Disneyland vacation 
trips for runner-ups in the contest. | 
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Change Is Debated 


we're still auction operators. 

“I ink the used-car dealers 
should come out of their lethargy 
and take action.” 

Marker is one of the few former 
presidents of NUCDA to remain in 
the used-car business. He operates 
a used-car lot and auction at Fort 
Wayne, Ind. 

Several of the recent past presi- 
dents have become authorized new- 


car dealers, including R. W. Work- 
man, Lubbock, Tex.; James C. 
Downing, Atlanta, and Walter Wil- 
son, Dallas. 

Other former presidents are Ray 
Hayward, used cars, Omaha; Mar- 
tin McCollum, used-car auction op- 
erator, Flint; Charlie Hillard, fi- 


nance and rent-a-car business, Fort 
Worth. Oliver Wood, the group’s 
second president, is dead. 





LONDON, England.—Rolls-Royce 
Ltd. and Bentley Motors Ltd. have 
announced two new models—the 
Rolls-Royce Silver Cloud and the 
Bentley “S” series. 

According to the Society of Mo- 
tor Manufacturers and Traders, the 
new Rolls will replace the Silver 
Dawn and the new Bentley will re- 
place the B-7 model. 

Both cars share the same new 
engine, chassis and body work 
and the only difference between 
them lies in the fact that each 
model retains its own style of 
radiator grille. 

The engine is of 4,887 cubic cen- 
timeters and is a developed version 
of the 4,850 c.c. power unit fitted 
to the Bentley Continental in 1954, 
coupled to the Rolls-Royce auto- 
matic gearbox, the society said. 

The cars are the result of four 
years of design work and testing, 
according to the society, and they 
are capable of speeds “well over 
100 m.p.h.” 

Each half back rest of the front 
seat is adjustable independently to 
suit driver and passenger. The ven- 
tilation is said to be of a new de- 
sign that keeps both windshield 


Shaw, 2 Others 
Get Appointments 
In Dodge Sales 


DETROIT. — Appointments of 
three men to posts in Dodge’s sales 
organization have been announced 
by R. C. Somerville, sales vice- 
president, and Byron J. Nichols, 
general sales manager. 

Eugene F. Shaw has been named 
assistant sales manager. Starting on 
the Dodge assembly line in 1933, 





‘et 22 ie Ls 

J. W. Floyd E. F. Shaw 
he has worked his way up through 
the company. He will be responsi- 
ble for sales administration, budget 
and expense control, market analy- 
sis, sales organization and manage- 
ment development. 


J. W. Floyd has been chosen 
parts and service sales supervisor. 
He started Chrysler before World 
War II. In April he transferred to 
Dodge from the MoPar division. 


Promotion of Donald M. Craik to 
manager of the dealer planning and 
analysis department also has been 
announced. Craik joined Chrysler 
Corp. in 1948 as a statistician and 
transferred to Dodge the same 
year. 


Pontiac’s Sales 


160% of 54 Pace 


PONTIAC.—Pontiac sales for the 
first 20 days in May were 160 per- 
cent of the same period of 1954, ac- 
cording to R. M. Critchfield, gen- 
eral manager. 

He said Pontiac delivered 32,714 
cars during the 20 days. Sales of 
17,324 Pontiacs from the 1ith 
through the 20th marked the high- 
est middle 10-day sales period 
posted this year. 


New Rolls-Royce Unveiled 


‘Silver Cloud’ to Replace ‘Silver Dawn;’ 
Bentley Offers Running Mate 


and rear window clear, the society 
reported. 

According to Rolls-Royce, tech- 
nical features of the new auto in- 
clude: 

1. The wheelbase has been in- 
creased three inches to 10 feet 3 
inches and the welded chassis 
frame allows the general line of 
the car to be lower with no reduc- 
tion in the headroom. The overall 
length of the car is 17 feet 8 inches. 

2. The new suspension is softer 
and allows for greater wheel travel, 
yet the car does not pitch at all. 

3. The new steering is light and 
positive with no tendency to over- 
steer. 

The engine is six-cylinder with 
& mean piston speed of 1,000 r.p.m. 
and is lubricated by a gear-type 
pump driven from the camshaft. 

The chassis is a closed box sec- 
tion frame of welded steel con- 
struction with cruciform center 
bracing pierced for drive shaft. A 
centralized pressure lubrication sys- 
tem, fed from a reservoir, allows 
the driver to lubricate the chassis 
by pressing a pedal under the in- 
strument panel. 

The cars have an independent 
front suspension by wishbones of 
unequal length with coil springs. 
Rear suspension is by half-elliptical 
springs with electrically controlled 
piston-type dampers and ‘Z’-type 
anti-roll bar. 

Steering is by cam and roller box, 
connected by transverse link to a 
three-piece track linkage. 

The disc wheels are 15 inches, 
carried by five studs. Tires are 
8.20-inch. 

Brakes are servo assisted with 
hydraulic operation at front; com- 
bined hydraulic and mechanical in 
the rear. 

The car has a five/six seat, four- 
door body of pressed steel construc- 
tion with a full-width front seat. 
Upholstery is leather, with foam 
rubber underlays and there are pile 
carpets. Garnish rails are finished 
with French walnut veneers. 


Mercury Sales | 
Reach New High | 


DETROIT. Another alltime 
high in the sale of Mercury cars 
was established during the period 
May 11-20, when 13,247 units were 
delivered to retail customers, ac- 
cording to Joseph E. Bayne, gen- 
eral sales manager. 

The new mark is an increase of 
9 percent over the previous high 
second 10-day sales of 12,123, set 
Apr. 11-20, 1955. | 





Spreading the Word— 


One of the National Safety Council's 
traffic safety posters has been sponsored 
in several major cities by Pick Mfg. Co., 
West Bend (Wis.), producer of bonded 
brake shoe exchange sets. 
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New L-M Dealership in Birmingham— 


T n T Motors, Inc., has taken over the Lincoln-Mercury franchise formerly held by 
Dexter Lincoln-Mercury in Birmingham, Ala. Jimmy Threet, president, formerly was 
a Ford dealer in Bremen, Ga., and Tommy Thomas, general manager, formerly was 
a Chrysler-Plymouth dealer in Opelika, Ala. Seated (from left) are Threet; G. H. 


Schricker, district manager, and Thomas. 


Standing: Jim Gates, southern regional 


promotion manager, and Gil Vaughan, district sales manager. 


Warner Produces 
Clutch for Auto 


Air Conditioners 


BELOIT, Wis.—A new electric 
compressor clutch for automobile 
air conditioning units has been an- 
nounced by Norman K. Anderson, 
Warner Electric Brake & Clutch 
Co. general sales manager. 

“The compressor clutch now 
makes it possible for motorists to 
start and stop the refrigerating 
compressor clutch on their car’s air 

+ * * 





4 Parts Make Clutch— 


The new Warner Electric compressor 
clutch permits thermostatic control of car 
temperatures, it is claimed. The device 
has only four major parts, shown in the 
cut-away drawing above. 

* * s 
conditioning system by manual or 
thermostatic control,” said Ander- 
son. 


This is not possible with most 
current model cooling units be- 
cause the compressor must remain 
running at all times, he added. 

The clutch, itself, operates on the 
stationary field principle and is an 


DeSoto Launches 
Sales Push in 


Western Zone 


DETROIT.—DeSoto has launched 
a dealer sales and advertising drive 
in its recently created western Zone, 
A. B. Nielsen, general sales man- 
ager, announced last week. 


The announcement was made as 


'|David H. Copeland, western zone 


manager, completed a _ nine-state 
tour of his territory and confer- 
ences with factory heads here. 


Copeland studied the local situa- 


|tion in each of the respective re- 
|gions and laid plans for the appli- 
|cation of the company’s “forward 


look” in sales under the present 
divisionalization and reorganization 
of DeSoto’s national sales structure. 


Announcing Copeland’s approved 
plans for the new zone, Nielsen 
said: 

“We are highly pleased with the 
manner and enthusiasm with which 
Mr. Copeland has seized upon his 
new assignment, and with the suc- 
cess he is meeting. We have the 
fullest confidence in his thinking 
and abilities, and we anticipate im- 
portant results. 





off-shoot of a brake and clutch line 
first developed by the Beloit firm. 
This new principle is especially 
important as it eliminates the need 
for slip rings and brushes. 





AVAILABLE! 


NEW 
GLOBAL 
AUTOMOTIVE 
SURVEY 


WORLD 
MOTOR 
CENSUS 





An important sales tool for 
selling the overseas auto- 
motive trade and transport 


field abroad. 


This GLOBAL AUTOMO. 
TIVE MARKET SURVEY 
and WORLD MOTOR 
CENSUS is the result of 
six months of intensive 
study by our Market and 
Over 


2,000 man hours of re- 


Research Division. 


search have gone into its 
compilation. 


This study, the most thor- 
ough one ever made of the 
global automotive market, 
was prepared to help you 
in your overseas sales 
planning. 

For your copy, write to 


Russell F. Anderson, Publisher, 


THE AMERICAN AUTOMOBILE and 
EL AUTOMOVIL AMERICANO, 


McGraw-Hill Building, 
330 West 42nd Street, 
New York 36, N. Y. 


rage’ 


— 


i he 
McGRAW-HILL 
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$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
Mercury Names : Sy-dr, sed. $1,983; 2-dr, sed. $1,940. 
Ai urrent Prices on New Cars aiviiatin mess gee T= 
He Sales 1ae seat stat. wag... $2,921.75. Belvedere V-8 
ee The following advertised . delivered | 658.75: 4-dr. 3-seat stat. wag., $2,760.75. | 276.50; 2-dr. sed., $2,217.50; sport cpe., | hardtop cpe., $2,216.50; conv. cain oe 
On Advertising prices include the retail list price sug- | Custom V-8—4-dr. sed., $2,472.50; | $2,341; stat. wag., $2,685.50. Monterey — 2-seat stat. wag., $2,425. (PowerFlite op- 
gested by the factory, provisions for | Lancer 4-dr. sed, $2,515.50; hardtop cpe., | 4-dr. sed., $2,400; hardtop cpe., $2,464.50; | tional at $178.30.) , 
Jack H h Federal taxes, and suggested delivery | $2,542.50; conv., $2,748. (PowerFlite op- | stat. wag., $2,843.50. Montelair—4-dr. sed., PONTIA 
DETROIT.—T. Jack Henry has| gna handling charges. They do not sover | tional at $178.30.) $2,685; hardtop cpe., $2,631; Sun Valley | EONZIAC — Chieftain neo — 4-dr. sed., 
been promoted to assistant general | transportation costs, state and local FORD—(Prices are for 6-cyl. modeis; | S/asstop, $2,711.50; conv., $2,712. (Mere- wag. $2,434; 4-ar. — "wa oa ne 
sales manager of advertising, pro-| taxes, optional equipment or any other | for V-8, add $99.98) — Mainline —4-dr | 0-Matioc optional $189.45.) Chieftain 870—4-dr.. ‘oatin’ ta 
charges that may be passed on to the 24; 707.02; bus.| METROPOLITA Hard 1,445; oie toe an 
motion and train-| Seta buyer sed., $1,753.24; 2-dr. sed., $1,707.02; bus. N — Hardtop, § sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
ing for Mercury, . , oe, yo ge ee te sed., po pe $1,469 (both prices at coastal ports |stat’ wag, $2,603. Star Chief Deluxe — 
Joseph E. Bayne, | 2-ar- ved, 92,282.88; ‘hardtop Spe. $2.. | i-dr. sed, $1,080.77; 2-dr. sed., $1,013.57; °t NASH Statesman Super ¢—4-ar, sed., | 4 2%, 004, $2,962; cony., 92,601. Star Chiet | 
. ’ oe » $2, 55; P cpe., $2,- | 4- ; juper -dar. * Custom—4-dr. sed., $2,455; Catalina, $2,- 
general sales | 332.43; 4-dr. hardtop, 409; conv., $2,- | Victoria hardtop, | $2,094. 76; Crown Victoria $2,215. Statesman Custom 6—4-dr. sed., | 499: safari 2-dr. stat. wag., $2,962. (By- | 
manager an- 590.17; 4-Gr. utat. wag., $2,974. Century— cl. cpe., $2,202.04; Crown Victoria glass- | $2,385; 2-dr. hardtop, $2,495. Ambassador dra-Matie optional at $178.35.) { 
nounced. 4-dr. sed., $2,548.17; hardtop cpe., ,- |top, $2,271.53; conv. $2,224.09. Station | Super 6—$2,480. Ambassador Custom 6—| RAMBLER—Deluxe—4-ar. ie $1,695; 
Honey will be [996 4at eit wee’ site sapere. | Oar 2s a-rnt Cunt Ranc Wasa | Ambaisalor Sapur Var’ wee, Sars [Fat ft SBM Bape id, in, es 
en ; 4-dr. , $3,175. . | 043.07; 2-dr. 2- . -dr. sed., $2,775. | 79g: 2. : Se 
peupenethie for |8e4., $2,876.17; hardtop’ epe., $2,890.56: | $2,108.64; 4-dr. 2-seat Country Sedan, $2,- | Ambassador Custom V-8—4-ar. sed., $2,- | $1669. ‘Gustom—sdr sea, $1,000; Nati: 
the directi f conv., $3,224.59. . sed., |156.14; 4-dr. 3-seat Country Sedan, §$2,- | 965; 2-dr. hardtop, $3,095. Nash-Healey— | ton $1,995; 4-dr. stat. wag., 82.008. (Hy- 
e direction of | 53,349.36; hardtop cpe., $3,453.05; conv., | 287.32; 4-dr. 3-seat Country Squire, §2,-|2-dr. hardtop, $5,128.05 at coastal ports. | ara Matic optional at $178.85 
all activities per- | $3,551.56 (Dynaflow omneard on ieee 391.59. a — swe, $2,944; ae ae eronal on - at g26.66, STUDEBAKER—Champl "s h ; 
taining to the ad- | ™aster, optional at $192.50 on F | conv., $3,019.30; combination op-conv., | Ultramatic on at $ automatic | 4, sed., $1,783.24; 2-dr. sed., $1,741.02. 
vertising depart. models. ) $3,234.30. (Fordematic optional at $178.20 | transmission not available on Nash-Healey, Champion Deluxe—4-dr. sed., $1,885.16: 2 
. . ( 





! ment, the sales 
%. Sack Money promotion and 
training department and the deal- 
ership management conference. 
R. J. Fisher will continue as ad- 
vertising manager of the division. 
George O. Hackett will continue as 
manager of the sales promotion 
and training department, and M. 
G. Orlovich as manager of the deal- 
ership management conference. All 
three held similar positions in the 
Lincoln-Mercury division. J. J. 
Szeregnyi has been appointed as- 


OADILLAC—Series 62—4-dr sed., $3,- 
$3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
clal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 
standard.) 

OHEVROLET — (Prices are for 6- cyl. 
models; for V-8, add $99.)—One-Fifty—4 
ar. sed., $1,728; 2-dr. sed., $1,685; utilty 
sed., $1,503; 2- 2-dr stat. wag., per 

dr. , $1,819; 2-dr. $1,775; 
cl. cpe., $1,838: ” 2-ar. stat. wag., on 8.07 4- 
dr. stat. wag., $2,127. Bel Air—4-dr sed., 
$1932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067; conv., $2,206; 4-dr. stat. wag., $2,- 
262; Nomad 2-dr_ stat. wag., $2,472, Cor- 
vette—6- cyl. conv., $2,799; V-8 conv., $2,- 
$34. (Powerglide optional at $178.35.’) 

‘Windsor Deluxe—4-dr. 


976.70; cl, cpe., 


= ee models, $215 on Thunder- 
-) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8e at $199.) 

IMPERIAL—Custom—+4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass 
sed., $6,972.50; lim., $7,094.75. (rewen- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 


which is equipped with overdrive.) 
OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr., hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matiec optional at $178.35.) 
PACKA Clipper Deluxe—4-dr. sed., 
$2,585.53. Olipper Super — 4-dr. sed., $2,- 
685.53; 2-cr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top. $3,075.53 Packard — 4-dr sed., $4,- 
040.32; 2-dr., hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pack- 
ard series, $199 extra on other models.) 
PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 


dr. sed., $1,840.55; 5-rass. cpe., $1, 874.50; 
stat. wag, $2,140.64. Conensten Regal 
— 4-dr. sed., $1,993.27; 5-pass. » $1,- 
974.50; hardtop cpe., $2, 128.76; an. wag. 
$2,311.5: Commander Custom—4 


$2, 013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 


President State — 4-dr. sed , $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 


sistant advertising manager by| CHRYSLER— . sed, LINCOLN — Custom—4 a i . | dent.) 
— -dr. sed., $3,563; | 638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
Fisher. $2,660.25; Nassau on neat 7. + $2708. -25; | hardtop cpe., $3,666. Capri Special Custom | 4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8| WILLYS—Oustom—2-ar. sed., $1,663.11; 
Henry has been with L-M since $3,000.28: — ae $ $3,332.25. ‘New | —2-4T- sed... $3,752; hardtop cpe., $3,910; |—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2. | 4-dr. sed., $1,725. Bermada— Hardtop, $1,- 
s a ofp, 494.25; Ni conv., $4,071.50. (Turbo-Drive standard.) | dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat | 795. Station Wagon — 2-wheel-drive, $1,- 
June, 1953, after 18 years in the aac Tis aan a seas. 53.4 - ew- | MERCURY — Custom — 4-dr. sed., $2,-' stat. wag., $2,261.75. Savoy 6—4-dr. sed., | 997.32. (Hydra-Matic optional at $178.55.) 


advertising agency business. Prior 
to the separation of L-M into two 
divisions he was manager of adver- 
tising, sales promotion and train- 
ing. 

Fisher joined L-M in 1954 after 
five years with N. W. Ayer & Son, 
Inc. Prior to joining L-M in 1950, 
Hackett was associated with R. L. 
Polk & Co. Previous to World War 
II he was director of Chrysler/2 
Corp.’s Plymouth Salesmen’s 
League. 

Orlovich was with the industrial 


hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr, stat wag., $4,209. 300—Hardtop cpe., 
$4,11C.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 
DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr., stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; 
hardtop cpe., $2,938.75; conv., 
(PowerFlite optional at $189.) 
DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag.. $2,462. va 
4-dr. 3-seat stat. wag., $2,565. Coronet V 
—4-dr. sed., $2,196; 2-dr. sed., s2128, 
hardtop cpe. $2,281; 2-dr. 2-seat stat 





New Commercial Car Registrations, 
22 States for April, 1955-1954. 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 













































































relations central staff of Ford Mo- | 88: $2,452; 4-dr. 2-seat stat. wag., $2 | re vious! ‘55 i] 2475 430) 1086 1s} 148 8007 
tor Co. for 10 years prior to joining | feat V8—tede. ‘nad, $2Gi0;* hardtcp | Reported for April” 54) | 35s] | Bal 3S] Sorl Mol] isa] $31 280 
L-M in 1953 as head of its mer-|cpe., $2.395; 4-dr. 2-seat stat. wag., $2,- | Arizona "55 | 145 2| 46 201 57 38] I Wt a 34 2 540 
chandising conference. Szeregnyi | ——-- ————————————_ ‘4 J 3 ‘- 7 aI 5 pt .. j ia ‘ i it _ 
has been in the sales and adver- e Connecticut "55 | I 1 
‘ : ‘54 i] 213] 7| 57 186 % 2! 1 9 14 18 7| 684 
Rares S couces| ene Ratateds |... ee 
. : oa 6 ° - '54) | | ‘ | | L 
in ios Teuwicg his ‘precuaton | EQUipment Laws | iam Sa wl el al BLS] 
’ | | 
from Colgate university. OTTAWA. — Police throughout | Minnesota ie ‘| a0 3 = of iz 196 4 5 2 isl " ; 1926 
: Ontario today (May 30) began en- es ‘54 > aici : = 
New J 55) 4) 618 13; 120| +623) + +155) +201 38 7 16 46 46 36) 1933 
San Diego Plymouth Highway ‘Traffic Act enn ‘54! 14| 592 13 152} 646} 225} 229 37 ee) 63| 20) 23} 2041 
Dealers Organize | While some of the changes may |©"° , (32, eamswawteasss ss 
new cars, own = : TEE 5 prey = 
SAN DIEGO, Calif—To promote] cider cars may have to make new |“ *"°™ Fd es ee 
cooperative sales and advertising| jnstallations and generally be on | Oregon 55 262 a ae tea 4) 28) 41) WN| 37) 0199 
programs, 19 new-car dealers have guard against violations under the|__ 54] 36! 9 62 269 124 97 15 | "I 15] 24] —10]—S 998 
formed the Plymouth Dealers’! new jaws. Utah 55 | 107 4| 47 149 35 68 6 1 iT 3) 49 9| 489 
Assn. of San Diego County, Inc. Some of the changes require that | ——— La 1 a Me 7» a ical - : = 
Officers are: Bob Eubanks, Na-| tail lights be visible 500 feet to the | ¥'"9'"* a | & | Bs 8 a oh CUlhU] OU OB] OO] te 
tional City, president; Walt Tuf-| rear instead of 200; that headlights | Woiingion ssi 1206 3 %6| 355! 109122 14 3 14 "a 70 is) 1071 
ford, San Diego, vice-president; | light the highway for 300 feet in- 54] 338 2| 88 315 Wl | 4 | 7| 3 19 6| 960 
Eugene L. Geil, Oceanside, secre-|stead of 200; that signs, stickers | 22 States Reported ‘55 | 19| 7521 120| 1645) 8441) 1449) 3210 “| 86; 406)  392|  912| + 253) #24860 
oe os Richard McCune, Na-|or posters must not be placed in |_ To Date for April ‘54| 23 weed 96| 1835] 7953} 2238] 2688 209 45| 339} 336) 409 139| 24797 
on , treasurer. Directors, i i Y' . 7 886) 17364) 71817) 14127| 27176) 2266| 607) 3019|  3363| 6800] 1707| 207816 
¥ mjany way so as to interfere with To Date ‘54 | | at | 17116| 71055} 19305] 21900) 1488} 678) 2874 3778 3518| 1446] 218917 


addition to the officers, are Don 
Rex, Escondido, and George Benter, 
El Cajon. 


the driver’s vision, and that cars 
or trailers over 80 inches wide must 
carry specified clearance lamps. 




















‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk e Co. cannot assume any Hability by reason of inaccuracies or omissions.’ 


New Passenger Car Registrations, 19 States for April, 
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CHRYSLER 


Oldsmobile 


’—R. L. Polk & Co, 


1955-1954 






































































































































Seven States Previowsly 55] 897) 1114) 2011) 1579 um) 2657| 6852! 12264) 13134 314) 3304) 16752! 7499; 1495] 14723} 6007) 4901) 34625 iT 80 91 672} 1022! 1694 212| 67649 
__ Reported for April 54, 437 962| 1399 997 728{ 1453| 3873} 7051| 12186 391| 2638) 15215; 5916} 1257; 13655) 4522) 3363! 28713 112 159 271 488 891| 1379 461| 54489 
Arizona "55 12 35 47 59 39 9; 241 435 591 18 % 705 318} 62) 582) 182) 190) 1334) 1 3 4 33} 59 92 18} 2635 
mus By i] 29| 40 45 26 ry} 195 327 e42| 20 116 678 189| 53| 518] 129) 9 988 | 10 ~ 18 18 43 61 5| 2121 
Connecticut sal 128 240 368 342 197 477, “1104; —«2120)~—«2032 = 573| 2663) 1128 246; 1991; 882) 764) 5011) 3 20 23 126 198 324 197| 10706 . 
oh Bah: 64 165 229 225 139 338 752| 1454) 1818 80 432| 2330 822 180; 1882) Stl} —581| 4076| 16 36} 52 57 145 202 102} 8445 ~ 
Delaware =| | a 14 19 22 48 132 221 354 iT a 437 149| 29 330 106 | 84; 698 2 2 5 15 20 6| 1398 
% o = 9 17 22 22 23 99 166 364 13} 86 463 133} 35; 484! 141 | 98 89! \ 7 8 6 21 27 8| 1580 
Idaho 55) 36| 61 7 84 62 165 237 548 512 15 141 668 307/ 56 587; 208) 236, 1394 8 8 24 85; 109 4| 2828 
: Sian 54) 18 4\ 59 17 30 él 105 213 339 23 103 465 205 | 89| 386 141 104; 875 3 12| 15 13 43] 56! 5| 1688 } 
Minnesota ‘s5| 71 143) 214 247 229 552; 1039 2067| 2775 72| 397, 3244) «1031 175; 2381| 1034 767| 5388 3 12 15 113 261 374 13) 11315 
Sees 7 54! 69| 147 216 214 191 273 868} 1546) 2936 60} 526) 3522) 1097 174 3179} 901| 575) 5926 37 36 73 94 218 312 16] 116i! 1 
New Jersey ‘55, 198) 335 533 817 610; 1105 2650 5182; 4459 107; 1333, 5899) 3068) 617) 4424) 1965) i8il| 11885 1 29| 30 282 370| 652 201| 24382 I 
54) 135 358 493 657 364 608} 1847) 3476! 4219 178} 1332) 5729} 1819)  460| 3997] 1492) 1575) 9343 52 102 154; 226] == 368] 594 109} 19898 ' 
North Dakota ‘55 | 33) 44 8B 46 108 244) 441 466 3 114 590 144) 34, «434 158 108 878 2 3 5 16} 41) “57 2] 2017 I 
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Auto Dealer Changes 


Roy D. Thompson and Roy Leff- 
ler jr. have purchased Davenport 
Clinton, Ark., 
from Kermit Davenport. Name of 
the firm has been changed to Clin- 


Motor Co. (Ford), 


ton Motor Co. 
* * ~ 


Thuma Opens New Office 


Thuma Motor Sales (Dodge- 
new 
headquarters in the Shroyer Bldg. 
on N. Main St. in New Carlisle, O. 


Plymouth) has opened its 


8 Dealers Sign 
Nash Franchises 


Nash Motors has announced that 
eight new dealers have signed 


franchises. 


The dealerships and owners are: 
Reliable Motors, Inc., Catskill, N. 
Y., Joseph P. Macarelli; Farina 
Auto Service, North Baltimore, N. 
Y., Joseph P. Farina; S. H. Angelo- 
Conn., 
Steven Angelovich; Jones Motors, 
Clovis, N. M., John H. Jones; Shel- 
ton Motor Co., Crewe, Va., David 
R. Shelton; Harrison Nash Sales, 
Harrison; 
Ragan Motors, Tullahoma, Tenn., 
Max R. Ragan; Hinson Motor Co., 


vich Motors Co., Bristol 


Warren, Ark., Kloyce 


Marianna, Fla., S. A. Hinson. 
* a = 


Hutchinson Sells 


Hutchinson Motors, Ravens- 
wood, W. Va., formerly owned by 


K. C. Hutchinson, 


has become 


Maddox Motor Co. (Dodge-Plym- 
outh). The new firm is owned by 


W. H. and R. C. Maddox. 
* * = 
Freed, Hile Combine 


) Don K. Freed, Inc. (Ford), will 
move into the building now occu- 
pied by Hile Motor Sales in Ritt- 
man, O., where the two firms will 








‘Calendar 


(Continued from Page 12) 


General 


June 12-15—Directors and County Vice- 
Spring Meeting and Golf 
New York State Automo- 
Otesaga, 


Presidents 
Tournament, 
bile Dealers, Inc. Hotel 
Cooperstown, New York. 
July 


lac Hotel, Detroit, Mich. 


Sept. 6-17 — Production Engineering Show, 


Navy Pier, Chicago. 


Sept. 6-17—Machine Tool Show, National 
Interna- 


Machine Tool Builders Assn., 
tional Amphitheater, Chicago. 


Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 


Cadillac Hotel, Detroit, Mich. 


Sept. 
tel, Detroit, Mich. 


Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 


Cadillac Hotel, Detroit, Mich, 
Oct. 26-2! 


etroit. 


Nov, 6-7—Texas Independent Automobile 
lith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 
Nov. 14— Automobile Old Timers, 16th 
Anniversary Dinner, Waldorf-Astoria Ho- 


Dealers Assn., Inc. 


tel, New York City. 

Dec. 7-8—A.S.1. Booth Conference, Nav 
Pier, Chicago—Sponsored by M.E.W.A. 
M.E.M.A, and-N.S.P.A 


Jan. il-i4—American Road Builders’ As- 
sociation's 54th Annual auntie, 
each, 


Municipal Auditorium, Miami 


Fla, 
* * z 


Regional Parts Shows 


June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 


For FREE Sales Managers 
Guide, clip this ad and... 


SEND 





DETROIT 12, MICHIGAN 





21-22 — truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 


22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 


8—l0th Annual Technical Con- 
vention, American Society of Body E 
cee. Rackham Memorial Building, 


CAR SALESMAN’S LOG 


Car Salesman's Log gives you Better 
Management Control . . . increases 
PRODUCTIVE SELLING TIME. Excep- 
tionally Low Cost! Full year's supply 


per salesman __ Only $6.60 





oO MODERN DISPLAYS, INC. 
Room 104, 13271 MT. ELLIOTT 








join forces and be known as Don 
K. Freed, Inc. (Ford), with Don 


Freed as general manager and 
James M. Hile, sales manager. 
* * * 


Miller Chevrolet Opens 


Joe Miller, formerly with Eljer 
Corp., a plumbing firm, has opened 
Joe Miller Chevrolet, Rural Valley, 
Pa. 

* * + 


Pitrolo Buys Dunlap 


Dunlap Chevrolet, Fairmont, W. 
Va., formerly owned by P. M. Dun- 
lap, has been replaced by Anthony 
Chevrolet, owned by Anthony Pit- 
rolo. 

* * * 


Milner in Fort Worth 


R. E. Dumas Milner, owner of 
several auto dealerships in the 
South, has opened a Chevrolet deal- 
ership in Fort Worth. Named Mil- 


ner Chevrolet, the firm is at 2500 
North Main. C. R. Burnham is gen- 
|eral manager of the company. Mil- 
ner is also publisher of the Jack- 
|son (Miss.) Times and head of Mil- 
ner Products Co. 
| ea 





x ® 


| Pfaff Takes GMC 


Walter Pfaff, Inc. (DeSoto-Plym- 
outh), has been appointed GMC 
| truck dealer for Jefferson City, Mo. 
McKay Buick, Inc., was formerly 
GMC truck dealer. 

* * 





* 


Precision Motor Formed 


Precision Motor Car Co. was 
opened in Beverly Hills, Calif., by 
Bob Estes and Otto Zipper, Los 
Angeles. The new dealership will 
| handle Volkswagens and Porsches. 

* * 


Pontiac Deal Sold 


D. B. MacGregor and C. R. Brun- 
ner have bought DuPan Pontiac 
Motor Sales in Wickliffe, O. Mac- 
Gregor formerly was part owner 
of MacGregor-Ridge Chevrolet Co. 

* * * 


Nelson Chooses Pontiac 


Dave F. Nelson, operator of an 
auto body shop, has purchased Put- 
nam Motor Co.’s building in Rog- 
ers, Ark., and has established a 














“Now 


if I were an antique 
dealer this would cost you a for- 
tune.” 





Pontiac dealership. The new firm, 
which is affiliated with Griffin Mo- 
tor Co., Neosho, Mo., is called Nel- 
son Motor Co. 

x + * 


Benas Brothers Retire 


John S. Wolkonocki has acquired 
the Chevrolet franchise formerly 


me 


held by George M. and Harry 8S. 
Benas at 1801 Genesee St., Utica, 
N. Y. He will form a corporation 
to be known as the Hughes-French 
Chevrolet Co., Inc., at that loca- 
tion. The Benas brothers are retir- 
ing from the automobile business. 
* * 


Dodge Deal Changes 


Robinson Automobile Co., for- 
merly owned by Crawford Robin- 
son, Uniontown, Pa., now is Romes- 
burg Motors (Dodge - Plymouth), 
owned by R. W. and H. R. Romes- 
burg. 


* * * 


Jones Buys Buick Deal 


Earl G. Davis has sold the Ath- 
ens Buick Co., Athens, O., to John 
M. Jones, president of Johnny 
Jones Motor Co. (Chrysler-Plym- 
outh). The name will be changed 
to Jones Buick Co. Davis will be- 
come associated with his son, Earl 
Davis jr., who operates the Buick 
dealership in Delaware, O. 

- * * 


Hubbard Becomes Pandolfu 
Hubbard (Dodge- Plymouth), 


Hubbard, O., has been sold to Jo- 
seph Pandolfu, Farrell, Pa. The 


|/name will be changed to Pandolfu 
| Motors. 


This tag will tie your batteries to 
U.S. Peerless’ Rubber Separators’ 





national advertising 


If you are a maker or merchandiser of bat- 
teries equipped with U. S. Peerless Rubber 


Separators, then 


be sure to hook one of these 


tags on each battery. The tag will remind 
your customers instantly of the U. S. Peerless 
Rubber Separator ads that appear in The 
Saturday Evening Post. These ads tell mil- 
lions of motorists that Peerless-equipped bat- 
teries are the finest on the market. SO HOOK 








Send for your 
free supply of 
these tags 


UP TO THESE ADS WITH THIS TAG! 
@ The tag slips on quickly and easily to the 


battery post. 


@ The tag dresses up the battery. 


@ It can also be used as a price tag. 


@ It gives the salesman more ammunition 
to sell premium grade batteries. 


Write today for your free supply of these tags. 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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Ford, GM Reply to UAW... 





Peace Hopes Raised 
By Counter-Offers 


(Continued from Page 1) 


other five-year pact. However, the 
union has repeatedly stated its 
preference for a two-year contract 
“this time.” 


Last-Minute Tradition 

OTH the manufacturers and the 

union were carrying on the tra- 
dition in the auto industry of con- 
ducting negotiations “right down to 
the wire” before any settlements 
are made or approached. 

Even if the contracts are not 
completed by the expiration dates, 
most observers expect that auto 
production will continue on a day- 
to-day basis until a settlement— 
or a deadlock—is reached. 

The UAW indicated some time 
ago that it would not adhere to 
John L. Lewis’ policy of “no 
contract, no work” if any prog- 
ress in the talks was being made. 

Ford’s counter-proposal was ex- 
pected to be a “package” contain- 
ing a modified GAW and either 
answers or concessions to other 
union demands, including a wage 
increase. 

Unofficial but widely - circulated 
reports were abroad last week that 
GM’s offer was a savings plan, with 
workers and management contrib- 
uting, much like the plan soon to 
be implemented at E. I. duPont de 
Nemours & Co., which owns about 
23 percent of GM stock. 

* * - 


DuPont Plan by Choice 


— this plan, the company 
pays every employe 25 cents to- 
ward the purchase of company 
stock for every $1 the worker in- 
vests in U. S. savings bonds. 

The plan is voluntary and has 
been estimated as the equivalent of 
about five cents an hour as a fringe 
benefit. 

Last week the negotiations 









Pontiac Forms 
‘Guild for Top 
Retail Salesmen 


PONTIAC.—Pontiac division has 
formed a master salesmen’s guild 
as @ means of recognizing out- 
standing Pontiac salesmen through- 
out the nation. 

Points toward membership are 
gained at the rate of two for each 
retail new-car delivery and one 
point for each retail used-car de- 
livery. By earning 150 points or 
more, a salesman automatically be- 
comes a guild member for the year. 

Six have qualified for 1955. They 
are: W. W. Gillies, Zilly Pontiac, 
West New Brighton, N. Y.; H. A. 
Passerini, Atlantic Pontiac, Brook- 
lyn, N. Y.; R. L. Frank, Biener 
Pontiac, Great Neck, N. Y.; Robert 
J. Brown, Ralph Pontiac, Inc., 
Rochester, N. Y.; Robert Coleman 
and William C. Kelly, both of Cagle 
Motors, Lake Charles, La. 










Ford Dedicates Plant— 


were obviously more intense with 
Walter Reuther, CIO and UAW 
president, frequently attending 
the Ford sessions in the morning 
and the GM meetings in the aft- 
ernoon. John Bugas, industrial 
relations vice-president, and 
Harry Anderson, personnel vice- 
president, headed the Ford and 
GM delegations, respectively. 
Last week John W. Livingston, 
head of the union’s GM depart- 
ment, announced that all of GM’s 


103 locals had completed their | ; 


strike votes and that 93.3 percent 
favored a strike if necessary. 

He said 140,902 members went to 
the polls, with 129,244 voting yes, 
9,381 voting no and 2,277 making 
void ballots. The percentage of 
members voting, 42 percent, was 
said to be the highest ever achieved 
in GM locals. 

Voting in the Ford locals was 
not completed early last week but 
unionists predicted a similar vote 
favoring a strike. 


Strike in Montana 


. on the dealership | 


labor front there were reports 
of union activity from nine areas. 
In Missoula, Mont., 100 mechanics 
walked off their jobs to back up 
their demands for a 20-cent hourly 
wage hike and a shorter work 
week. All major dealers were hit 
by the strike and pickets were set 
up in the downtown area. Six deal- 
erships have agreed to a new con- 
tract. 

The mechanics, members of 
Local 1434 of the AFL Auto Me- 
chanics Union, are asking for 
$2.20 an hour for a 40-hour week. 
They had been working a 44-hour 
week. 


A settlement was reached in 
Oakland, Calif., in which the East 
Bay Motor Car Dealers granted a 
6%-cent hourly increase and sev- 
eral fringe benefits to their 1,500 
shop employes, who are members 
of either Local 1346 of the Auto 
Machinists, Local 78 of the AFL 
Teamsters or Local 1176 of the 
Auto Painters. 

A new vacation clause provides 
vacations of one week after one 
year, two weeks after two years 
and three weeks after 15 years. In 
addition, service salesmen were 
placed under the contract. 


. * * 
Dealer’s Asked for GAW 


ACCORDING to the Automobile 
Merchants Assn. of New York, 
Local 259 of the UAW, the bargain- 
ing agent for most of the organ- 
ized dealership workers in New 
York, has demanded a guaranteed 
annual wage from _ several local 
dealer groups. 

The association’s bulletin as- 
serted, “With many dealers in 
this territory wondering if their 
own salaries are good for the 
next 52 weeks, the union wants a 

tee for its members.” 

In Pawtucket, R. I., the mechan- 





Henry Ford ‘ll addresses a crowd estimated ct 25,000 that turned out for the 
dedication of Ford's new assembly plant at Milpitas, Calif. Gov. Goodwin J. Knight 


also participated. 





_| agreement in the 


ics and garage workers of Pierce- 
Crook Chevrolet voted 21-5 against 
the unions in a National Labor Re- 
lations Board election. The joint 
petitioners were Lodge 1017 of the 
AFL Machinists and Local 251 of 
the AFL Teamsters. 


An NLRB election in Newark, | 


N. J., proved to be a victory for 

the petitioner, UAW-CIO. All em- 

ployes participated and the vote 

was 35 for the union and 29 against. 
* * * 


Union Wins in Omaha 
N OMAHA, the shop employes 


of Sample Hart Motor Co. (Ford) | 
voted 18 to 13 in favor of represen- | 
tation by Local 554 of the AFL)! 


Teamsters. 


The NLRB has ordered an elec- | $a 


tion among all sales and service 
workers at City Oldsmobile in Bal- 
timore. Petitioners are the AFL 
Teamsters and the AFL Machin- 
sts. 

Employes of Storey Oldsmobile 
in Lansing have voted 39 to 29 
against the union in an NLRB 
election. Three votes were chal- 
lenged. The petitioning union 
was the UAW-CIO. 

In Detroit the UAW-CIO was 
successful in organizing the nine 
employes in the shop at Matthews 
Cadillac. 

Local 376 of the AFL Auto Sales- 
mans Union is persisting in its ef- 
forts to organize employes in De- 
troit dealerships, despite numerous 
setbacks. 

* + * 


State Board Petitioned 


oo defeated by the 
NLRB, which has virtually re- 
fused to assert jurisdiction over 
any auto dealer, Local 376 is now 
attempting to persuade the Michi- 
gan State Labor Mediation Board 
that it should assert jurisdiction 
over auto dealers and many other 
businesses of a comparable size. 
The union has opposed what it calls 
a “no man’s land” of jurisdiction 
in this matter. 

To settle this issue, Local 376 re- 
cently asked the State Board to 
take jurisdiction over Walker Mo- 
tors (Ford). The hearings were 
completed some time ago and the 
Board is expected to make its de- 
cision this week. 

Thomas J. Donahue, a member 
of the Board, said, “This case is 

going to have such an important 
effect on the labor relations of 
Michigan auto dealers and other 
small businessmen, that the 
Board is taking an extra long 
time to study the case before 
giving its decision. 

“Simply stated, the question is 
‘When a company is engaged in 
interstate commerce, but not 
enough interstate commerce for 
the NLRB to assert jurisdiction, 
does the State Board automatically 
have jurisdiction over this com- 
pany.’ ” 

* * * 


Breech Declares Ford 
Wants Fair Settlement 


CINCINNATI. — Discussing the 
current UAW-Ford negotiations, 
Ernest R. Breech, Ford. Motor Co. 
board chairman, 
said last week, 
“We have every 
determination to 
arrive at a fair 


best interests of 
our employes, 
our company, the 
automobile indus- 
try and the pub- 
lic.” 

Speaking to the d : 
Cincinnati chap- Ernest R. Breech 
ter of the National Conference of 
Christians and Jews, Breech de- 
clared that the tremendous chal- 
lenge of labor-management rela- 
tions should not be ignored in the 
drive toward greater brotherhood. 


Cadillac Claims 


: 50 Pet. Boost 


DETROIT. — In delivering 64,971 
new cars through May 20, Cadillac 
gained a sales increase of more 
than 50 percent over the same pe- 
riod in 1954, according to J. M. 
Roche, general sales m r. De- 
liveries during the first 20 days of 
May exceeded record deliveries 
during the same period in May, 
1954, by 21 percent, he said. 















Groucho Does It Again— 


Irving Woolson, right, DeSoto presi- 
dent, accepts the Alfred P. Sloan Award 
for “service to highway safety” during 
1954 from Sloan on behalf of DeSoto- 
Plymouth dealers. The award was made 
for the safety reminders presented on the 
television show “You Bet Your Life,"" which 
stars Groucho Marx. It was the third 
Sloan award won by the show. 





Gouging Gripes 
Soar at Detroit; 
State Aroused 


(Continued from Page 3) 
know from experience that compe- 
tition wil make that minority grow. 
Chicago has a similar division 
which costs the dealers $25,000 a 
year.” 

Dealer malpractices of a dif- 
ferent sort were reported by 
Michigan’s Assistant Secretary of 
State Bille Farnum who an- 
nounced last week that one De- 
troit dealer with two outlets has 
had both his licenses revoked. 


The revocations were based on 
evidence that the dealer was not 
keeping proper sales-tax records, 
that he was not taking care of his 
transfers in time and that he was 
taking license plates off junkers 
and putting them on other cars. 

Farnum said that one license was 
revoked permanently but that the 
other license was in the process of 
being renewed because of the in- 
troduction of new testimony. 





Driveaway Business Falls 


As Bootlegging Recedes 


(Continued from Page 6) 


ers looking for cars to drive to 
Washington and Oregon this spring. 
* * + 


type single optimistic report 
came from Fred W. Scaife who 
has operated the AAA Transporta- 
tion Co. for the past year. 


Said Scaife, “We’re handling 
about 200 cars a month. I think 
our location on Woodward Ave. 
helps us out and we do a great 
deal of advertising.” 

Scaife said his firm charges 
about $50 for delivering a car to 
the West Coast and $30 to New 
York. 

Russ Carr, manager of Claude’s 
Drive-A-Way, said, “It’s been pretty 
quiet this year. We're fortunate in 
having a few good car leasing com- 
pany accounts in Miami. I suppose 
when Ford and GM get done build- 
ing their other plants around the 
country, things are going to be 
tougher yet. 

“We've noticed that things have 
slowed in the last few weeks. The 
dealers just haven’t been buying 
cars up here. Things are dormant 





Brownell Sees 
Early Tax Cut, 
Warns Evaders 


DETROIT. — Attorney General 
Herbert Brownell brought some en- 
couraging tax news to the Motor 
City last week, but left unanswered 
a question bothering many of his 
listeners: Whence the Justice De- 
partment’s antitrust investigation 
of the auto industry? 

Brownell disclosed before a ca- 
pacity meeting of the Economic 
Club that the Administration was 
hopeful of bringing about an in- 
come-tax reduction 
long.” He said the extent of the cut 
would be determined by national 
defense needs. 

He declined comment when a re- 
porter asked how far the Justice 
Department would carry its auto 
antitrust investigations. Stanley N. 


Barnes, chief of the department's | | 


antitrust division, had revealed pre- 
viously that eight aspects of the 


automotive industry were under in- | , 


vestigation. 

In hig prepared address, Brown- 
ell warned against the acceptance 
of tax evasion as a popular modus 








in the East, the South and Texas. 
We've been handling Ford and GM 
products almost exclusively this 
year.” 

Ralph Carey, of Midwest Auto 
Delivery, says that his business has 
been cut in half this year by the 
freight slashes and factory pres- 
sure. 

* = oa 
‘Ts getting worse all the time,” 
he said. “Ford really began 
clamping down a month ago. Deal- 
ers say they’ll get their quotas cut 
if they’re caught selling to out-of- 
state buyers. 

“For some reason our business 
has been 90 percent in Ford cars 
this year. There are Ford dealers 
here who are willing to sell cars. 
And there are West Coast Ford 
dealers who want to buy but the 
factory won’t let them.” 

He said that generally the driv- 
ers are getting $25-$30 gas allow- 
ances and that their deposits (the 
driveaway’s profit) range from $15 
to $25. 

Anthony Maisano of Ace Auto- 
mobile Transportation Co. said 
business was “awful.” 

He asserted, “Usually at this time 
of year we have a lot full of cars. 
But not this year. That freight 
change has ruined us. We are mov- 
ing used-cars mostly these days. 

“Sure there are a couple of new 
outfits in the business. We have 
more competition this year and 
we're splitting up a smaller amount 
of business. But they’re all like us 
—just existing on stragglers and 
used cars.” 


a 





“before too}! 


operandi. The practicing of eva-|? * 


sion, he pointed out, has seriously | | 


threatened the economic health of 


other countries and “cannot be tol- | ; 


erated no matter where it may 
occur.” 

Brownell opposed citizens’ tattling 
on neighbors suspected of being tax 
evaders, explaining that Federal 
agents and professional informer- 
witnesses are adequate for the de- 
tection job. 

The “leakage” of tax money 
through expense accounts is under- 
going constant surveillance by the 
Internal Revenue Service, he told 
a questioner. 





A. R. Jones, Indianapolis DeSoto-Plym- 
outh dealer, right, poses with his son, 
John D. Jones, and driver, Sam Hanks, 
before his entry in the Memorial Day 500- 
mile race. The car, a Jones & Maley Spe- 
cial, features an unusual color sweep. 
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The Good and Bad of It . 


How Healthy Is Auto Credit? 


(Continued from Page 2) 


should never invest any More in a 
car than the dealer pays the fac- 
tory for the car. 

“We get a fairly accurate price 
on a car by using the factory sug- 
gested prices and by requiring the 
dealers to itemize the equipment on 
a car. Most dealers don’t pack the 
prices.” 

? * * 

9 PECUARING that there is plenty 

of business available, this 
spokesman added, however, that a 
large percentage of it was no good. 
He said there were a good many 
“balloon notes” for awhile, but that 
they now probably constitute less 
than 1 percent of the loans made. 

He said that he didn’t believe 
recourse paper was any more 
common now than it was a year 
ago and that 30-month notes were 
still the maximum offered by 
most lending firms. 

A Detroit banker was strongly 
opposed to the whole loose credit 
situation and said it could prove 
injurious to the entire U. S. econ- 


omy. 

Said the banker, “These crazy 
auto credit terms are not only pull- 
ing the buyer out of the car mar- 
ket for two, three and four years, 
they’re also pulling him out of the 
home market, the appliance mar- 






ket, the furniture market and the 
home improvement market.” 
a * * 


HE SAID that his bank was do- 
ing very well in the present 
auto market by buying only the 
good, sound 24-month paper which 
it has been buying for the last sev- 
eral years. He admitted that gen- 
erally the banks are now taking & 
smaller portion of the auto finance 
market. 

“The only concessions we’ve 
made in the current money mar- 
ket is to occasionally buy 30- 
month paper from an old cus- 
tomer,” he said. 

The banker said that last week 
one of his big volume dealers said: 

“Look, to keep alive in this busi- 
ness I need some 36-month loans. 
Are you guys going to make them 
or do I have to go somewhere 
else?” 

This banking official said he ex- 
pressed his regrets to the dealer 
and told him to go ahead and deal 
with another institution. He added 
that his firm’s 24-month notes are 
not “balloon notes,” either. 

* * ~ 


H® SAID that before long the 
equity in thousands of cars 
would be less than the amount still 
owed on them and that this defi- 
nitely was an unsound lending sit- 
uation. He added that it’s wrong 


~< e 
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“Service Machine Co. 


tee 
IC TRANSMISSIONS 


"Bese 


You wouldn't run a lubrication department 
without modern equipment. Why try to give 





transmission service with primitive tools? 


The Hydra-Lift is the most stable of all trans- 
mission jacks. It is rugged, durable and handsome. 
When used with our other special transmission tools, 
it will more than double a mechanic's output. 


Costs less than one transmission dropped. Costs 
less than having a man hurt. Saves time, saves 
effort. Thousands in use. 


Won't you let us send you our new catalog and 
price list? Inquiries invited. 


314 STRAIGHT AVENUE, S. W. 
GRAND RAPIDS 4, MICHIGAN 


ADVERTISEMENT 





Great Umbrella Boon to Used Car Sales 


Dealers from Coast to Coast have proven that McFarland Great Umbrellas make their 
lots more attractive and increase their sales. This year the McFarland Company offers 


new Sizes, new Designs and new Colors, all at reduced prices. For complete informa- 
tion on McFarland Great Umbrellas and how other dealers are using them to increase 
their sales and profits write, wire or call McFarland Great Umbrella Company, division 
of McFarland Awning Corporation—742 SW 8th St., Miami, Fla. Phone Miami 2-8153. 





| bric-a-brac, 





for any lending institution to over- 
obligate an individual. 

“Among other things, this loose 
credit climate has demolished 
temporarily the used-car market 
because it’s easier to buy a new 
car than it is a used car,” he as- 
serted. “This could have a dam- 
aging effect on the whole auto 
industry.” 

He said one of the major prob- 
lems in auto financing these days 
was the burgeoning inventories of 
many dealers. 

“We realize that today’s dealers 
must keep a large and varied stock 
of cars,” he declared, “but there is 
a limit to the amount of floor-plan 
credit that can be given. Many 
dealers refuse to believe there 
should be a limit on floor-planning.” 

* + + 
Tas banker said that he also 
had heard the oft-mentioned re- 
port that several lending agencies 
had complained to some of the auto 
makers that they were loading too 
many cars on their dealers. 

Discussing this situation, a 
Chrysler-Plymouth dealer recent- 
ly said, “At the start of the 1955 
model year, several banks and 
finance companies — particularly 
those that have had ties with the 
manufacturers — had the ‘heat’ 
put on them to extend credit to 
the limit on the new models so 
that we could have a really big 
auto year. 

“Then the factories started pil- 
ing cars on the dealers and using 
up the lending agencies’ money for 
floor planning. So the finance firms 
think they have the right to ‘kick’ 
to the manufacturers.” 

Referring to his dealer customers, 


Oldsmobile Sales 
So Far Top All 


But Five Years 


LANSING.—In five months, Olds- 
mobile retail sales have topped 
every annual sales total except five 
in the division’s 58-year-old history, 
according to J. F. Wolfram, general 
manager. 

He said retail deliveries for 1955’s 
first five months totaled 241,374. 
Only in the years 1949, 1950, 1951, 
1953 and 1954 were sales higher. 

G. R. Jones, general sales man- 
ager, has reported that Oldsmobile 
has landed in the “first five” in the 
industry. 

He added that Oldsmobile was 
selling 66 percent more cars now 
than it did in spring of 1954. Jones 
also reported that Oldsmobile was 
fourth in six states, fifth in 26 
= ranked fifth in total registra- 
tions. 


Tax Boost Used 
As Sales Hypo 


NASHVILLE, Tenn.—Most new- 
car dealers here featured a sales 


|drive during May, with the incen- 


tive being the increased sales tax 


|which goes into effect Wednesday 


(June 1). 
The new rate is 3 percent in- 


|stead of the current 2 percent. 


Letterbox 


(Continued from Page 12) 


| ticipating the annual wage. They 
| are going to get paid anyway, so 


why should they bother to turn 
out good cars? 

As for the engineers and de- 
signers, they sure are bears on 
but “efficiency” and 
“art” are just two words in the 
dictionary. 

Maybe the automobile industry 
can survive such customer rela- 
tions because cars have become a 
necessity. Please note that I said 
“maybe.”—-NaME DELeTED. 


Gateway Takes Dodge 
Gateway Motors Corp. 


Plymouth), Beloit, Wis., hag been | 


formed to take over Bob Shaye 
Motor Co., Inc. Calvin Welty is 
president of the new firm; Chester 
Holloway, vice-president, and Reb- 
ert Shepherdson, secretary and 
treasurer. 


the banker said that he was vitally 
concerned as to whether they were 
making money. 
= & 

“FOwavae.” he continued, “it’s 

getting tougher all the time to 
find out what margin of profit the 
dealers are getting. If a dealer is 
operating a sound business, we can 


have confidence in the loans hejt 


approves. 

“Furthermore, a sound dealer 
doesn’t have to be watched so 
closely. We don’t have to worry 
about things like double financing, 
for instance.” 

This banker said the competi- 
tion among the finance firms for 
the auto paper had only mani- 
fested itself in the extension of 
longer credit terms and that in- 
terest rates and dealer finance 


reserves have not changed for 
some time. 

The banker who refused to admit 
that credit was loose did concede 
that “terms are a little longer now 
than they used to be. Sure, we used 
to be afraid of 12-month deals. But 
cars cost more now. Naturally you 
have to give the people more time 


Oo pay. 

“The equity or lack of equity in 
a car is no problem. People don’t 
stop paying on something just be- 
cause they owe more on it than it’s 
worth. I have a lot of faith in those 
people out on the street.” 

This banker also commented on 
the jammed-up dealer floor - plan 
situation, saying, “We didn’t take 
it up with the factories. We believe 
the dealer should regulate his own 
relations with his factory.” 








In Automotive Upholstery 
and Interior Trim Fabrics... 


THEY'RE ALL GOOD AT GOODALL! 


Goodall plastics feature the latest, 
most desirable widths and weights in 
plastics for interior trim and automo- 





tive upholstery. With Goodall you can 
be sure of good quality and good serv- 
ice, two “musts” for this highly special- 
ized and extremely demanding trade. 


PLASTICS DIVISION 
350 FIFTH AVENUE, NEW YORK 1, N.Y. 


sneee BE, futon: 





GEHRINGER & FORSYTH, 16151 JAMES COUZENS HIGHWAY, DETROIT, MICH. 
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SECOND’ 
NO MORE LOST OR MUTILATED PLATES 
NOW AVAILABLE — FIRST TIME NATIONALLY 


maed, i: 


$1.50 PER SET 
| 








‘HOOK ON" 


LICENSE PLATE HOLDER FASTEST 


“ONE HAND" 


EASIEST 
SAFEST 


FITS ALL OPEN- 
EDGE BUMPERS 


Fastens Securely 
Will Not Rattle 





JOBBERS WANTED 


NICHOLS & SON 


| 1994 WHITNEY AVE., HAMDEN, CONN. 
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Address 


City 


STATE 
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@ Traceable results 
prove that the Courier- 
Express is your best 
Buffalo buy for sales in 
the rich, 8-county West- 
ern New York market 
where annual spendable 
income totals nearly 21 
billion dollars, 


ROP COLOR 
available both 


daily and Sunday 
BUFFALO 


COURIER-EXPRESS 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
‘Pacific Coast: DOYLE & HAWLEY 


AUTO TURNTABLES 


Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 


Also 
avail- 
able 


POSTS 


and 
VELVET 
ROPE 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased . (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 


ea) 
TESTE yd 
CaO ALL 


NTON AVENUE 
I N 


eal! 





1281 $O. CHEROKEE 
DENVER, COLORADO 


STEMAC 


Used-Car Auction Prices 





(Continued from Page 27) 


$885. ’52 Statesman 4-dr., $600; Ambas- 
sador 4-dr., $580°*. 

OLDSMOBILE—’55 (8) Holiday, $2,850* 
(ps); 2-dr., $2,750* (ps). ’54 (98) Holi- 
day, $2,410* (ps); (88) Holiday, $2,370° 
(ps); 4-dr., $1,935*, $1,850*%; 2-dr., $1,- 
890°, '53 (98) conv., $1,760* (ps), $1,740° 


(ps), $1,700* (ps). 

PACKARD—’53 (300) 4-dr., 
*51 (200) 4-dr., $350°. 

PLYMOUTH—’ 54 Plaza Suburban, $1,505; 
2-dr., $1,000; Savoy 4-dr., $1,085*, $1,- 
075, $1,065, $1,045, $1,030; 2-dr., $900. 
’563 Cranbrook 2-dr., $895*, $785; 4-dr., 
$820, $800; club coupe, $710; Cambridge 
2-dr., $575. 

PONTIAC—’ 54 Star Chief (8) 4-dr., $2,- 
100* (ps), $1,760*; conv., $1,910°, $1,- 
860*; Chieftain’ (8) Catalina, $1,920°, 
$1, 830°; 4-dr., $1,760*, $1, 605°; 2-dr., 
$1,395. 53 Chieftain (8) conv., $1,350°. 

STUDEBAKER — ’54 Champion station 
wagon, $1,345. '51 Champion 4-dr., $275. 

WILLYS—’51 station wagon, $375. 

MISCELLANEOUS—’ 54 Jaguar conv., $2,- 
400. 


$1,295* (ps). 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday, Prices are for sale of May 19.) 


BUICK—’54 Super 4-dr., $1,850*. '53 Super 


4-dr., $1,275*, $1,120*. ’52 Super 2-dr., 
$790*; RM Riviera coupe, $775*; Special 
4-dr., $605*. ’50 Super sedan, $340*; RM 
4-dr., 2 at $325*; Special 2-dr., $325*. 


’36 sedan, $150. 


CADILLAC—’53 (62) 4-dr., 
'48 2-dr., $445*. 


CHEVROLET—’54 Two-ten Delray coupe, 
$1,255; 4-dr., $1,165, $1,150*, $1,125; 2- 
dr., $940, $935; One-fifty 4-dr., $675. 
’53 Bel Air 4-dr., $1,265*, $1,120*, $985; 
Two-ten Sport coupe, $1,020; 2-dr., $900; 
4-dr., $800; One-fifty 4-dr., $800, $750; 
Sport sedan, $585. '52 SL Deluxe 2-dr., 
$650*; SL Special 2-dr., $525. ’51 SL 
Deluxe 2-dr., $435*. ’50 SL Deluxe 2-dr., 
$355; coupe, $355. '49 SL Deluxe 2-dr., 


$215. 

CHRYSLER—’52 Windsor 4-dr., $705*. '49 
Custom 4-dr., $145°. 

DODGE—’ 54 Coronet (8) club coupe, $1,- 
280, '51 Meadowbrook 4-dr., $44 

FORD—’55 Fairlane (8) Victoria, $2, 255°; 
4-dr., $1,975*; 2-dr., $1,970*. '54 Custom 
(8) sedan, $1, ‘600°, $1,295*, $975*, $850; 
Crest (8) 4-dr., $1,375, $1,185; Main 
(6) Business coupe, $685. ’53 Custom (8) 
4-dr., $1,060, $975*. °52 Crest (8) Vic- 
toria, $1,000*; Custom (8) 2-dr., $765, 
$745, $650; Main 
$500; %-ton pickup, $550. 


$2,315* (ps). 


(8) Victoria, $655*; Custom (6) 2-dr., 
$485. °50 Custom (8) 2-dr., $315; Cus- 
tom (6) club coupe, $255. °49 Custom 


Ss: 4-dr., $240, $100; Custom (8) 2-dr., 
5. 

KAISER—’51 Deluxe (6) 2-dr., $235. 
MERCURY—’55 Monterey Hard Top, §$2,- 
515*. ’53 Custom 2-dr., $1,325, $1,175. 
OLDSMOBILE—’55 (98) Holiday, $3,375* 


(ps). °54 (98) Holiday, $2,675* (ps); 
4-dr., $2,345* (ps); (88) 2-dr., $1,985° 
(ps). ’53 (88) 2-dr., $1,525%, '50 (98) 
4-dr., $600*. 


PLYMOUTH—’54 Belvedere 4-dr., $1,280°; 
club coupe, $1,050; Savoy club coupe, 
$950. ’53 Cranbrook 4-dr., $860. ’52 Cran- 
brook 2-dr., $640; 4-dr., $500. '51 Cam- 
bridge 4-dr., $480, $450; Cranbrook 4-dr., 


$370; 2-dr., $315; club coupe, $305, ’50 
Special Deluxe conv., $480; 4-dr., $355, 
on "49 Special Deluxe 4-dr., $220, 
160. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $2,445*. ‘’53 Chieftain (8) 4-dr., 
$980*. °'52 Chieftain (8) 4-dr., $645, 
$550*. ’51 Silver Streak (8) 4-dr., $590. 
"50 Silver Streak (8) 4-dr., $315*. °49 
Silver Streak (8) 4-dr., $215. 

STUDEBAKER—’54 Champion 2-dr., $750. 
"51 Champion 2-dr., $265*, ’'50 Cham- 


pion 2-dr., $200. 
$115. 

MISCELLANEOUS—’51 GMC %-ton pick- 
up, $460. °49 GMC \-ton pickup, $340. 


OAKLAND 


(Oakland Auto Auction. Sale every Wed- 

nesday. Prices are for sale of May 18.) 

(Prices were steady this week with no 
change. Sold 65 cars out of 108 offer- 
ings.) 

BUICK—’55 RM Hard Top, $3,055* (ps). 
‘53 Special 4-dr., $1,320*. °'50 Special 
4-dr., $480*. '49 Super 4-dr., $355, $280. 

CHEVROLET—’53 Deluxe club coupe, $975. 
*52 SL Deluxe coupe, $600. ‘51 SL Deluxe 
Hard Top, $795*; 4-dr., $600*; club 
coupe, $475; %-ton pickup, $560. 50 SL 
Deluxe 4-dr., $460*; club coupe, $485; 
FL 4-dr., $540*; coupe, $395. '48 SM 
2-dr., $215. 

CHRYSLER—’50 Royal 4-dr., $545. 

DeSOTO—’52 Deluxe club coupe, $710*. 


’49 Champion 2-dr., 


DODGE—’52 %-ton FB, $560. '51 Way- 
farer 4-dr., $590; 2-dr., $590. ’50 Coronet 
4-dr., $370. °49 Wayfarer 2-dr., $215; 
conv., $140. 


FORD—’55 Fairlane (8) Victoria, $2,330*; 
%-ton pickup, $1,425. '54 Custom (6) 
2-dr., $1,255; %-ton pickup, $1,110. ’53 
Victoria, $1,350*, $1,220; Custom. (8) 2- 
dr., $1,000; Main (6) 4-dr., $875, $835. 
"52 Victoria, $1,020*. °50 Custom (8) 
conv., $555*. ’49 Custom (8) ccnv., $420; 
club ‘coupe, $270; (6) 2-dr., $190. "48 
4 — pickup, $320. "47 Deluxe 2-dr., 


HUDSON—’51 Pacemaker 4-dr., $550*. 

— 4-dr., $500*. 49 4-dr., 

OLDSMOBILE—’51 (98) 4-dr., $530*. 

PLYMOUTH—’ 54 Plaza station wagon, $1,- 
335. °53 Cranbrook 4-dr., $1,625 (ps); 
Cambridge 2-dr., $760. '51 Cambridge 
4-dr., $215. ’50 Deluxe 4-dr., $420. '49 
Deluxe 4-dr., $260. '46 club coupe, $170. 

PONTIAC—’'53 Chieftain (6) 2-dr., $1,015*. 
’52 Chieftain (6) 2-dr., $805*. '50 Silver 
Streak (6) 4-dr., $400°. 

STUDEBAKER — °'50 Commander conv., 
$365*. '48 4-dr., $125*. 

WILLYS—’50 station wagon, $515°. 

MISCELLANEOUS — '48 International \%- 
ton pickup, $350. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of May 20.) 
BUICK—'52 Special 2-dr., $765. '51 RM 

4-dr., $475*°. ‘50 Super Riviera 4-dr., 


(8) Business coupe, | 
‘51 Custom = 


$400*, $370°; sedan, $485, $435; Special 
4-dr., $255; Deluxe 4-dr., $350. '49 Super 
4-dr., $105. 

CADILLAC—’54 (62) coupe, $3,600* (ps); 
4-dr., $3,400* (ps). '46 sedan, $175. 

CHEVROLET—’54 %-ton pickup, $880. '53 
Two-ten 2-dr., $975; 4-dr., $760. '52 SL 
Deluxe 2-dr., $675; 4-dr., $550. '51 SL 
Deluxe club coupe, $455; 2-dr., $535; 
4-dr., 2 at $500; Special 4-dr., $435. '50 
SL Deluxe sedan, $410, $370; 2-dr., $415. 
'49 SL Deluxe sedan, $300, $280, $250; 
conv., $475, $200; Special 4-dr., $210. 
'48 SL Deluxe sedan, $150. 


CHRYSLER—’53 NY sedan, $1,295* (ps), 
$1,280* (ps); Windsor 4-dr., $920. '52 
Windsor sedan, $740* (ps). ’'51 Windsor 
sedan, $630*, 


DeSOTO—’50 Deluxe club coupe, $365. 


DODGE—’52 Meadowbrook sedan, $450; 
Coronet 4-dr., $620. '50 Meadowbrook 
sedan, $365. ’°49 Coronet club coupe, 2 
at $240. 

FORD—’ 54 Custom (8) station wagon, $1,- 
555, $1,470; sedan, $1,350. °53 Victoria, 
$1,105; Custom (6) sedan, $830. ’52 Cus- 
tom (8) sedan, $700*. ‘51 Custom (8) 
sedan, $480, $470*. 50 Custom (8) sedan, 
$345, $300; Delivery, $285; %-ton pick- 


up, $380. '49 Custom (8) sedan, $230, 
$200; (6) $215, $185. 

HUDSON—’51 Super sedan, $380. '48 se- 
dan, $100. 

KAISER—’52 Deluxe 2-dr., $370. 

MERCURY — ’51 sedan, $515*. °50 club 


coupe, $390. 
NASH—’51 Rambler conv., $335. 
OLDSMOBILE—’51 (88) sedan, $765*. 
(88) sedan, $395*, $360*. 
PACKARD—’50 sedan, $200. 
PLYMOUTH—’55 Savoy (6) 2-dr., $1,670. 
'54 Belvedere 4-dr., $1,130. ’50 Special 
sedan, $315, $270; conv., $580, $450; De- 
luxe sedan, $240, $235. '48 Special sedan, 


(8) 


"50 


$200. 
PONTIAC—’51 Silver Streak sedan, 


$675*; (6) $545. ‘50 Silver Streak (8) 
sedan, $410*, $320. 

STUDEBAKER — ’'51 Commander sedan, 
$305°*. 


WILLYS—’51 4 cyl. station wagon, $475. 
MISCELLANEOUS—’ 50 International! 1-ton 
stake, $320. 


FARGO, 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of May 19.) 

(Market steady on clean merchandise. 

Sold 51 cars out of 98 offerings.) 

BUICK—’55 Special 4-dr., $2,500* (ps). 
’54 Super Riviera 2-dr., $1,775*. ’53 Spe- 
cial 2-dr., $1,050. ’°51 Super Riviera se- 
dan, $700*, $675*. °50 Super Riviera 
4-dr., $380*. ’49 Super 4-dr., $260*. 

CHEVROLET—’54 Bel Air 4-dr., $1,375*. 
’53 Two-ten 4-dr., $890*; 2-dr., $850; Bel 
Air sport coupe, $1,195*. "50 1%-ton 
Platform, $475. ’°47 FL 4-dr., $120; 2-ton 
truck, $445. 

CHRYSLER—’53 NY Deluxe 4-dr., $1,200* 
(ps). °51 Saratoga 4-dr., $720* (ps); 
Windsor Deluxe 4-dr., $495*. 

DODGE—’49 Wayfarer 2-dr., $250. 

FORD—’54 Custom (8) 4-dr., $1,105. °53 
Custom (8) 2-dr., $1,100*%; (6), $955; 
club coupe, $970; Main (6) 4-dr., $905; 
2-dr., $875. '51 Custom (8) 4-dr., $590, 
$550; 2-dr., $490, $430. '50 Deluxe (8) 
4-dr., $425; (6) $345; Custom (8) 2-dr., 
$500; (6) $410. 

MERCURY — ’54 Monterey 4-dr., $1,670*. 
*51 4-dr., $500. 

NASH—’53 Statesman 4-dr., $880. 

OLDSMOBILE—’50 (98) 4-dr., $465*; (88) 
4-dr., $440*. 

PLYMOUTH — ’53 Cambridge Suburban, 
$1,150, $1,105, $1,050. ’52 Cranbrook 4- 
dr., $550. °51 Cranbrook 4-dr., $400; 
club coupe, $405. 

PONTIAC—’52 Chieftain 4-dr., $700*. ’51 
Chieftain (6) 4-dr., $425*; Deluxe 2-dr., 


$475*; Catalina coupe, $600 
STUDEBAKER—’ 49 Land Sores: $225; 
¥-ton express, $275. 
WILLYS — ’53 jeepster, $495. °52 2-dr., 
$415. 
DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of May 19.) 
(Late model car prices falling off. Sold 
59 cars out of 97 offerings.) 
BUICK—’54 Super 2-dr., $2,050*, $1,985. 
’53 Super 4-dr., $1,245, ’52 Super 2-dr., 


$625*. ’50 Special sedan, $355. 
CHEVROLET — ’53 Two-ten 2-dr., $875, | 
$865; One-fifty 2-dr., $590, $500, $490. | 


’52 Deluxe club coupe, 
Deluxe conv., $690; 


$540, $525. ’51 
sedan, $520; 2-dr., 


$450. ’50 Deluxe conv., $375; sedan, $310; 
-dr., $325. 

CHRYSLER — ’51 Windsor sedan, $385, 
$260. 


DODGE—’53 Coronet (6) club coupe, $850, 
$540. °52 Coronet (6) sedan, $460. ’51 
Coronet (6) sedan, $390. 

FORD—’'55 Custom 2-dr., 
(8) sedan, $1,120, 
$790, 


$1,650. '54 Main 

‘53 Main (8) sedan, 

"52 Main (6) sedan, $595; 2-dr., 
$600. '51 Main (6) 2-dr., $400. ’50 Main 
(6) sedan, $290; 2-dr., $130; Custom 
(8) 2-dr., $305; 2-dr., $310. '49 Main 
(8) 2-dr., $215. '47 Main (6) sedan $155. 

KAISER—’'53 Manhattan sedan, $450. ’51 
Deluxe sedan, $200 


MERCURY—’53 Custom sedan, $1,265, $1,- | 


250. °50 club coupe, $190. 
NASH—’52 Rambler station wagon, $575, 
$550. °50 Statesman sedan, $155. 
OLDSMOBILE —'53 (88) Deluxe 2-dr., 
$1,365, $1,325. '50 (76) sedan, $375; 
2-dr., $290. 


PLYMOUTH—’53 Cambridge sedan, $720; | 


club coupe, $760. ’52 Cambridge sedan, 
$440. '51 Concord club coupe, $320, 
PONTIAC—’53 Chieftain (6) 2-dr., $985, 
$965. '52 Chieftain (6) sedan, $605. 
STUDEBAKER — '53 Commander sedan, 
$660. "50 Champion sedan, $270, $190. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Wednesday. Prices are for sale of May 18.) 


(Sale—brisk. Plenty of eager buyers. 
Prices were strong on clean offerings. 
Sold 102 cars out of 133 offerings.) 
BUICK—’53 Super Riviera 4-dr., $1,295*; 

RM 4-dr., $1,180* (ps). ’52 Super Rivi- 
era 4-dr., $835, $775; 2-dr., $775*. ‘51 


Special Riviera 2-dr., 
4-dr., $295; 2-dr., $190 

CADILLAC—’55 (62) conv., 
’50 (61) 4-dr., $1,080°. 
$695*, $565. 

CHEVROLET—’53 Bel Air 2-dr., $1,055; 
Two-ten club coupe, $985; One-fifty Sub- 
urban, $730. '52 SL Deluxe Bel Air, 
$885*; 4-dr., $615*; SL Special 2-dr., 
$610; FL Deluxe 4-dr., $765; 2-dr., $765°*. 
‘51 SL Deluxe Bel Air, $730, $700*. '50 
SL Deluxe conv., $550; 4-dr., $460; 2- 
dr,, $285*; Suburban, $375; %-ton pick- 
up, $455. '49 FL Deluxe 4-dr., $395, 
$355; 2-dr., $375; SL Special 4-dr., $230. 
‘46 FM 4-dr., $100. '42 club coupe, $120. 

CHRYSLER — '51 NY 4-dr., $685, $505; 
conv., $315. '°50 NY 4-dr., $705. "46 
Windsor 4-dr., $105. 

DeSOTO— 54 Fire Dome (8) 4-dr., $1,530°*. 
’52 Custom (6) club coupe, $725. °51 
Custom 4-dr., $505; station wagon, $410. 

DODGE—’53 Coronet (8) club coupe, $950. 
"52 Meadowbrook 4-dr., $650; Coronet 


$585, °50 Special 


$4,680° (ps). 
"49 (61) 4-dr., 


4-dr., $600*; Wayfarer "2-dr., $350. ’51 
Coronet conv., $540. 

FORD—’55 Fairlane (8) 2-dr., $1,905. ’54 
Custom (6) 2-dr., $1,110*, ’52 Custom 
(8) 2-dr., $740*. ’51 Custom (8) 4-dr., 
$575*; 2-dr., $470*; Deluxe (8) 4-dr., 
$450, $420; 2-dr., $430. '50 Deluxe (6) 
2-dr., $375; Deluxe (8) 2-dr., $330; %- 
ton pickup, $290; %-ton panel, $290. '49 
Custom (8) 2-dr., $305, $150; Deluxe 
(8) 2-dr., $250. 

HUDSON—’53 Jet 4-dr., $600. ‘50 Super 
(6) 4-dr., $225. 

LINCOLN—’ 54 Capri coupe, $2,495* (ps). 


MERCURY—’51 2-dr., $635*, $610*; 4-dr., 
$580*, °50 4-dr., $300. '49 club coupe, 


$205. 
NASH—’5@ Statesman 2-dr., $160*. 
(600) 4-dr., $130*. '47 (600) 4-dr., $165. 
OLDSMOBILE—’53 (88) 2-dr., $1,080*. '51 
(98) 4-dr., $645*. '50 (88) 2-dr., $510*. 
°49 (88) 4-dr., $380°; (76) 2-dr., $285. 
’48 (78) 4-dr., $100*, 
PACKARD—’41 ambulance, $250. 
PLYMOUTH—’53 Cambridge 2-dr., 
’52 Cambridge 4-dr., $595. ’50 Deluxe 
4-dr., $395. '49 Special Deluxe 4-dr., 
$135. '47 Special Deluxe club coupe, $125. 
’41 Delivery sedan, $130. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
350*. ’52 Chieftain (8) conv., $1,045*. 
STUDEBAKER—’52 Champion 4-dr., $430°*. 

’51 Champion 4-dr., $400; Commander 
coupe, $235. '50 Champion 2-dr., $100. 
MISCELLANEOUS—’50 Ford English Pre- 
fect, $115, '49 International %-ton pick- 

up, $280. 


49 


$665. 








— Auctions in Brief — 


PHOENIX, ARIZ. 

Phoenix Auto Auction, Sale every Wed 
nesday (May 18). Late model cars going 
high. Sold 124 cars out of 189 offerings. 

* * 


MASON CITY, IOWA 
Central States Auto Auction. Sale every 
Wednesday (May 18). 80 percent of con- 
signment sold. 
* a * 


HARRODSBURG, KY. 
Blue Grass Motors, Sale every Thursday 
(May 19). Weather good, high percentage 
of cars sold. We have demand for more 


clean cars, 
* * * 


JENISON, MICH. 

Grand Rapids Auto Auction, Sale every 
Tuesday (May 17). Market considerably 
stronger on some merchandise. Some of the 
cleanest *49 to '53 models we have ever 
had, Sold 80 cars out of 133 offerings. 

* * * 


BOUND BROOK, N. J. 
Plainfield Auto Auction, Sale every Fri- 
day (May 20). Demand for clean cars is 


strong. 80 percent of large offerings sold. 
* * * 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday (May 18). Very active sale. Sold 
88 out of 129 offerings. 
* * * 
NEW YORK 


Skyline Auto Auction. Sale every Tues- 
day (May 17). Market off on late model 
cars. Clean cars in demand, Sold better 
than 60 percent of all cars entered. 

* * 


COLUMBUS, OHIO 
Mobiles, Inc. Sale every Friday (May 
13). @ar market recovered some of the 
slack taken out of it last week, The better 
kinds were up $50 to $75 except new ones 
that still sold at about factory invoice. 
Sold 120 cars out of 178 offerings. 
* * * 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (May 19). Our sale today was excep- 
tionally good with both buyers and sellers 
from twelve different states. From actual 
count, 84% percent of the cars registered 
were sold. 


29 New Franchises Listed... 





Studebaker Family Grows 


SOUTH BEND. — Twenty-nine 
applicants for dealerships have 
been granted franchises by Stude- 
baker. They are as follows: 


Spence Peoples Motor Co., Peta- 
luma, Calif.. owned by A. Spencer 
Peoples and Eva F. Peoples. 

Roberts Motor & Equipment 

Co., Pauls Valley, Okla., owned 

y J. C. Roberts. 

D. L. Cowdin Motor Co., Glen- 
wood Springs, Colo., owned by D. L. 
Cowdin. 

Boriack Motor Co., San Luis 
Obispo, Calif. owned by John R. 
Boriack. 

Mitkof Sales & Service, Peters- 
burg, Alaska, owned by Leon W. 
Hasbrouck and Theodore L. Has- 
brouck. 

Trio Motors, Mt. Kisco, N. Y., 
owned by Joseph A. Ciulla. 

Burchell’s Auto Service, Conroe, 
Tex., owned by John A. Burchell. 

John H. Bailey Co., Marshall, 
Mich. President is John H. Bailey. 

Messal Auto Service, Lebanon, 
Ore., owned by Herman Messal. 

Ralph Pranger, Shelby, Mich. 

Harmarville Garage, Harmar- 
ville, Pa., owned by James P. 
Eaton, Donald H. Eaton and 


Hugh P. Morton. 
Ed’s Auto Sales, Westfield, N. Y., 
owned by Edward E. Khork. 
Mountain Motors, Inc., Glendale, 
Ariz. President is Walter McCune. 





Sales Prescription— 


In the role of “nurse,” singer Jeannie 
Baird points out the features of Dodge's 
new “sanitizing’” process to Merritt Rice, 
regional used-car manager, and Jack 
Wixom, Los Angeles regional manager. 
Sanitizing has been a booster for used- 
car sales in the Los Angeles area, Dodge 
says. 





Turnbaugh Motors, Newport, Pa., 
owned by Harold A. Turnbaugh. 

Plains Equipment Co., Floydada, 
Tex., owned by John E. Walton 
and George C. Pope. 

Henry W. Moss & Son, Detroit, 
owned by Henry W. Moss. 


Auto Paradise, Inc., Brockport, 
N. Y. President is Herbert A. Hube. 


Phoenix Studebaker, Phoenix, 
Ariz., owned by Henry C. Mauvais 
jr. and Clarence H. Junge. 


Castners Garage, Martins Ferry, 
O., owned by Charles Maguire. 

Mauldin Motors, Fairfield, 
Calif.. owned by Raymond L. 
Mauldin, J. D. Mauldin and Louie 
E. Mauldin. 

Carmack Motor Co. Gallatin, 
Tenn., owned by W. C. Carmack 
and Donald Carmack. 

McKerrell’s, Inc., Whippany, N. J. 
President is William H. McKerrell. 

W & H Motors, Franklin, N. C., 
owned by Reid Womack and Jay 
Houston. 

Woody’s Motors, Kennewick, 
Wash., owned by H. M. Mitchell 
and I. W. Mitchell. 

Bell Electric Service, Woodstock, 
Ga., owned by R. H. Bell. 

Nelson Motor Co., Rogers, Ark., 
owned by David F. Nelson. 

O’Brien Motors, Bethel, O. Presi- 
dent is R. J. O’Brien. 

Denham Springs Motors, Den- 
ham Springs, La., owned by J. A. 
Robinson and M. G. Robinson. 

Fred W. Williams, Inc., Sarasota, 
Fla. Fred W. Williams is president 
and treasurer. 


AC Spark Plug 


Claims Records 


FLINT. — Sales of automotive 
products by AC Spark Plug divi- 
sion of General Motors are topping 
all former records in the division’s 
47-year history, according to Joseph 
A. Anderson, general manager. 

For the first four months of this 
year, replacement product sales 
were up 41 percent and original 
equipment sales up 61 percent, com- 
pared with the same time in 1954, 
Anderson said. 

April also was the highest single 
month for AC’s automotive lines, 
he added. 

“For the January-April period, 
our major replacement products— 
spark plugs, oil filters and fuel 
pumps—made gains ranging from 
21 to 53 percent ahead of last year,” 
he said. 

AC’s previous peak automotive 
year was 1954. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 








—_ maa mM -. 
Ended ay, 
SU Tse “Me aie “ne “tae 
AMERICAN MOTORS 4,865 1,994 2,942 17,205 41,384 87,806 
NE ec scckelcciundebesvsinaven 965 818 528 3,493 10,619 29,871 
PE. sassrimvesonccessasoten . 8,900 1,176 2,414 18,712 30,765 57,935 
CHRYSLER CORP. .... 33,100 15,589 27,854 121,742 311,232 673,190 
Chrysler ....................... 4900 1,865 4,332 16,848 49,150 92,661 
BIE excccssscisiomeenis 2,800 1,559 2,791 11,404 32,850 68,933 
SE 2,523 6,144 25,184 56,009 155,053 
Plymouth ...................... 19,000 9,642 14,587 68,306 173,223 356,543 
FORD MOTOR . 47,705 34,923 49,738 192,510 773,211 951,064 
T= be cst beveedestes $7,180 28,9738 37,386 147,227 623,411 139,775 
BONE iss ccvesvccessss 975 700 849 3,688 19,246 19,330 
Mercury ................ . 9,600 5,250 11,503 41,595 180,554 191,959 
GENERAL MOTORS .. 83,702 64,923 91,398 349,689 1,262,108 1,764,954 
Buick 18,300 11,809 19,224 78,024 237,406 357,783 
ND Sasescesenssrsose .. 8,225 2,801 3,216 12,866 49,410 70,008 
Chevrolet ...................... 37,500 31,685 40,261 156,080 630,135 800,250 
Oldsmobile 12,377 10,637 14,451 55,040 178,867 271,184 
Pontiac .......... sssseesseeee 1208 8,041 14,246 52,679 166,290 265,779 
KAISER MOTORS ....__ 120 7165 144 354 11,888 6,013 
SENT sovsaviiescuverts 120 355 144 354 4,607 354 
REESE pores ie: sia 9” aeteet 7,276 5,659 
kk eer 4,476 1,090 4,359 19,079 52,967 101,190 
Packard ....................... 2,080 827 2,029 8,177 16,484 35,708 
Studebaker .................. 2,396 263 2,330 10,902 36,533 65,482 
Total Cars, U. S. ......173,968 119,284 176,435 700,529 2,452,785 3,584,217 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
May 8, Week, an ‘cl, 1968, May : 29, May 28, 
1955. 1954"  1955* ToDate 1954° 1955* 
CHEVROLET .. .. 11,000 7,420 11,549 44,988 153,630 155,848 
DIAMOND T .... 150 72 118 557 1,485 2,266 
WGP as. nscceccsscossscoee 80 80 80 320 1,626 1,466 
PEPIEES 0... cscseccosossors 2,900 1,911 2,848 11,205 39,329 41,340 
IN ges znssasueks 7,350 5,682 7,466 29,008 139,055 162,833 
a eS 1,726 3,089 12,274 40,563 38,085 
INTERNATIONAL 2,865 2,245 3,403 12,774 46,227 55,505 
Eee 350 209 333 1,127 2,856 5,119 
I edb asiciinhiane one 115 233 120 475 4,689 2,118 
STUDEBAKER .... 400 432 357 1,733 5,880 9,367 
PME Ssdisccciecceessccécessacens 310 217 301 1,210 5,023 5,482 
MINDY ci, cash icnceasvaasnintse 1,810 1,769 1,815 7,093 25,749 32,962 
MISCELLANEOUS ...... 100 98 100 400 2,970 2,120 
Total Trucks, U. S. .. 30,530 22,094 31,579 123,159 469,082 514,511 
Total Cars, Trucks, 
Wr, So oooccccceeccssesesee---204,498 141,378 208,014 823,688 2,921,867 4,098,728 
Total Cars, Trucks, 
I sasisiscscstsnsass 11,935 9,947 13,845 52,888 217,921 218,364 
Grand Total, 


Cars and Trucks, 


U. S. and Canada ..216,433 151,325 221,859 876,576 3,139,788 4,317,092 
*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 


Work Out Own Problems, 
Bell Urges S. C. Dealers 





MYRTLE BEACH, S. C.—“Deal- 
ers should not always run to the 
Government to solve their prob- 
lems, but should try to work things 
out themselves,” Frederick J. Bell, 
NADA executive vice-president, ad- 
vised members of the South Caro- 
lina Automobile Dealers Assn. 

Speaking at the association’s 
16th annual convention here, Bell 
urged dealers to support their 
association and not to adopt a 
“let-George-do-it” attitude. 


“By working together we can 
accomplish much for the indus- 
try,” Bell said. 

Another speaker, Horace Hender- 
son, NADA association coordinator, 
stressed the importance of giving 
younger men opportunities of going 
forward and exercising more lead- 
ership and initiative which, he 


Brookings Dealers Elect 


BROOKINGS, S. D.—Vern Lovre 
and LeRoy Kellogg have been 
elected president and _ secretary- 
treasurer respectively of the 
Brookings Automobile Dealers 
Assn. Carl Kjellsen is past presi- 
dent of the association. 


pointed out, would require in- 
creased responsibility. 

Other speakers included Gen. 
Carlos B. Romulo of the Philip- 
pines, and W. H. Gove, vice-presi- 
dent, EMC Recordings Corp., who 
urged the dealers to “be yourself” 
and “put everything you have into 
your job.” 

In other convention business, 
W. T. Rose, Union, was elected 
president of the association, W. 
E. Hancock jr., Columbia, as- 

sumed the vice-presidency, and 
Robert E. Pulliam was reelected 
secretary-treasurer. 

New directors include Woodrow 
H. Taylor, Batesburg; C. C. Good- 
win, Sumter; H. L. Prince, Abbe- 
ville; W. S. Baker, Greenville; J. 
T. Neely jr., Rock Hill; W. W. For- 
rester, Florence; W. E. Cameron, 
Myrtle Beach; A. K. Dothan, 
Moncks Corner, and C. W. Frame, 
Ridgeland. 

The first statewide automobile 
show ran concurrently with the 
convention. Selection and corona- 
tion of Wray Davis of Aiken as 
“Miss Carorama of 1955” high- 
lighted the concluding program. 


=: |Contingent on Strike 


Crucial Month Arrives... 


High June Production 


(Continued from Page 1) 


the Little Three have been pro- 
ducing on an average of 165,000 
cars a month among them. 
* * + 
AST week’s output of 173,968 
cars was 170.4 percent of AuTo- 
MOTIVE News’ three-year index, as 
compared with the previous week’s 
172.8 percent on 176,435 assemblies. 
Should the industry finish May 
with 731,000 assemblies, it would 
give the manufacturers a five- 
month total of approximately 3,- 
614,000. 
Next milestone in sight for the 
auto makers then is the produc- 
tion of the four-millionth car, 






Auto Industry 
Gets Showing 
Of Nygen Tolex 


DETROIT.—Textileather division 
of General Tire & Rubber Co. last 
week unveiled its new develop- 
ment, Nygen Tolex, to the automo- 
tive industry. 

Representatives of the Big Three 
attended a display which featured 
Chrysler, Ford and General Motors 
car seats covered with the new 
material. 


Nygen Tolex is a web spun of 
synthetic fibers and a vinyl film. 
Jules D. Lippmann, division gen- 
eral manager, said it will have a 
wide application in the automotive 
industry because its construction 
will give greater latitude to de- 
signers, engineers and stylists. 


It was developed after eight 
years of research, Lippmann said. 
He added that it will keep a fresh 
appearance for years as the color 
is impregnated in the vinyl. 


Obituaries 


Samuel Frankel 
PHILADELPHIA. — Samuel Frankel, 
former used-car dealer, died here at the 
age of 74. He had retired 15 years ago. 
* * * 


George O. Denton 
LAKE PLACID, N. Y.—George O. Den- 
ton, 53, Chrysler dealer here for many 
years prior to 1952, died of a heart attack 
at his home May 14, 


Charles E. Satterfield 
PHILADELPHIA, — Charles E. Satter- 
field, an automobile dealer here, died at 
the age of 58. 


- * - 


Kenneth A. Ahr 

BUFFALO. — Kenneth A. Ahr, 47, who 
operated Ahr Co., imported - automobile 
salesroom, died May 16 after a brief ill- 
ness. A racing fan, Mr. Ahr had driven 
racing cars, midget racers and European 
sport models in races throughout the coun- 
try. 





* * * 


Charles Deere Winan 

| TUCSON, Ariz.—Charles Deere Winan, 
63, president of Deere & Co., manufactur- 
er of farm equipment, died here May 12. 
Mr. Winan was a great-grandson of the 
firm’s founder. 

+ - 
| 


Don Hobbie 
OROVILLE, Calif.—Services have been 
held here for Don Hobbie, a Chevrolet- 
Cadillac dealer for many yeArs. He was 
serving his first term as a Republican 
member of the State Assembly. 
* * * 


Francis Y. Buffington 

GARY, Ind.—Francis Y. Buffington, 54, 
a Chevrolet dealer, died May 20 at his 
home after suffering a heart attack. He had 
been ill for three weeks. Mr. Buffington 
had been a franchised Chevrolet dealer 
since 1950 and before that had handled 
Nash. He was a past president of the 
Gary Automobile Dealers Assn. 

* . * 


Harry L. Lewis 

CHICAGO.—Harry L. Lewis, 64, founder 
of Milwaukee Avenue Motor Sales (Chev- 
rolet), died May 16 in American Hospital. 
In the automobile business since 1916, Mr. 
Lewis was active in civic affairs and was 
a@ past president of the Logan Square Ki- 

wanis Club. 
* 


Harry O. Ward 

BUFFALO.—Harry 0. Ward, 72, an em- 
ploye of the Pierce-Arrow Motor Car Co. 
for 27 years, died here May 23, 1955, after 
a brief illness. He was among those who 
built the first Pierce-Arrow truck and in- 
vented tire chains for use on heavy duty 
trucks, 

* * 7 


W. Herbert Weeks 
SYRACUSE.—W. Herbert Weeks, 76, an 
auto dealer in Skaneateles, N. Y., for 25 


years, died May 20, 1955 after a short ill- 
ness. 





which is expected to roll from 
the lines on June 15. The same 
milestone was not reached until 
mid-August of the record year of 

1950. 

Although overall production was 
down slightly last week, Ford divi- 
sion continued its record-breaking 
operations. 

as * 

N ADDITION to setting a new 

five-day record of 31,880 cars and 
38,345 cars and trucks, the division 
during the first 18 working days of 
the month set 13 new daily and 
weekly marks. The setting of a 
new daily high of 6,427 cars on May 
24 marked the 33rd postwar pro- 
duction mark set by the division 
since Jan. 1. 

Records set during the previous 
week by Ford Motor Co were: 


1. A new weekly mark of 49,738 
cars by Ford Motor, erasing the 
old high of 48,676 during the week 
ended May 14. 


2. A new car-truck mark of 
57,204 units by Ford Motor, sur- 
passing the old mark of °55,899 
set during the previous week. 

3. A new five-day production 
mark of 31,749 cars by Ford divi- 
sion. This was surpassed by last 
week’s 31,880 cars. 


4. A new six-day mark of 37,386 
cars by Ford division, surpassing 
the old mark of 36,903 set the pre- 
vious week. 


D 


This mark was surpassed by last 
week’s 38,345 units. 


6. A new six-day car-truck mark 
of 44,825 units by Ford division, 
eclipsing the old mark of 44,126 
set the previous week. 


7. A new weekly mark of 11,503 
cars by Mercury, surpassing the 
old high of 10,767 cars built the 
previous week. 

Mercury also set a new daily 
high of 2,081 cars on May 19, sur- 
passing the old high of 2,041 set 
May 17. It marked the fourth time 
during May that Mercury has es- 
tablished new daily marks. 


* 6 * 


A NEW mark of 38,134 cars 


@LDSMOBILE and Pontiac also 


got into the record-breaking 
act the previous week. Oldsmobile’s 
output of 14,451 cars surpassed the 
old high of 14,172 set during the 
week ended May 7, and Pontiac’s 
new mark of 14,246 cars eclipsed 
its old high of 14,012 cars built 
during the week ended March 27. 

Truck production continued at 
a steady pace last week as mak- 
ers turned 30,530 units from the 
lines. The previous week saw 
31,579 units made. 


Truck production during May is 
expected to hit approximately 125,- 
000, or about 5,000 more than were 
produced during April. Truck out- 
put for the first five months is run- 
ning about 9.6 percent ahead of 
the same period of 1954. 


DeSoto Appoints 
Abbot to Head 
Fleet Sales 


DETROIT.—In what was called 
another step in the Chrysler Corp. 
divisionalization program, DeSoto 
has formed its 
own fleet sales 
department and 
has appointed 
Waldo M. Abbot 
jr. to manage it. 

Prior to joining 
DeSoto, Abbot 
had been Detroit 
sales representa- 
tive for Fargo for 
two years. Before 
that he was sales 
promotion direc- 
tor for Fargo, starting in 1949. 

A. B. Nielsen, general sales man- 


| ager, said that DeSoto plans to 


develop an “intensive and compre- 
hensive program” aimed at realiz- 
ing, through the DeSoto dealers, a 
sizable share of the fleet business. 


* and trucks by Ford division. | 





(ADVERTISEMENT) 


- 





DETROIT, May 30—Last week, the 
four millionth vehicle of 1955 rolled 
from automotive assembly lines. 
Last year, the same milestone was 
not reached until late July. 


e 

According to estimates prepared by the 
Automobile Manufacturers Association, 
a record number of cars were scrapped 
during 1954. 3,500,000 passenger cars 
wound up on the junk pile, while 
scrapped trucks amounted to 600,000. 
Despite this record scrappage, motor 
vehicle registrations in the United States 
gained 4.10 per cent over 1953. 





Seems strange, but good old- 
fashioned snoring will win a 1955 
Rambler for some lucky radio lis- 
tener. Ina unique contest currently 
being staged on the popular “‘Truth 
Or Consequences” network radio 








show, listeners are required to iden- 
tify the celebrity whose snores are 
heard on this program weekly. The 
prize—a Rambler. Seems appro- 
priate that the car with Airliner 
Reclining Seats and Twin Travel 
Beds should be awarded to the one 
who can identify a personality by 
the sound of his or her snores. 


& 
For 53 years, Herbert W. Devine has 
helped build Nash cars at the Main Plant 
in Kenosha, Wisconsin. He worked on 
the “Granddaddy” of all Nash cars— 
the original 1902 Rambler—and he lent 
his skill to the production of all of its 
brilliant successors—including the cur- 
rent 1955 models. Now—after more than 
a half-century of faithful service— 
Herbert Devine has retired to enjoy the 
fruits of his labors. 

© 
46 sales in four days! That’s what 
two newspaper ads pulled for Mil- - 
waukee Nash, Milwaukee, Wiscon- 
sin. I. B. Rosenberg, President, 
staged a Rambler-Ama promotion 
and advertised it in the local press. 
Crowds were attracted to the deal- 
ership and they purchased 28 Ram- 
blers, 6 Statesman and 12 Ambas- 
sador models in only four days. 

« 
Wisconsin license plate Number 1—the 
official designation of the State Gov- 
ernor’s car—is worn by a 1955 Nash 
Ambassador Jetfire V-8. Gov. Walter J. 
Kohler took delivery of his new car from 
Roy Schappe, Madison, Wisconsin 
dealer. Unusual in this day of flashy 
colors is that the Governor’s car is an 
all-black model. 

ae 
ALL INTERESTED PARTIES CAN 
RECEIVE FULL INFORMATION 
ABOUT THE DEALER VOLUME 
INVESTMENT FUND AND THE 
LIBERAL PROVISIONS OF THE 
NASH FRANCHISE BY WRITING 
IN CONFIDENCE TO DEALER 
DEVELOPMENT DEPARTMENT, 
NASH MOTORS DIVISION, 
AMERICAN MOTORS CORP., 
14250 PLYMOUTH ROAD, 
DETROIT 32, MICHIGAN, 





38 
To Lighten Smog Problems... 


Progress on Exhaust 
Foreseen for Vehicles 


DETROIT.—In a few years all 
cars probably will have equipment 
for eliminating the emission of ob- 
noxious gases from exhaust pipes, 


tial evidence is that hydrocar- 
bons in exhaust gas are con- 
tributing factors to smog.” 


“Product modifications to reduce 


also is a factor, he said, and not 
one that can be controlled by auto 
firms. He explained that neglect 
of a car can turn the finest engine 
into a smog producer. 

Speaking at the Air Pollution 
Control Assn. convention here, Is- 
brandt said that the auto com- 
panies spent $500,000 last year in 
exhaust research and that $1 mil- 
lion will be spent this year. 

Ford engineers J. M. Chandler, 
W. A. Cannon, J. ©. Neerman 
and Arthur Rudolph said hydro- 
carbon emission from well-tuned 
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unburned fuel emissions are next 
best to a sure thing in the near 
future,” he said. 


Owner maintenance and repair 


engines in good mechanical con- 
dition was lowest when the car 
is cruising, next lowest in idling 
and highest during deceleration. 


according to R. H. Isbrandt, chief 
design engineer for American Mo- 
tors Corp. 

He conceded that “circumstan- 


LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


Retiring Telford Honored— 


Frank W. Telford, left, receives a gift from two of his associates at a Detroit lunch- 
eon honoring him upon his retirement after 44 years with Goodyear Tire & Rubber 
Co. Fourteen company friends were on hand at the affair. Telford served 38 years in 
Goodyear’s Detroit manufacturers’ sales office. Making the presentation are J. M. Lin- 
forth, manufacturing sales vice-president, and P. K. Coe, assistant to Linforth. 


Top Taxi Drivers 
To Visit Detroit, 
Get $500 Prizes 


DETROIT. — Twenty-five of the 
nation’s top taxi drivers will come 
to Detroit June 5 for three days 
as guests of the Plymouth and Far- 
go divisions of Chrysler Corp. Each 
will receive a $500 cash award and 
the free trip. 

The drivers were chosen on their 
records of service, citizenship, 
courtesy and safety by officials of 


the American Taxicab Assn. and 
the National Assn. of Taxicab 
Owners. 

William J. Bird, Plymouth sales 
vice-president, said, “The men we 
shall honor in Detroit next month 
are typical of thousands of excel- 
lent taxicab drivers throughout the 
country. We are glad that we are 
able to pay tribute to them and to 
have them as our guests.” 

Nine of the drivers have driven 
taxicabs for more than a million 
miles and the 25 men collectively 
have rolled up more than 20 mil- 
lion miles of safe driving. 


CLASSIFIED ADS 


POT Til Me it Me em Mee Tle ett Me Me ds ee Me te 
RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
INSERTION. POSITION WANTED ADS, 11c PER WORD. PAYMENT IN ADVANCE OF 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 
ee 


EAST NORTH CENTRAL 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


MIDDLE ATLANTIC EAST NORTH CENTRAL 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because ail titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctionsers—David 8. 
John W. 


WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


a KE. 1-9694 





AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


COOPERSVILLE EAST SOUTH CENTRAL 
AUTO AUCTION 
Every Tuesday Night 

8 Years Old 

14 Miles West of Grand Rapids, Mich. | 

on US-16 


automotive industry. 


MANEY 


AUTO AUCTION 
HUNTSVILLE, ALA. 


Every Friday 
Checks and Titles insured by Fidelity 
Lecated in “The Heart of Dixie” 


Add One Dollar ($1) per insertion for use of a box number. Replies to 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 
column inch. CLOSING: TEN DAYS IN ADVANCE OF PUBLICATION DATE 


rates supplied upon request 


Contract 


NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


GRAND RAPIDS AUCTIONS, INC. 
On M2I—One Half ame west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 


DETROIT 26, MICH 


MOUNTAIN STATES 


HELP WANTED POSITION WANTED 


Sale Every Wednesday at 12 Noon 


“Michigan's Best" 


SALES MANAGER — ONE of the oldest} MANAGER OR SALES manager. Will in- 


Dunellen 2-0915 and Dunellen 2-9849 paenet ARdmere 6-420 


SYRACUSE 
AUTO AUCTION 


HOME OF CLEAN CARS 
Center of Empire State | 


Accessible by train, plane or bus 
All titles and checks insured 


EVERY WEDNESDAY AT NOON 


Irving C. Mondore, Owner 
44 Cortiand, N. Y. 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Poute 20A Phone 9009 


MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 


On Route No. 72—4 Miles Off 
Pa. Turnpike 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-2401 


ATTENTION DEALERS 
CLEVELAND AUTO AUCTION 
will be held every 
TUESDAY instead of WEDNESDAY 
BEGINNING TUESDAY, JUNE 7th 


June Ist is the last day this auction will be 





EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located Y mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity lasured Checks Phone Dunkirk 3-0150 





COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All '51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA, NAAA, 
Inc., and Denver Better Business 
Bureau. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 


SALESMEN WANTED. 


and best established ‘‘Big Three’’ dealers 
in the midwest offers opportunity to the 
right man to head up the new car sales 
department. This position offers oppor- 
tunity to live in a beautiful city just 
under 50,000 population, work with the 
finest of facilities in a dealership estab- 
lished nearly 30 years and, if found 
worthy, to become a partner in a sound 
business which has been successful for 
over a quarter century. Please include 
complete information in your reply which 
will be treated in strict confidence. Box 
4943, c/o Automotive News, Detroit 26. 


WE ARE DESIROUS of employing sales 


manager with high volume, quality op- 
eration, with proven outstanding results 
in new and used car sales. We have one 
of the largest and nicest operations in 
Florida. Our potential far exceeds pres- 
ent sales. If you can qualify and would 
like to locate permanently in Florida, 
write Box 4939, c/o Automotive News, 
Detroit 26. 


SALES MANAGER - GENERAL manager, 


experience in General Motors products 
preferred. Young and aggressive execu- 
tive type. Dealership has 1,600 car po- 
tential and located in good, live section 
in Detroit area. Opportunity to qualify 
for partial ownership. All replies confi- 
dential, Box 4956, c/o Automotive News, 
Detroit 26. 


Interested in a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territories open. No objections to non- 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J. 


POSITION 


To encourage this classification for the 
TS eh eal Tih aaa ae 
Position Waonted Ads are accepted oat 
half regular 


Te Ls 


WANTED 


those seeking 


rotes namely 11 au 
$1.00 


of a box m ya 


each insertion Pare 
aria) 


et Mee T1184 


ST ert elas 
in advance 
to display ads 


Half-rate does 


in this section.) 


TOP FLIGHT YOUNG MAN, 34, single, 


free to travel. Experienced in automobile 
and truck sales, service and factory rep- 
resentation. Desires suitable connection 
with qualified manufacturer as represen- 
tative or with progressive automobile 
dealership. Available immediately. Box 
4946, c/o Automotive News, Detroit 26. 


vest 4th in small deal. 175-200 units as 
management buy out plan or will con- 
sider salary and percentage in metropoli- 
tan dealership. 12 years’ experience in 
Chevrolet or Ford in sales, used cars, 
parts, service. Can take over entirely 
and make it pay. Best of references. 
Can positively pass factory approval. 
Ford or Chevrolet—Florida or south- 
eastern states only. Box 4945, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER OR truck manager. 18 


successful years in Chrysler products. 
Can organize, direct and train. Prefer 
Pacific Coast. Age 42, family man. I can 
make your firm money. Box 4944, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER AVAILABLE im- 


mediately for Ford or GM dealership. 
Prefer city of 30,000 and up. College. 
married, 36 years old, aggressive, solid 
background. Ten years’ of sales manage- 
ment experience with the Ford Motor Co. 
Excellent references. If you are looking 
for a young man with ideas, enthusiasm, 
ambition and determination, contact C. 
W. Corgan jr., 14 Packenham Ave., New 
Orleans, La. Phone Victor 2571. 


SERVICE MANAGER DESIRES to locate 


southern Florida. Thoroughly experienced 
in all phases of service. Hard working, 
aggressive. Proven ability in customer 
relations and handling personnel in vol- 
ume operation. Box 4957, ¢/o Automo- 
tive News, Detroit 26. 


BUSINESS MANAGER—Seven years’ suc- 


cessful experience as business manager 
with large Ford dealer (1,200 year). 
Considered tops by Ford. Married, 33. 
Desires to relocate in or vicinity of Mi- 
ami, Fla. Box 4958, c/o Automotive 
News, Detroit 26. 


TOP AUTOMOBILE 
MAN AVAILABLE! 


Have had extensive experience with 
Ford, General Motors, etc.; splen- 
did record for developing and 
maintaining new car volume, sales 
training and supervision, used car 
Promotion, increasing service ab- 
sorption. Self-starter, accept com- 
plete responsibility, work well with 
associates, am a strong closer. Will 
relocate for a minimum salary of 
$15,000 per year plus incentive. 
Box 4955, c/o Automotive News, 
Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DeSOTO- 
Plymouth, located N. J.—in the heart of 
booming Delaware Valley, U.S.A. Oper- 
ating past 20 years, well established 400 
ear contract. Beautiful new building with 
adjacent used car lot, subject to lease. 
$25,000 sufficient to purchase all physical 
fixed assets. Must qualify for factory 
approval. Box 4947, c/o Automotive 
News, Detroit 26. 


AUTOMOBILE DEALERSHIP—Sensational 
new Packard dual line. Oldest Packard 
dealer in area. Highly desirable location 
in Kansas City metropolitan area, popu- 
lation over 400,000. Modern air-condi- 
tioned building, excellent facilities, fa- 
vorable lease. Long established personnel 
and clientele. Profitable operation. Small 
investment required. Owner retiring. We 
invite your inquiry, confidential. Box 
4948, c/o Automotive News, Detroit 26. 


HANDLING CHEVROLET — 150-175 cars 
and trucks. New, modern building on 
good lease, Buy only parts and equip- 
ment at a figure well below inventory. 
Must sell on account of health. County 
seat town in central Iowa, one of the 
best for its size anywhere, If you can 
qualify with Chevrolet and have $40,000 
to invest—let us talk it over. Box 4961, 
c/o Automotive News, Detroit 26. 


FOR SALE—DEALERSHIP handling one 
of General Motors. Less than 100 miles 
from Louisville. 100 to 150 cars per year, 
no trucks—$15,000 net first quarter this 
year. No used cars or receivables, Large 
building and adjoining lot available at 
reasonable lease — $20,000 will handle. 
Factory approval necessary. Box 4962, 
c/o Automotive News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP 
available handling DeSoto-Plymouth in 
Massachusetts. 60,000 residential popu- 
lation in five mile radius. Best location 
in area with excellent service return. 
Large showroom and ample used car lot 
on premises. Will sell with building or 
separately. Owner selling because of 
health. Box 4931, c/o Automotive News, 
Detroit 26. 


DEALERSHIP IN MIDWESTERN city. 
Population over 150,000. Doing an excel- 
lent business handling Hudsons. Large 
adjoining lot. Very reasonable rent with 
the lowest overhead of any new car 
dealer franchise in town. Excellent loca- 
tion. No used cars or receivables. Owner 
must sell due to wife’s illness, to move 
to another climate. Box 4966, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING FORD. Lo- 
cated in central Illinois on one of the 
most traveled highways in nation. Rich 
oil producing territory. Gross sales 100 
cars and $400,000 annually. 82% service 
absorption. No receivables, Priced right. 
- 4965, c/o Automotive News, Detroit 


AGENCY HANDLING NASH. Fine busi- 
ness, excellent location — north Jersey, 
best automobile area. Top notch service 
following and parts business, Profitable 
operation. No factory pressure, Priced 
right. Box 4915, c/o Automotive News, 
Detroit 26. 














AGENCY HANDLING PONTIAC and GMC 
truck in Prescott, Ariz., trading area of 
18,000. Going out of business for health 
reasons, Must sell at once for inventory. 
— 4964, c/o Automotive News, Detroit 


TEXAS DEALER HANDLING Packard. 
Modern facilities. Excellent lease. Texas’ 
most city of over 100,000. 
Priced right. Liberal terms, Write Box 

4923, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto - Plym- 
outh—New York City. Owner wishes to 
retire. With or without buildings. Box 
4963, c/o Automotive News, Detroit 26. 


FOR SALE OR RENT, handling DeSoto 
and Plymouth. Modern and fully equipped 
garage. Trading area 25,000. Will sell 
parts, equipment, fixtures and tools at 
low price. See or call John DePumpo, 
Waverly, New York. Phone 1. 


OLD ESTABLISHED dealership, handling 
Chrysler line, with good operating or- 
ganization in large Texas city with po- 
tential of 600 to 1,000 cars. Building 

. Location excellent. Splendid 

service business. Reasonable. Box 4940, 

c/o Automotive News, Detroit 26. 


“BIG THREE’’ AUTO dealership in a 
trade territory of 65,000 population. 
Modern building can be leased reason- 
ably. $30,000 for furniture and fixtures, 
parts and accessories. Marvelous deal for 
the right man. A desirable implement 
franchise available also. Reason for sell- 
ing—retiring. Box 4949, c/o Automotive 
News, Detroit 26. 


eel nn epildildidlniaicatereledibiiiassdsinateaniniceneseesisshemmaictiaaiiliaas 
FOR SALE—DEALERSHIP handling De- 
Soto-Plymouth in New York State. Mod- 
ern, profitable, excellent location, well 
equipped, good lease. $15,000 cash. Fac- 
tory approval necessary. Box 4950, c/o 
Automotive News, Detroit 26. 


Sidi iiasesieielsiesereesiatesteenieshacteenaipedeniaacdarteanieaiemeeneesiitasateiaae 
AUTOMOBILE BUSINESS—Central N, Y., 
handling Dodge-Plymouth; modern gar- 
age and equipment. Write Box 4954, c/o 
Automotive News, Detroit 26, 








DEALERSHIPS AVAILABLE 


HANDLING FORD 


Dealership available. Building and 
equipment brand new — office and 
showroom air-conditioned—only Ford 
deal in entire county. 90,000 square 
feet of land. Experienced personnel 
now employed in Office and Parts & 
Service Departments. Non-recourse fi- 
nancing. Excellent retail used car mar- 
ket—all makes and models in all price 
classes. Over 300 paid repair jobs— 
Fords only—handled each month. Can 
guarantee favorable factory considera- 
tion to volume-minded merchandiser. 
Ideal going operation for successful 
auto dealer who wants to help relative 
or friend get started in auto business. 
Not necessary to purchase used cars, 
parts, accounts receivable, unless de- 
sired. Dealership located in thriving 
agricultural community, 20 minutes 
from industrial city of 125,000. Excel- 
lent living conditions in community 
which has 2 new banks and hospital, 
airport, fine country-club and 18-hole 
golf course. Owner has other interests 
and desires quick sale. Approximately 
$39,000 will handle, if parts pur- 
chased. Unexpired lease runs for 8 
years with privilege of additional 5 
years. Terms can be arranged. For 
additional details and photo of build- 
ing, write to Box 4968, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Chrysler- 
Plymouth in New Jersey south section. 
Industrial, poultry and farming section, 
growing community. New car sales 200. 
Large used car lot, large showroom and 
building 8 years old. Fully equipped. 
Want to retire. Factory approval neces- 
sary. Cash required, $30,000 balance as 
rental. Telephone number and time re- 
quested. Box 4936, c/o Automotive News, 
Detroit 26. 


| LONG BEACH, CALIFORNIA, Packard. 
$25,000 plus working capital will handle. 
No used cars or receivables. Short lease 
with renewal. Immediate possession. 
Dealer retiring. Contact Holland Long 
Beach Packard, 1212 American, 


DEALERSHIP HANDLING MERCURY 


only. Central Texas town in center of 
large dairy and ranching area. Prompt 
replies assured. Box 4933, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED 


WANT TO BUY ANY General Motors or 
Ford dealership in single dealer city. 
Can get factory approval, Would con- 
sider buying in out of profits if you want 
to retire and are not interested in selling 
out completely, Please give complete de- 
tails in your reply as anything you tell 
me will be held in strict confidence. Box 
4959, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Cadillac or 
Cadillac combination, Lincoln - Mercury 
Buick or Buick combination. Do not 
want too large a dealership. Can pay 
cash. Send complete details. All corre- 
spondence strictly confidential. Factory 
approval assured. Box 4888, c/o Auto- 
motive News, Detroit 26. 

WILL INVEST UP TO $200,000 in “Big 
Three’’ dealership. Will not buy used 
car receivables nor non-related assets 
and prefer to lease facilities. Not too 
particular about size of town or loca- 
tion. Let me hear from you what you 
will take for quick, clean deal. Box 4951, 
c/o Automotive News, Detroit 26. 

Ford 


WILL PURCHASE General Motors, 
or Chrysler product dealership, any size, 





southeastern or southwestern coast of | 
Florida. Lease building or will buy. All | 
cash; consider paying some blue sky for | 
desirable dealership. Factory approval | 


already assured. Box 4879, c/o Automo- 
tive News, Detroit 26. 


FORD OR CHEVROLET, single or dual, 
150-250 units, southeast coast Florida. 
Prefer to lease real estate or will buy. 
Factory approval. Box 4913, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET, FORD or Pontiac dealership 
in Connecticut only. Can act fast. Fac- 
tory approval assured. Write fully. Box 
4960, c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


FOR SALE—PARTS, equipment and essen- 
tials for agency handling Dodge-Plymouth 
in N.E. Iowa town of 9,000. Will rent 
or sell modern building built to factory 
specifications. Will consider carrying part 
on contract. Box 4967, c/o Automotive 
News, Detroit 26. 


PROFITABLE OPPORTUNITY, on exclu- 
sive state basis, distributing complete 
line of reconditioning materials. Long 
margin, tremendous market, little capi- 
tal. Established 16 years. Box 4952, c/o 
Automotive News, Detroit 26. 


HELP WANTED 





WANTED 
TOP FINANCE EXECUTIVE 


This advertisement is addressed to a man who is probably now in a top 
level finance position which no longer offers a challenge to his ability or 
opportunity for further advancement and increase in income. Our organiza- 
tion, with large financial resources, offers such a man an unusual oppor- 
tunity. His qualifications should run along the following lines: 


He must have a diversified experience in automobile time sales 
financing. Established top level contacts with volume accounts and 
thorough knowledge and experience to intelligently analyze, 
evaluate and develop progressive ideas. 


Do not waste your time or ours by 
stated background and qualifications. 


applying unless you have the above 


Detailed replies should contain enough information for us to determine 
whether an interview would be mutually advantageous. Needless to say, 
all information furnished will be held in strictest confidence. 


BOX 4969, c/o AUTOMOTIVE NEWS, DETROIT 26 











BUSINESS OPPORTUNITIES 


COMPLETE GOING GARAGE business in 
county seat. Excellent opportunity for 
fireball. Price $40,000, For details, write 
Larry Carr, Broker, 1 Main St., Geneseo, 
N. Y. 





DEALER SERVICES 


Nationwide Dealers 


DRIVE-A-WAY 
SERVICE 


BONDED DELIVERY OF NEW 
OR USED CARS ANYWHERE 
IN THE COUNTRY FROM 
DETROIT 


The Low Cost Will 


Amaze You 


Write for Details to 


FRED W. SCAIFE 


AAA Transportation Co. 


2929 WOODWARD AVE. 
DETROIT 1, MICH. 


Phone Temple 1-8970 


INVENTORY SERVICE 


Parts and Accessories 


Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or Write for Service Details 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





PARTS FOR SALE 
NASH PARTS—$3,500 dealer’s cost. Would 
like offer for all or part. Also Reo parts 
including two 2-speed rear axles, model 
20. Make an offer. Write Box 229, Wa- 
tertown, N. Y. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 
SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





CARS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 
We have for sale a nice selection of 


fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 





Robinson Auto Rental, Inc. 
229 $. Hansen St. Philadelphia, Pa. 
1. E. Spetig, Used Car Manager 
Sherwood 8-1500 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 


EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouaths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 








CARS FOR SALE 


1954 CHEVROLETS 
Model 2103 — 4-door 


Large heaters — Directional signals 
Backup lights 


Low mileages—Ready for sale—Perfect cars 





PAULSBORO AUTO RENTALS 


Paulsboro, N. J. | 


1115 Delaware St. 





CARS WANTED 


WEST COAST GMC truck dealer wants | 


permanent arrangement to buy 2 Cadil- 
lacs per year for personal use at invoice 
net plus $400. Prefer factory delivery of 
1 as soon as new model is in production 
—other, six months later. Replies will be 
held confidential. Box 4953, c/o Automo- 
tive News, Detroit 26. 


50 CADILLAC, CHRYSLER and DeSoto 
V8—eight passengers, 1952 to 1954 sharp 
cars. Priced right. McClintock-Cadillac, 
Phone IV. 75046, Lansing, Mich. 


TRUCKS FOR SALE 

TRACTOR TRUCKS FOR SALE. Have 
five 1953 Ford C 800 tractors. 154’’ W.B. 
Sleeper cabs. All look like new. All have 
1955 170 H.P. cargo king engines, Extra 
good 1000x20 rubber, 5 speed transmis- 
sion, 2 speed axle, air brakes, 5th wheel, 
saddle tanks. For quick sale will take 
$2,250 each f.o.b. Anderson, S. C, Phone 
Canal 5-2126. Jack Epton, Anderson 
Wholesale Car Co., Box 597, Anderson, 
8. C. 


ANTIQUE TRUCK FOR SALE — 1916 
GMC, model 41B, serial No, 414382. (In 
running condition. Murphy Motors, Inc., 
319 Centre St., Old Town, Maine. 


TRUCKS WANTED 


WANTED—USED JEEPS, Willys 4x4 sta- 
tion wagons and pickups, Prefer trans- 
port load. Call, wire or phone Kurland 
Motors, 1134 Broadway, Denver, Colo. 


BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 4748, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE 
4—2 post Curtis lifts, model T.P.77 
1—Electric lift 


1—Complete Alemite overhead reels 
and pump unit 


1—5 H.P. compressor 


All equipment is 2 years old 
Excellent condition 


Also have other equipment 


LONDON MOTORS 


475 Flushing Ave. Brooklyn, N. Y. 
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ANTIQUE CARS FOR SALE 


1907 MODEL N FORD in perfect restored 
condition. Complete with extra motor 
parts and special trailer for transport- 


ing. Best offer over $1,500. Pictures 
; available. Wells Motor Co., Pomeroy, 


Wash. 


MAILING LISTS ‘. 
DEALERS’ MAILING LIST—Ford, Chev- 
| rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers, Complete national 
list, April, 1955 checked, On addressed 
labels, 32M, $14 per M. Box 4880, c/o 
Automotive News, Detroit 26. 
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Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 





MOTO-MATIC 
TOW ¢ GUIDE 


BRAKE-MOBILE 


TOW - PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 








For Quick Results 
Use Automotive News 








WANT ADS 





WE DARE 
YOU 


TO REA 


D THIS! 


Why? If you are a new or used car dealer, you will take advantage of the 
opportunity to buy our 1952-1953 and 1954 Fords, Plymouths and Chevrolets 
at our new lower prices and really make a handsome profit. These cars are 
all one owner cars and in excellent condition—ready for your lot or show- 
room. A large selection of colors to choose from. No need to stand around 
waiting for a car on the block. Our cars are displayed indoors where you can 
select from over 200 really beautiful cars. Special prices on purchases of 4 or 
more and transport service can be arranged. See these cars at 


13315 Brookpark Rd. 
Cleveland 11, Ohio 
Winton 1-7660 


THE R. A. 


4038 Chestnut St. 
Philadelphia 4, Pa. 
Evergreen 2-0400 


COMPANY 


“World's largest wholesaler of fine used cars" 
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‘New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Gs s+ sabeead su anscas wis oa cakeeeedeanasssecea GRDi sdasaxns a shaadee 
TRADE CONNECTION: 
Car Dealer [) Truck Dealer (J Manutacturer [) 
Jobber [) insurance [] Financial [) Supplier 1] 
Ne ccc cccis ase aenee as kaw its wctanid ad ica 
5-30-55 
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ee a ae a oe oe oe oe oe ew oe oe em ew a oe ew ea em ee ee eee) 


80 million 


is a lot of 


Sealed Fower 


SEALING RINGS 


That’s well over half of all the sealing rings that 
have ever been made—because Sealed Power is far 
and away the largest manufacturer of rings for 
automatic transmission and power steering. 

It all began away back before World War II, 
when tanks needed sealing rings. Sealed Power, 
with its long experience and fine engineering staff 
and laboratory facilities, was the natural source 
of supply. That was seventeen years ago. 

Now Sealed Power makes sealing rings for pas- 
senger cars, trucks, buses—and, of course, for 
tanks. Sixteen of the nineteen makes of cars now 
using automatic transmissions use Sealed Power 
sealing rings. 

Sealed Power is best qualified to help you solve 
your own sealing ring problem. Your inquiry will 
receive prompt attention. 
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€ 
DETROIT OFFICE 
. 5-164 
SEALED POWER GENERAL MOTORS BLOG. | 


CORPORATION PISTONS -CYLINDER SLEEVES PHONE 


MUSKEGON, MICH. 
ST. JOWNS, MICH. Leading Manufacturer of Automotive and Industrial Piston Rings since 1911 VEEMITT 8-0808 


eet wae Largest Producer of Sealing Rings for Automatic Transmissions * Power Steering Units 















